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Special Issue 


up to 5 times faster boring 
with new Irwin Speedbor “88” 


makes every electric drill user a hot prospect 


Only the Irwin Speedbor “88” gives up to 5 
times faster boring in hard and soft woods. Only 
the Irwin Speedbor “88” does so much more 
work with less power and in less time to increase 


, 


the boring range of small 14” electric drills and 
drill presses. This is what customers want. This 
is what customers want to buy. 

And remember: You can use the test block 
picture shown below to demonstrate Irwin 
Speedbor “88” superiority. This makes it even 
easier to sell the biggest ready-to-buy market of 


users in your own neighborhood trading area. 

Speedbor “88” features include Irwin’s ex- 
clusive hollow ground point, balanced cutting 
head, Hang-A-Bit hole and size markings for 
easy selection. Precision-ground shank has three 
heat tempered and accurately spaced flats which 
chuck perfectly in 1/4”, 5/16”, 3/8” and 1/2” 
adjustable electric drills and presses, No wobble, 
no run-out. Sizes 1/4” to 1”. 

The Speedbor “88” is already selling big 


so order big from your Irwin wholesaler today 


them all the many thousands of electric drill in individual sizes, sets and assortments. 


The Irwin Auger Bit Co., Wilmington, Ohio, since 1885 


Yes, Speedbor “88"' wood bits are packaged in Irwin's 
new and exclusive self-selling Sellopak dress-up jacket. 


Hardrock maple test shows Irwin Speedbor ‘‘88”’ 
superiority over 5 other brands 


Conditions under which all bits were tested: 


TYPE OF WOOD Hardrock Seasoned Maple 
SIZE OF BITS .. All 1” in Diameter 
SPEED OF DRILL 645 RPM 


PRESSURE APPLIED 
BORING TIME 
DEPTH OF HOLE 


60 Seconds 
As Shown 
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“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 
3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed 

assures constant customer satisfaction 


Standardize on National and eliminate costly prob- 


lems of multiple-source buying and handling. Sell 
‘VA 


National, and you'll be selling the complete quality 
. line—the one that stands out 
ational, er 


y Ask Your Distributor... He Knows 


WESTER 


: CLEVELAND 4, OHIO 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal 


2 ae THE NATIONAL SCREW & MFG. COMPANY 
Wy 
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How Stormproof can a Barn Roof be? 


A roof can truly lock out stormy weather when covered with Bethlehem Stormproof 
galvanized steel roofing. Bethlehem advertising in Progressive Farmer and Southern 
Planter is constantly pounding this message home to farmers throughout your 
trading area. Winter will soon be retreating, and prospects will soon be needing 


Stormproof sheets for repairs and new construction. Are you adequately stocked up? 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
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his 


is the gun 


to reach 


for 


RROW's I-50 STAPLE GUN 


No more sagging sales! Blast your way 
into the big profit picture with the famous 
T-50 staple gun and a whole barrage of 
new ARROW products! Look to the right 
at just some of the reasons why Arrow 
remains No. 1 in the trade! 


That’s only the beginning! Send for 
Arrow’s new catalog. You'll see an arsenal 
of new products... a profit margin that 
remains secure . . . Arrow’s protect-you 
policy of selling only thru the trade... 
and all backed by the biggest ad cam- 


NEW! JT-21! The mass - 
market staple gun! : 
Retails for $4.95!: 


Every housewife can * 


afford one! 


NEW! HT-50M! Ham- : 
mer tacker ... new - 
inside and out...per- < 
fectly balanced so you ° 


staple without strain! 


NEW! T-32! New in- ; 
nards create a power ; 
punch unmatched in a 


S| staple gun of this size! : 


NEW! Display Pak! - 
Packs 3 T-50 tackers - 
in a display that: 
STOPS "EM! TELLS : 
"EM! SELLS "EM! 





paign in Arrow’s history! ladatianenssdnessomusousentee SeuEEDEeeeeessccccesecsoocs : 


MRrrow faAsrTener [o../nc. 


1 Junius St., Brooklyn 12, N. Y.. S J 
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MODEL 2100 


So many exclusive features... 
so low priced... 


OUTSELLS ALL OTHER 
nc saws Dro ff! 


New See-As-You-Saw Jig-Lite! 

New Left or Right Angle Adjustment to 45°! 
New Eight Inch Rip Fence and Circle Guide! 
New Auxiliary Guide Handle! 

New Fast-Cutting— 2650 Strokes Per Minute! 


Even the new Shopmate’s recommended selling 
price looks like a special! The fact is, no other jig 
saw has so many features yet is priced so low for 
volume sales. The new Shopmate provides its own 
light, bevels left or right to 45°, really cuts 2 x 4’s, 
perfect circles, everything from metals to leathers, 
even makes its own starting hole. Comes with 
three special blades that give it the versatility of 
seven other saws. 

Powerful big space ads in leading consumer 
publications like Saturday Evening Post, Popular 
Mechanics and Popular Science introduce this sen- 


sational new jig saw to 


to help you even more, 
complete promotional 
material is available $ 
free of charge! 


COMPLETE 
SH 4-58 


PORTABLE ELECTRIC TOOLS, INC. 


POWER 320 West 83rd Street 
Shonmate Chicago 20, Illinois 


Too.s 
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BUSINESS TRENDS 


Business Outlook—Recession talk filled the air as the year's first quarter 
Closed. But despite the wails, the decline in business was spotty and 

by no means bad in all areas. In fact in many areas, retailers reported 

"business as usual" with little slump. To pump more life into the nation's 

economy, particularly in "distressed areas,” the government was considering ex- 

tension of unemployment benefits to all who have used up their benefits; 

channeling federal purchases and spending into the distressed areas; legis- 

lation to stimulate construction and highway building; and more use of 

public works programs. As warm weather comes on it is believed in many 

quarters that business activity will begin to turn up. 


Blow to Fair Trade—The struggle to maintain "fair trade” prices on hard goods 
virtually collapsed recently following General Electric's abandonment of 
fair trade. Sunbeam Corp. which has long fought to protect prices quickly 


followed suit. Almost immediately dealers throughout the country began to 
Slash prices of small appliances. GE gave as reasons for its action: adverse 
court decisions, competitive disadvantage of dealers in "fair trade" areas 
when they are located close to dealers in areas having no "fair trade;" and 
difficulty in enforcing the policy. 


Installment Purchases—Wariness of further indebtedness is one notable 
characteristic of customers these days. In January, installment credit ex- 

panded by only 83 million dollars, the smallest increase since September, 

1954. The slower rate of debt expansion by consumers is taken to indicate 

slower sales of appliances and automobiles in future months. 


Construction—In an otherwise somewhat glum business picture, construction 

activity is a bright spot. Outlays for new construction in February 
soared to a record 3.1 billions, two percent above February, 1957. Easier 
credit should help to stimulate home building still further. 


Retail Sales—There is no pat answer to just how retail sales are fairing. In 

the first week of March, Atlanta department stores reported a sales in- 
crease of 6% over a year ago. Other sections of the country reported 
drops of as much as 18% in department store sales. Notable fact: there 
has been no widespread price cutting to attract buying. 


Farm Income—Net income for farmers in 1957 amounted to 11.5 billion dollars, 
down half a billion dollars or 4% from 1956. Total cash receipts were 
30.0 billion dollars, one percent less than the 30.4 billion of 1956. 
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CRYSTALINING to keep liquids pure, round inside bottom for easy cleaning, 
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recessed dripless spigot, 18% 
that pays off over the long haul. 
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Ask your hardware wholesaler, or write 


IGLOO CORPORATION — 


en © Pa —1@ DP Ge — bir 4 ° td ee 
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INDUSTRY NEWS 


Chrisman Retires from 
Roanoke Hardware Co. 


RETIREMENT of C. H. Chrisman 
as vice-president and purchasing 
agent of Roanoke Hardware Co. 
was announced recently by Robert 
W. Woody, secretary-treasurer of 
the Roanoke, Va., wholesale or- 
ganization. 


Cc. H. Chrisman 


Chrisman joined the company in 
1903 as its first shipping clerk. He 
was elected vice-president in 1912 
and was named purchasing agent 
in 1925. He will continue to serve 
the company in a_ consultant 
capacity. 

* 


F. W. Heitmann Co. 
Announces Officers 


NEWLY ELECTED officers heading 
the F. W. Heitmann Co., wholesale 
organization in Houston, Texas, are 
G. E. Ploeger, chairman of the 
board; Fred W. Heitmann, presi- 
dent; and Robert F. Strange, ex- 
ecutive vice-president. 

The company also announced the 
re-election of E. O. Ploeger, vice- 
president and treasurer; A. J. 
Moltz, vice-president and purchas- 
ing agent; E. H. Edwards, secretary 


r) 


and assistant treasurer; and W. M. 
Whitmarsh, assistant secretary and 
traffic manager. 

Other appointments include Fred 
Curry, general sales manager; F. 
E. Landig, assistant sales manag- 
er; D. H. Skibbe, warehouse sup- 
erintendent; P. S. Butterworth, 
manager, paint and housewares de- 
partment; and H. W. Watkins, 
manager, builders hardware de- 
partment. 

5 


Henry Veit, Retired 
Bommer Executive, Dies 


HENRY VEIT, 72, retired vice- 
president of Bommer Spring Hinge 
Co.., Inc., died February 13 at his 
home in Woodhaven, L. L, N. Y., 
after a long illness. He has been 
associated with Bommer for over 
50 years, starting with the comp- 
any in 1902. 

Mr. Veit is survived by his wife; 


a son, Henry, Jr.; and a daughter, 


Mrs. Rita Sisson. 


Fry-Holbrook Firm 
to Represent Durall 

THE FIRM OF Fry-Holbrook & 
Co., manufacturers’ representa- 
tives with headquarters in Atlanta, 


7} 
Fry Holbrook 


Ga., recently was appointed to 
represent Durall Products Co. in 
the states of North Carolina, South 
Carolina, Georgia, and Florida. 


New York Wire Cloth Holds Sales Meeting 


District sales managers and manufacturers’ representatives of the New York Wire 
Cloth Co., manufacturers of insect wire screening, were given a preview of new 
products at a recent sales meeting at the company's plant in York, Pa. The group, 
along with factory executives, included, left to right standing, L. J. Baldwin, New 
Orleans; D. J. Purcell, St. Louis; J. M. Baldwin, New Orleans; Stuart Jones, vice- 
president, New York Wire Cloth Co., York; D. G. Baldwin, New York; A. L. Smith, 
Atlanta; D. F. McMahon, New York; J. P. Starke, York; J. D. McLean, New York; 
F. H. Zimmerman, Dallas. Left to right kneeling: J. J. Robertson, Detroit; P. C. 
Miller, Chicago; A. L. Riemer, Philadelphia; W. F. Sewert, sales manager, New 
York Wire Cloth Co., York; R. McChesney, Philadelphia; D. O. Quilty, Miami; 
G. F. Snyder, plant manager, York; and Carlos Grimaidos, Panama 
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an OL D hame 


in the fastener industry 











... but with 


progressive management 


The acquisition of The Triplex Screw Company by The Murray 
Corporation of America has brought about effective changes 
in * Executive Personnel * Delivery * Service * Manufacturing 
Facilities * National Sales Representation and Distribution. 


The new Triplex policy of Continued Expansion and Moderni- 
zation of Plant Facilities is a guarantee of unexcelled production, 
exacting quality and prompt delivery. 


We invite your inquiry on your fastener requirements. 


TRIPLEX SCREW COMPANY 


Division of 


The MAW RRAWY Corporation of America 
5317 GRANT AVENUE ¢ CLEVELAND 5, OHIO 


SOUTHERN HARDWARE for April, 1958 For more information use Handy Return Card, Page 141 





INDUSTRY NEWS 


Remington Arms Makes 
Organization Changes 


REMINGTON ARMS Co., Inc., 
Bridgeport, Conn., has announced 
a series of organization changes in 
its sales department, according to 
R. H. Coleman, vice-president and 
assistant general manager. 

J.J. Callahan, formerly manager 
of the sales division of Mall Tool 
Co., a division of Remington, has 
been appointed manager of Rem- 
ington’s newly created Advertising 
and Sales Promotion Division. In 
this capacity he will be in charge 
of advertising and promotion of 
the company’s sporting arms and 
ammunition, traps, targets, indus- 
trial tools, and Mall portable power 
tools. 

Also announced was the ap- 
pointment of P. B. Patteson as 
manager of the Mall and Industrial 
Sales Division. He was formerly 
manager of Remington’s Industrial 
Sales Division. 

In addition, Coleman said, Rem- 
ington has established five new 
field posts in the form of regional 
offices. 

C. A. Pitts, formerly manager of 
the Jacksonville District, becomes 
manager of the Southern Sales Re- 
gion, with headquarters in that 
city. C. W. Roney, previously man- 
ager of the Chicago District, has 
been named manager of the East- 
ern Sales Region, with head- 
quarters in Cleveland. M. D. 
Berkeley, formerly manager of the 
St. Louis District, has been ap- 
pointed manager of the Central 
Sales Region, with offices in that 
city; other offices are in San 
Francisco and Toronto, Canada. 


Sa 


Clemson Makes Changes 
in Southern District 


CLEMS@N BROTHERS announces 
territorial changes in its Southern 
District and the appointments of 
Jack Thompson and L. B. Powers 
as district sales managers for the 
new divisions. 

The territorial changes are also 
effective for Clemson’s associate 
company, Victor Saw Works, Inc. 
Thompson will serve as district 
sales manager for Western Tennes- 
see, Alabama, Louisiana, and Mis- 
sissippi. His headquarters will be 
in Birmingham, Ala. 


Powers will serve as district 





Cc. W. Roney 


sales manager for Eastern Tennes- 
see, North Carolina, South Caro- 
lina, Georgia, and Florida, with 
headquarters in Atlanta, Ga. 


Thompson Powers 


Warren F. Ward continues as 
district sales manager for Texas, 
Arkansas, and Oklahoma. 

Clemson also announced that for 
reasons of health, Russell E. Pines, 
for many years Atlanta district 
sales manager, has been forced to 
take an indefinite leave of absence. 


* 


Fire Causes Death of 
A. R. McEwen and Wife 


A. ROBINSON McEwWEN, 54, presi- 
dent of Ox Fibre Brush Co., and 
his wife, Frances, died on January 
26 in a fire which destroyed their 
home in Hartland, Vt. 

McEwen was the grandson of J. 
K. Robinson, original founder of 
the Ox Fibre Brush Co. in 1884. He 
became president of the company 
in 1946, the fourth member of his 
family to occupy that position. 

Active in the affairs of the com- 
pany from his early twenties, A. 
R. “Bob” McEwen was also well 


(Continued from page 6) 


M. D. Berkeley 


known in trade circles throughout 
the country. He had held offices in 
the American Brush Association, 
American Wholesale Hardware As- 
sociation, Sales Executive Club of 
New York, and various other trade 
groups. 
* 


Smith Joins U. S. Sales 
Force of Plymouth Cordage 


KENNETH A. SMITH has joined 
the sales organization of the 
Plymouth Cordage Co. in the 
United States after serving for 
over eight years as a sales repre- 
sentative for the Plymouth Cord- 


Kenneth A. Smith 


age Co. of Canada, Ltd., in the 
provinces of Quebec and Ontario. 

Now residing in Jacksonville, 
Fla., Smith works in the com- 
pany’s Eastern District, office at 
New York City, in Florida, Geor- 
gia, North and South Carolina, and 
eastern Tennessee. 
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Double Locked 
Gaivanized Breast 


Fully Closed 
Rolled Handles 





Large Opening, 
Straight Sides 
Easy to ice 


Double Locked 
Seams and 
Bottoms ) 


Fully Corrugated 
Sides 


Domed 
\— Insulated Cover 


Extra Large 4 
Insulation Space } 





Hot Dipped 
Galvanized inset, 
Guaranteed notto | 
Rust or Leak 








| Rounded Seamiess 
Bottom 


Extra Deep 
Bottom 


the only cooler with | 


hot-dipped galvanized inset, 
and lined withSPARKLEEN’ plastic... 


ARCTIC BOY 


portable water coolers 


If it’s not the coldest, cleanest 
water possible, it’s not drink- 
ing water! 


And that’s your biggest selling 
point! ARCTIC BOY portable 
water coolers keep water and 
other beverages refreshingly cold, 
sparkling pure and clear with 
two exclusive features: HOT- 
DIPPED INSET is galvanized 
after forming to eliminate chips 
and cracks from bending, com- 
pletely filling joints with molten 
zinc. No rough edges, no dirt- 


holding crevices, snagging 
joints! hed easily in seconds! 
SPARKLEEN plastic liner is 
absolutely non-toxic, odovr-and- 
taste-free! 


ARCTIC BOYS are big and 
rugged enough for any abuse. 
Used extensively on construction 
jobs, at mines, in oil fields... 
everywhere men are working. 
Sportsmen, too, enjoy the extra 
quality of ARCTIC BOY port- 
rte water coolers. 


Fg sales and profits, 
P Stoc and feature the pop- 


[ Brass-Nickel , 
Plated, Recessed r 
| Faucet 


Non. Movable 
Inset Support 


ular 2, 3, 5, 10 and 15 gallon 
sizes of ARCTIC BOY water 
coolers. The De Luxe symbol is 
your sure sign of success! 


Send for free booklet ‘‘Care and Use 
of Your Cooler.”” Write Dept. H-1. 


LS 


a YS 


Ask about these other Schlueter products 


\ 
SCoryeren we 5 


ST. LOUIS 7, MO. 


For more information use Handy Return Card, Page 141 9 


SCHLUETER MANUFACTURING CO. ° 
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“new, better-— 


greatest improvement in the history of bolt action rifles 


Better streamlining—greater safety for shooter— better protection 
of mechanism from damage and dirt—clearer vision for aiming. 


MR. DEALER .. . These great 22 caliber rifles bring the American 
sportsman design and performance that are literally years ahead. 
Look the whole field over and you won’t find comparable rifles 
in which you have so much that’s new and better to sell. You'll 
handle them—and your customers will own them—with pride 
and satisfaction. 

Note the graceful sweep from receiver down to stock—with no 
protruding bolt or striker. For the first time in rifle history, the 
operation of the bolt is entirely within the receiver. The new 
mechanism assures faster, smoother, more uniform performance 
and positive ignition. 

MODEL 346K, a hammerless, tubular repeater, with open sights, 
loads 25 Short, 20 Long or 18 Long Rifle cartridges. Has genuine 
American walnut stock (as do al/ Mossberg guns) with Monte 
Carlo, cheek piece and quick-detachable swivels. Receiver is grooved 
for fast, easy scope mounting and tapped and drilled for Mossberg’s 
new, high precision peep, No. $330. 


10 For more information use Handy Return Card, Page 141 


. is much like Model 346K except it has 7-shot, clip 
magazine—Mossberg’s new, “magic,” 3-way clip—which is in- 
stantly adjustable for loading any of the three lengths of 22's. 

ID is more news! This amazing, new 22 caliber single 
shot features the sleek, new hammerless design, convenient loading 
platform, automatic safety and handles all 22’s. We've put every- 
thing into it—genuine American walnut stock (not just walnut 
finish) with Monte Carlo and pistol grip. Has open rear sight with 
complete adjustments, sporting front sight, receiver is grooved for 
easy, quick scope mounting. And, as if that weren't enough, it’s 
tapped and drilled for new Mossberg No. $330 peep sight and front 
dovetail slot will take new Mossberg No. $320 ramp sight. 


All this—plus a dozen other features on each rifle—at Mossberg’s 
popular Fair Trade prices. 
RETAIL PRICES: 
346K—$34.95 340K—$30.95 320K—$17.95 
$1.00 higher west of Rockies 
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and De. 


for accuracy 


Clip automatic and bolt action repeaters that handle al/ 3 types of “22's” 


Ana here are more in Mossberg’s “hit parade” of years ahead rifles. 


MODE! 


ik, a 7-shot, clip automatic “Sporter,” handles all 
three lengths of 22 cal. cartridges, a first-time-ever feature in clip 
automatics, available on/y in Mossbergs. Action has literally split 
second speed—7 shots in less than 2 seconds. 

MODELS 346B AND 3408 are identical with 346K and 340K (see 
opposite page) except they’re fitted with brand new, precision-made 
receiver peep sight, No. $330 and hooded ramp front sight, No. 
$320. The equals of these sights have never before been available on 
modest price rifles. 

S330 peep sight has positive “-minute adjustments and is free of 
back lash. The windage and elevation bracket is easy to remove for 
scope mounting. Just turn coin-slotted screw and lift out. When 
returned, it takes the exact same position. 

$320 hooded ramp front sight has bead and aperture, both con- 
tained within the sight. Shooter sets the one he wants in position by 
means of a lock screw on the side. 

Stock these numbers, Mr. Dealer, and you're “loaded for bear” with 
sales features—and at down-to-earth, Fair Trade prices. And remem- 
ber, Mossberg is the line with the longer mark-up for the dealer. 
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A high quality, precision made 
Receiver Peep Sight especially de- 
signed for accurate target work. 
Easy to remove and return to 
exact same position. 


RETAIL PRICES: 350K —$37.95 
$1.00 higher west of Rockies 


Above “B” Models 
Available April | 


TWITH 1A25 SCOPE 


New Hooded Ramp Front Sight. 
Has both bead and aperture leafs. 
Change from one to the other 
quickly, easily, without danger of 
losing either leaf. 


346B —$37.95 340B —$33.95 


0. F. MOSSBERG & SONS, INC. 


84704 St. John Street, New Haven 5, Conn. 


For more information use Handy Return Card, Page 141 





INDUSTRY NEWS 


Odell Hardware Official 
Retires After 47 Years 


AFTER 47 YEARS with the Odell 
Hardware Co., wholesale dis- 
tributors, Greensboro, N. C., Vice- 
President Lou A. Hartsook is re- 
tiring “to begin a new career 
fishing full time.” 


Low A. Hartsook 


Hartsook joined the organiza- 
tion as a stock clerk January l, 
1911. When he was 23 years old, he 
was made head of the company’s 
retail business which the company 
at that time was operating along 
with the wholesale division, and in 
the 1920’s he opened a sports de- 
partment that became famous in 
North Carolina. He has been a di- 
rector since the 1920’s and was 
made vice-president in 1932. 


* 


Weitzel New President 
of Ox Fibre Brush Co. 


THE BOARD of directors of Ox 
Fibre Brush Co., Frederick, Md., 
recently elected Frederick W. 
Weitzel as president of the com- 
pany to fill the vacancy caused by 
the death of A. R. McEwen. 

Weitzel joined the company in 
1928 as manager of the palmetto 
fibre processing plant in Benson 
Junction, Fla. He was transferred 
to the Frederick, Md., head- 
quarters as general superintendent 
in 1931. His promotion to general 
manager came in 1938, and he be- 
came vice-president and a director 
of the company in 1946. 

Weitzel received his AB degree 
in 1926 from Doane College in 


12 





Frederick W. Weitzel 


Nebraska and, for two years, at- 
tended the graduate schools of 
Business Administration and Engi- 
neering at the University of 
Michigan. 

. 


Bluefield Supply Occupies 
Additional Building 


THE PLUMBING and heating de- 
partment of Bluefield Supply Co., 
Bluefield, W. Va., recently moved 
into a building adjacent to the gen- 
eral offices, a move expected to 
enhance greatly the distributor’s 
facilities for service. 

J. Taylor Frazier, company pres- 


(Continued from page 8) 


ident, explained that the new loca- 
tion will enable them to give bet- 
ter customer service, consolidate 
merchandise, and provide better 
stock control. The four-story brick 
building formerly housed a groc- 
ery wholesaler and was purchased 
last year by Bluefield Supply Co.. 
It was renovated completely and a 
new elevator with 5,000 lb. capac- 
ity installed. 

There will be street level room 
at the loading dock off the city’s 
main stem for two customer trucks 
to pick up merchandise at the same 
time. And with consolidated in- 
ventory, a customer can pick up 
everything he needs to install a job, 
Frazier added. 

The plumbing and heating office 
in the new location is also on street 
level while the shipping and re- 
ceiving departments are in back of 
the building on the railroad siding 
level. 

es 


Bolens' New Sales Rep 
to Headquarter in Dallas 


THE APPOINTMENT of Elmo F. 
Bearden as sales representative for 
Bolens Products Division, Food 
Machinery and Chemical Corp., 
Port Washington, Wis., is an- 
nounced by John H. Widder, gen- 
eral sales manager. 


Elmo F. Bearden 


Bearden’s territory includes Ar- 
kansas, Oklahoma, and Texas, with 
his headquarters in Dallas. 

Bearden joins the Bolens organi- 
zation after having been associated 
previously with the Strand Corp. 
of Texas as general sales manager. 
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Yes, I’m a Jalware Dealer because 


“this top quality ware 
is easy to sell” 


The complete line of Jalware features 
eye appeal, streamlined designs, that 
your customers will buy and buy again. 
Every item is priced to sell, built to last 
longer. Completeness of the J&L line 
simplifies inventory, ordering and stock- 
ing. Over 260 leading jobbers across the 
country provide fast, dependable de- 
livery. Order Jalware today from your 
local jobber, or write direct to Jones & 
Laughlin Steel Corporation, 405 Lexing- 
ton Avenue, New York 17, New York. 


WARE 
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SPRINKLING CAN with 4- 
way rotating head. This 
unique J&L sprinkling can 
has a solid brass 4-way 
sprinkler head for controlled 
spraying. Hot dipped in pure 
molten zinc for longer life. 
Your customers appreciate 
the sparkling appearance. 


For more information use Handy Return Card, Page 141 








SALESMAKER: 
WIND-SAFE ROOFING 


t/wvunldd. 


Ruberoid’s exclusive Wind Warranty is mak- 
ing extra roofing sales for Lok-Tab dealers 
all across the country. This written warranty 
covers every Lok-Tab asphalt shingle against 
wind damage—even in hurricanes and torna- 
does! Only Lok-Tabs have the patented lock- 
ing tab that firmly secures every shingle butt 
from the moment the roof is applied. What's 
more, Lok-Tabs are now available in a wide 
range of sales-tested Trend Colors. The Lok- 
Tab is a Ruberoid quality asphalt roof shingle 
with big exclusive features that mean extra 
sales and profits. See your Ruberoid represent- 


ative. 


RUBEROID 


OK-TAB 


ASPHALT SHINGLES 


The RUBEROID co. 


ASPHALT AND ASBESTOS 
BUILDING MATERIALS 


Headquarters Office: 
500 Fifth Avenue, New York 36, N. Y. 


District Sales Offices: 
Baltimore, Maryland—P. O. Box 5166 
Dallas, Texas—P. O. Box 5607 
Mobile, Alabama—P. O. Box 1367 
Savannah, Georgia—P. O. Box 1183 
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You can turn a *24” 
BaD Drill sale into 


‘252° by featuring B&D 
attachments through 


Operation AGIC 


= GwiITCh 


WRITE TODAY for complete information 
on Operation Magic Switch! Find out how 
you can switch one B&D power unit sale 
into big ticket attachment volume. It’s a 
profit story worth reading! Send the coupon 
below or talk to your Black & Decker 
wholesaler now! THE Biack & DECKER 
Mrc. Co., Dept. W048, Towson 4, Md. 


THE BLACK & DECKER MFG. Co., Dept. W048, Towson 4, Md. 


Gentlemen: I like profit stories! Tell me the one 
about Operation Magic Switch! 


How you 


! 
! 
| 
ped Drill sale * 2 
| 
! 
! 
| 
| 
| 


~e—_— 
Look Under | 
“TOOLS-ELECTRIC™ 
in Yellow Pages’ ® 
sm ® 


Towson 4, Md. World's Largest Maker of Electric Tools 
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MINT 


FISHING REELS 


What a big family of fishing reels Bronson 
has! Makes it a snap to multiple-sell the 
family man with a reel for Pop, Mom, or 
Junior! You name the fisherman. . . expert, 
experienced, beginner . . . and Bronson 
names a reel that’s right for him. Name 
the reel... spinning, bait casting, fly, salt 
water ... and Bronson comes up with a 


= = a 
Our only business is reel business— 
—_—_—_ 
Bronson Reel Company, Bronson, Michigan, Division of Higbie Manufacturing Company 


For more information use Handy Return Card, Page 141 


the “sellingest” family of reels! 


family-full of answers. Name the price... 
“‘gotta have the best’ or ‘“‘good but inex- 
pensive”’. . . and Bronson offers a reel to 
fit the wallet. Trouble-proof craftsmanship 
—by the world’s largest manufacturer of 
fishing reels—guarantees satisfied cus- 
tomers, triggers trade-ups. Join the family 
for reel impact—profit-sell with Bronson. 


Bronson 


FISHING REFLS 
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The More You SHOW...The More You SELL... 








Al6& Al7 


A175, 176 A177, 178 Glass Cutter 
Packaging & Display 
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GLAZIERS 
TOOLS 














OTHER 
PRODUCTS 














FLOOR 
CONDITIONERS 














PAINT 
CONDITIONERS 











> rags 


PROFIT‘ on All pas, lines! 7 


*Full profit from a full 40% dealer discount on and known to all your customers (profes- 
all hand tools, multiplied by maximum sales _ sionals, handymen, hobbyists, and millions of 
volume—from selling a line that’s made right, | home owners) through long use and years of 
priced right, displayed and packaged right... hard-hitting national advertising. 


Chances are you sell some Red Devil product now. Why not ask 
your jobber sal n about other full-profit Red Devil lines? 


Red Devil Took. 


Union, N. J., U. S. A. 








Here is a quality product! This is an actual 
close-up photograph of a black U-Brand malleable 
iron pipe fitting—coated with Union Malleable’s 
exclusive U-Cote, a transparent, rust resistant 
coating which gives you more fitting—at no extra 
cost. All U-Brand fittings, both black and gal- 
vanized, are constantly subjected to rigid quality 
controls and individual inspections. 

Why not “specify U-Brand” the next time you 
order from your wholesaler? Your own tests will 
prove “It’s more fitting.” 


For increased customer satisfaction, 
stock and sell fittings. 


THE UNION MALLEABLE 


MANUFACTURING COMPANY 
ASHLAND, OHIO 


Galvanized and Black U-Cote Mall 
Pipe Fittings—Unions—Plugs and Bushings—Cast Iron Drainage and Sere wed Fittings 
Steel Nipples and Couplings—Metal Insert Fittings for Plastic Pipe 
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be goo 


so many are 
following... 
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The tremendous success of the Johnson 
CENTURY and CrTaTION “American 
Type” Spinning Reels, has brought on a 
great many imitations. All of them 
incorporate one or more of the Johnson 
reels’ operational features; many of 
them follow the styling of the Johnson 
reels; but none of them have all the 
features, the clean, functional design, 
the sound, practical engineering, and the 
quality of the Johnson CENTURY and 
CiTaTIon. Like a masterpiece, the 
copy is never as good as the original. 


THE JOHNSON REELS 
WERE FIRST WITH ALL 
THESE PROVEN FEATURES 


<< Push button casting << Change-easy spool 

+x Selecto-dial drag << Dual anti-reverse 

<< Right or left hand retrieve on spinning or 
casting rod << Dia-chrome rotor << Tungsten 
carbide pick-up \< Permanently oiled bearings 


To give your customer not one or two, but ALL of 
these fine features, sell him the genuine, original 
Johnson Reels, the CENTURY, PRINCESS 

and the CITATION. 


THE DENISON-JOHNSON CORP. 


MANKATO 26B, MINNESOTA 


For more information use Handy Return Card, Page 141 


SOUTHERN HARDWARE for April, 1958 








for New Ideas Coming Soon in 
... Product 
... Packaging 
...Pricing 


tM lhe biggest news : ' 
yy in fasteners comes trom merican: 
=) 


AMERICAN SCREW CO. + WILLIMANTIC, CONN 
CHICAGO, ILL DETROIT, MICHIGAN 
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INDUSTRY NEWS 


Estwing Mfg. Appoints 
Prather Sales Manager 


J. HAROLD PRATHER has been 
named sales manager of Estwing 
Manufacturing Co., Rockford, IIL, 
according to Ernest Estwing, firm 


J. Harold Prather 


president. Prather’s hardware Ca- 
reer started in a retail store, and 
he later joined Brown-Camp Hard- 
ware Co. of Des Moines as sales 
manager for 13 years 


. 


Two Appointments Made 
by Western Windmill 


W. M. LINGO, president of West- 
ern Windmill Co., Inc., Lubbock, 
Texas, announces the appointment 
of Lavon Morton as general man- 
ager. Morton started with the 
wholesale organization in 1951 in 
the catalog department and later 
became purchasing agent and 
credit manager. 

Delbert Eubanks, formerly as- 
sociated with West Texas Whole- 
sale in Lubbock, joins Western 
Windmill Co. as a_ purchasing 
agent. 


* 


Toro Names Regional 
Sales Representative 


ARTHUR D. THORSBERG recently 
was appointed regional sales rep- 
resentative for the Toro Manufac- 
turing Corp., Minneapolis, Minn.., 
R. W. Gibson, vice-president, sales 
and advertising, announces. He 
will serve the Southeastern and 
South Central territory. 


22 





Thorsberg has been district man- 
ager of the Motor Wheel Corp., 
Appliance Division, since 1954, in 
the same territory where he will 
represent Toro. 


° 


Millers Falls Appoints 
Southeastern Sales Head 


ARTHUR E. ACKERMAN, vice- 
president in charge of sales for the 
Millers Falls Co., Greenfield, 
Mass., announces the appointment 
of Jack Kline as manager of the 
Southeastern Sales District with 
headquarters in Atlanta, Ga. He 
will direct sales for the company’s 
extensive line of hand and power 
tools for home and industry in 
Virginia, North and South Caro- 
lina, Georgia, Florida, and eastern 
Tennessee. 

Kline succeeds Harry 
who retired January 1 
years with the company. 

A native of Fort Wayne, Ind., 
Kline in recent years has been a 
Millers Falls general-line sales 


Creller 
after 39 


P & C Awards Plaque 
to Morrow-Thomas 


MorROW-THOMAS Hardware Co., 
Amarillo, Texas, led all hardware 
wholesalers in the United States 
and Canada in the sale of P & C 
Tools during 1957 and for this re- 
ceived a plaque from the manu- 
facturer. 

The Amarillo wholesaler _in- 
creased its P & C sales 57 percent 
during 1957 and jumped from fifth 
to first place, according to com- 
pany representatives. The plaque 


(Continued 


from page 12) 


Jack Kline 


representative operating out of 
Kansas City, Mo., and reporting to 
the Midwest Sales District office 
in Chicago. 

Prior to his association with the 
Millers Falls Co., Kline was an ex- 
pediter with the Magnavox Co. in 
Fort Wayne, and previously, was 
with the Freuhauf Trailer Co., also 
in Fort Wayne. 


during the Tri- 
Implement 


was presented 
State Hardware and 
Association convention. 

Presentation was made to Jack 
Husbands, executive vice - presi- 
dent and general manager of 
Morrow-Thomas, by A. L. Platky, 
vice-president and sales manager 
of P & C. In the accompanying 
picture are, left to right, Don Cates, 
secretary-treasurer, and Fred Sul- 
livan, vice-president and sales 
manager, Morrow-Thomas; Hus- 
bands; Platky; E. A. Cox, Amarillo 
district manager, and Ray C. Ricke 
of Dallas, 


regional sales manager, 
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THIS WAS 


We put 12 Black Dia- 
mond Rotary Mower 
files on this bright 
green and yellow dis- 
play. Each file was 
in a sturdy plastic en- 
velope. File and case 
had hang-up hole. All 
good reasons eager 
buyers bought ‘em 
fast. 


Mou Your Lawn 


WITH A 


THIS SHARPER BLADE/ 
MORNING 


disconnect the engine 
spark plug df electric 
unplug cord 


remove blade trom 
machine and inspect 
for damage 


the equel amounts off 
bevels on each cutting 
edge. following original 
angle 


2 


DTARY MOWER FILE 


_--: ON 


"-—" wmEOE <2P «On © 


"--—" wmEOd <2P-<-On 


The files are gone, bought by rotary mower owners. 
In their place are $3.92 of profit. With this last file 


gone, there’ll be a fresh display coming up. 


one will be empty, 


This dealer ordered well 


, in no time. 


how this file sold last year. He wishes he 
more items with this kind of turnover. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 


Port Hope, Ontario 


In Canada: Nicholson File Company of Canada Ltd 


BLACK DIAMOND FILE 


For more information use Handy Return Card, Page 141 
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And that 


because he remembered 
a lot 


LS oh gp 
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ROTARY MOWER FILE 


How about you? Ordered your Black Diamond 


Rotary Mower files yet? If you have, get a display 


out on the counter. Put another one somewhere in 
your garden tool section. Place another near your 


rotary mowers, too. 


’ 


Haven’t ordered yet? You won’t get rich that Way: 


Get your Hardware Wholesaler on the 


ae 
ess Bion, 
A 


A FILE FOR 
EVERY PURPOSE 


phone. 





‘‘We doubled our 


Kidlberamuids sales 


through DISPLAY 


and STOCK CONTROL” 


, says HESTER CARSON, Manager, General Hardware, Memphis, Tennessee 
ester 


Carson . ae 
Making more money with Rubbermaid is always a 


case of good results backed up by good reasons. 


Here are the good results Mr. Carson had, as reported in his own words: 


“Our Rubbermaid sales increased by leaps and bounds 
since we used Rubbermaid displays, and kept up-to-date stock controls. 
In fact we doubled our sales on Rubbermaid in 1957, over 1956.” 


Kenneth 


Orgill, Jr THIS IS THE WAY MR. CARSON MADE DISPLAY PAY WITH RUBBERMAID. 


On the right, Mr. Carson. On the left, his Rubbermaid jobber: 
Kenneth Orgill, Jr., Orgill Brothers & Co., Memphis, Tenn. 


Here are the good reasons why good display and stock control 
pay off big with Rubbermaid: 
PROMINENT DISPLAY. When women see the many colorful and related items 


in the Rubbermaid line they buy on impulse. The more, and better displayed 


items they see, the more they buy. The line cries out for strong display! 


UP-TO-DATE INVENTORY. [The Rubbermaid line has so many items, 
colors and sizes that women want... . it takes heads-up stock control to 
keep up with them! Your Rubbermaid jobber will help you on this, and 


also on setting up the right Rubbermaid display. Then watch Rubbermaid pay! 


RUBBERMAID INC., WOOSTER, OHIO 
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This 
Tenite tag 
tells your 
customers 
of pipe 
they can 


Tough pipe made of Tenite Polyethylene 
helps bring water where it's needed 


~~ 


: = Plastic pipe made of Tenite Polyethylene is a time-saver around the 
farm and home, helping your customers install long-lasting water lines quickly, 
and at low cost. 

Pipe made of Tenite Polyethylene, an Eastman plastic, is light in weight. It’s 
flexible and can be curved around obstructions. It's available in rolls for long, 


coupling-free runs, yet can be cut quickly with a knife. Rapid connections can 
be made with simple fittings. What's more, pipe made of this plastic resists 
weathering, corrosion, and electrolytic attack. It's ideal for carrying water for 


drinking, irrigation, animal watering, lawn sprinkling systems—or wherever cold 
POLYETHYLENE water must be brought from one location to another. 

. Tenite Polyethylene plastic is made by Eastman and supplied to extruders who 
an Eastman plastic produce the actual pipe. This pipe carries the tag you see above, your customers’ 
guarantee that they're getting all the advantages of Tenite Polyethylene. 

Be sure you stock this pipe and display the tag that identifies it. For a list of 
extruders, as well as additional information about pipe made of Tenite Poly- 
ethylene, write: EASTMAN CHEMICAL PRODUCTS, INC., subsidiary of Eastman Kodak 
Company, KINGSPORT, TENNESSEE 
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Engineering & Styling ARE BASIC FEATURES 
of Aut HODGMAN PRODUCTS 


SALIENT POINTS WHICH HELP You SELL MORE 
HODGMAN AIR MATTRESSES 


on ue | 


_ TUFTLITE® ‘ 
AIR MATTRESS J 


ncn, on 


Mattress is vulcanized as a com- 
plete unit. 


Unquestionably the finest air 


Each tuft i 
mattress on the market. och tuft is exectly 


uniform. 


Smooth finished 
bound edges. 


Minimum of 3%” 
air cushion at all 


points assures com- 
fortable, uniform 
sleeping surface. 


Built to withstand Top and bottom surfaces are woven 
rough usage. N together at predetermined points by 


84 strong threads. 


Each thread exactly 
k t tal ” 
SS SE oes 31%” long. No. 573 inflated size 25” x 75” 


air valve. 
Pras weight 6% Ibs. 
Valve is inserted in corner Full size when inflated for comfort. No. 575 inflated size 32” x 75” 


end protected by extro Surface consists of 2 layers of weight 7% Ibs. 
layer of material. cloth with 3 plies of air tight 
rubber between. No. 577 For Station Wagons 
inflated size 48” x 75” 
(2 No. 573 with snaps) 


HODGMAN OFFERS A COMPLETE LINE OF MATTRESSES 
NOW WITH FAMOUS 1-BEAM CONSTRUCTION 


HERE'S THE INSIDE STORY 
OF THE I-BEAM 


DELUXE CAMPLITE' DELUXE PAKLITE & 
No. 430 inflated size 20”x70” Neo. 448 inflated size 25”x72” 
No. 434 inflated size 24”x72” No. 449 inflated size 30°x75” 
No. 450 inflated size 48”x72” 


RUBBER — 
e MASSACHUSETTS 
st Randolph Street Street 
ago 6. Iie San 


49 We 1355 Morker 
Chix Francisco 3. Califormea 
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in Cabinet Hardware 


SELL QUALITY-SELL 


Contemporary f Colonial Hinges & Catches 


3082-26 


527E 
513-18A 


0-530-26 


7638-26 
1638-CB 





SPARK IMPULSE SALES 
WITH NEW AMEROCK 
MERCHANDISER 


¢ Eight flexible 
easy-to-shop levels 


24 feet of shelves 
in just 3x 3% feet 
of floor space 
Continuous shelf 
price molding 


“CLEAR-VUE" Glass binning included 


PACKAGING... 


Combine with other 
Amerock displays for 


Full five-sided view in 
glamour setting stimu- 
lates impulse sales. For 
binning or hang-up dis- 
play—ideal for self- 
service. 
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added impact 


Extra hardware for resale 
returns full dealer cost 
Double merchandiser 
illustrated. One-sided 
units also available 


NRHA-Approved Display 





For more information use Handy Return Card, Page 141 








WOOD SCREWS 


STOVE BOLTS 


TAPPING SCREWS 


IN FASTENERS 
SOUTHERN 
Is 


qualitw 


MACHINE SCREWS 
& NUTS 


DRIVE SCREWS 


CARRIAGE BOLTS 


For more information use Handy Return Card, Page 141 


Dealers and customers alike appreciate value in to- 
day's quality-conscious market. . .In fasteners, the line 
to stock is the line that sells fastest — and that's South- 
ern Screws and Bolts. 


Your customers know from Southern's national ads 
that all Southern fasteners are USA-made to highest 
standards of quality. This means that where fasteners 
are concerned, your customers are pre-sold on 
Southern. 


Stock the quality line that creates quality traffic in 
your store. Stock Southern — the line with the copy- 
righted EZ to C® time-saving, fool-proof labels! 


Write for our new Package Stock Guide. 


Address: Southern Screw Company 
P. O. Box 1360 
Statesville, North Carolina 


Warehouses: New York, Chicago, Dallas, Los Angeles 


SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


SCREW COMPANY 


STATESVILLE «+ NORTH CAROLINA 
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First: Roll the handle gently forward, 
and the Automower moves ahead 
steadily, up ord . 


Second: Roll the handle back, and 


the Automower stops immediately 


vv %)! 

ro : oJ 

a ay WP) i : tA BD a A rr 

SSA fl ak ea 
‘ t +4 

mae, Me ke ahi ‘ 
ty 
i Third: Set the one ane apeee selector 


Rio: forward st ly j t er 
prefer THAT'S ALL! 


sells in a three-second demonstration 


This quick three-point demonstration proves how 


easy and foolproof LAWN-BoY Automower operation y 
is. i : 
t 


And that’s the clincher that sells this greatest of 
all self-propelled power mowers for you. 
Nothing complicated about working the level-cut- 


ting LAWN-BOY Automower— no complex gears or 
Exciusive pilot wheel LAWN-BOY engine Aluminum.light) and 


chains to snag or get out of order, no tricks to keeping assures LAWN-BOY _ starts with one pull strong, easily maneu 


. , . > evel ut, even over delivers nm mum verable upt or 
up with the mower. You run it—it doesn’t run you. hollows and other ir- power t » blade, down, around trees 
. . a . . regularities in the turf where power ints and bushes 
And you prove this ease of operation in this sales- 
making demonstration. 


Ask your LAWN-BOY distributor-salesman, or send LAWN-BOY, Dept. SH 


the coupon for full information about the 1958 Lawn- Lamar, Missouri 

ry line welve powe ers ¢ > remark: > 

BOY line of twelve power mowers and the remarkabk Seiad sein Olt Ge Racin abineek the CRNA OD Rieetiee wad 

LOAFER (rider-mower combination). the rest of the new LAWN-BOY line for 1958, including the 
fabulous LAWN-BOY LOAFER 


© Name 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of esohasen and Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 
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It's lots_more 
when you sell 
every one! 


Gilmour HOSEMASTER 


Fiberglas 


3-WAY HOSE REEL Gilmour HOSEMASTER 


Suspend roel off ground at founde- World's Best 

nec 
pipe, onto water tasen ‘ ‘No tools HOSE NOZZLE 
a , 


@ ONLY hose reel made of Fiber- Exclusive pistol grip control. 
Gs... 6 Rom pam. Rustproof, leakproof and clogproof. 
@ 16" diameter. Holds up to 175 ft. : 
of garden hose. Choice of colors. Lock keeps nozzle adjusted for any 
Light weight, rustproof. Won't chip kind of spray desired. 
er bend. — Light weight, streamlined. New flared 
Leakproof. Easy winding, space hae 
saving, neat and efficient. : a ’ ; ’ 
Gilmourized with silver-bright, metal- 
lic finish. 
Steel ground stoke Steel wall-mounting Automatic spray control saves water 
available to support bracket also avail- 
hose reel on lawn. able. 


Gilmour HOSEMASTER 


Liquid Fertilizer-Insecticide 


SPRAYER 
Gilmour HOSEMASTER 


THE Easy WAY 
Lown & Garden TO SPRAY LiQUD # 


SPRINKLER @ Fertilizers @ Weed Killers 


‘ @ Insecticides @ Detergents 
Full rotating at constant speed at pres- Disinfect 
sures over 20 Ib. @ Disinfectants, efc 

skit Handle has flexible, pistol 

Gomes sprinkling area up to 4 ft grip control. Accurate, ad- 
“ ’ justable metering stem 
Fits any type of garden hose. Twin 
heads water big areas fast. Uniform, FITS GARDEN HOSE FOR ACCURATE 
fan-Whe sprey. MIXTURES WITHOUT PRE-MIXING LIQUIDS 
Patented working design. Simple, rug- 


ged construction. Provides any type of spray desired in per- 


@ Can't rust or clog fect, automatic mixture of water and liquid 

: - ' chemicals, according to adjustment of new 

_ Gilmourized | . »« beautiful jet metering stem. Light weight, streamlined 

metallic finish on fittings New spray deflector. All-brass, non-corrosive 

and sprinkler heads mechanism. Sprays up to 100 gallons of solu 

NO DRY SPOTS tion without refilling pint-size, unbreakable 
SPRAYS OVER 1800 SQ. FT. plastic, liquid container 


A new idea in sprinklers! Handsome 
and efficient Gentle spray ideal 


a Se oe Sa Gilmour LAWNMASTER 


cv 


spIN-BOY Lawn & Garden 


SPRINKLER 


@ Controlled sprinkling area 
up to 3% ft. diameter 
@ Sprays over 1000 sq. ft. with NO DRY SPOTS 
single head 
@ Otherwise SPIN-BOY has 
same features as TWIN 
SPIN 


HOSEMASTER PRODUCTS Manufactured in U.S.A. by 


GILMOUR MFG. CO. 


SOMERSET, PA. 


. » » by the World's Largest Manufacturer 
of Pistol Grip Hose Nozzles 
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Three Yale Padlock 


salesmen for your store! 


HM-9 PADLOCK MERCHANDISER—24 padlocks (16 as 
reserve stock). Eight locks on bright red and blue 


Order this merchandising trio now...the displays 
are free... you pay only for the padlocks. 


Your padlock volume will go up when these versa- 
tile self-selling displays go up in your store. And 
they'll work anywhere, as top hangers; side hang- 
ers, back easels! Here’s what you get: 

HM-10 PADLOCK MERCHANDISER — 24 padlocks (one 
each as reserve stock). Twelve locks on bright red 
and blue rectangles against wood-grained back- 
ground. Your cost (padlocks. only) $18.79. 
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squares against wood-grained background. Your 
cost (padlocks only) $15.60. 


HM-8 PADLOCK MERCHANDISER— Four long shackle 
padlocks on bright yellow and red display suggest- 
ing various uses. Your cost (padlocks only) $3.60. 


Put them to work for you. See your jobber, or 


write: The Yale & Towne Manufacturing Company, 
Lock & Hardware Division, White Plains, N. Y. 


aes YALE & TOWNE 


For more information use Handy Return Card, Page 141 31 





It washes and rinses, dries and polishes i $6.98 


* interchangeable brush and sponge! * telescopic handle—adjusts to any length 


from 2’ to 4’! * watermatic sudser — sudses and rinses! * spinning brush head! 
* The only brush of its kind on the market today! * Nationally advertised on 


TV, in newspapers, and magazines! A natural for every home in the country! 


For more information use Handy Return Card, Page 141 SOUTHERN HARDWARE for April, 1958 





CRESTOLOY END CUTTING NIPPERS 
No. 72, 6". Also in 7” size. 


Each and every 


CRESTOLOY PLIER is 
individually tested ! 


em 


CRESTOLOY HEAVY DIAGONAL 
CUTTING PLIERS 
No. 542, 7” size only. 


CRESTOLOY LINEMENS’ SIDE 
CUTTING PLIERS 


No. 1950, 8”. Also in 6" and 7” sizes 


CRESTOLOY LONG NOSE SIDE 
CUTTING PLIERS 
No. 654, 6”. Also in 7” size. 


This Plier 
is made 
RE/STOLOY 


STEEL 
ond has tested 
100% 

fotor/y, 


When you choose a CRESTOLOY 
PLIER you know you are getting top (‘Saas = HARDWARE DEALERS every 


value and proven performance. After where are increasing their tool 
. J sales with Crescent Display panels 
rigorous factory testing for ease of cut- Designed for wall, counter, table 


ting, hardness of blades and strength, hs or window display, they can be 
each tool that passes these tests is tagged ia BP used with various mounting fix 

. a ' tures. Ask your jobber for details 
with the certifying tag reproduced 
above. CRESTOLOY PLIERS are 


available in more than a score of pat- 





terns including the five popular types 
illustrated. 


CRESCENT TOOLS — 
Cive Wings lo Word _ \s 


i 
“er 
g “\ \ 
if >) \ 
i 
Ss 
—, y a) 
= 
Crescent is ovr trode-mork registered in the United Stotes ond abroad, for wrenches and other tools. Sold by leading distributors ond retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 


SOUTHERN HARDWARE for April, !958 For more information use Handy Return Card, Page 141 33 





PUT THIS 


DOUBLE-DUTY 
SALESMAN 
TO WORK FOR YOU 


Every roll of well-known, well-made, well-liked Drxisteer 
Fence carries this colorful metal sign—a double-duty sales- 
man for you. 

At your store it tells your customers you are headquarters 
for DixtsteeL Fence—a name they know they can trust. 

On the farm, or other installations, the DixtsTEEL signs keep 
on selling, for they are attached to go up with the fence. The 
fact that users leave the signs on is evidence that they are 
proud of the fence you sell— DrxisTeet. 

These double-duty signs are now double-faced, so no matter 
which way users put up their fence, the DrxtsTEeL sign always 
faces outward—to tell everyone that here is another DixisTEEL 
Fence installation. 

Sell the fence that sells for you—DrxistTeex! 








TWO HANDY COMPANIONS TO INCREASE YOUR SALES 


Every time you sell fence, suggest that it 
be stapled with DixisTeEeL Staples, and 
that strands of DixisteeL Barbed Wire 
be used at the top and bottom for extra 


fence protection. 


Atlantic Steel 





For more information use Handy Return Card, Page 141 


P.O. BOX 1714, ATLANTA 1, GEORGIA 
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Southern wholesale hardware trade is 


FORGING A STRONGER LINK 


THE wholesaling function is essential in the 
distribution of many thousands of different 
hardware items; and no one is in position to 
perform that function more efficiently and 
economically than the hardware wholesaler. 

His strong assets include many years of ex- 
perience in the distribution of hardware and 
allied lines; a well-trained sales and service 
organization; ample financial resources; and, 
perhaps most important of all, intimate ac- 
quaintance with the retailers’ needs, on the 
one hand, and with the products and facilities 
of a host of manufacturers, on the other. 

Yet with all these advantages he has faced 
serious problems in recent years. His profits 
have been squeezed between rising costs and 
fixed margins. At the same time there has 
been increasing competition from other forms 
of distribution and other types of wholesalers. 

To cope with these problems, hardware 


wholesalers over the South are working for 
still greater economy and efficiency in their 
operations. Careful studies are being made 
of methods of speeding up the flow of mer- 
chandise in the warehouse and the routine of 
paper work in the office, along with ways and 
means of assisting the retailers with some of 
their promotion and other problems. 

Even in many of the smaller wholesale hard- 
ware houses over the South may now be found 
the most modern office and warehouse equip- 
ment—Kardex inventory controls, IBM office 
machines, Multilith equipment for turning out 
catalogs and promotional material, and in the 
warehouse much labor-saving mechanical 
handling equipment. 

Southern hardware wholesalers are forging 
a still stronger link to connect factory and 
retail store. The purpose of this issue is to tell 
something of what is being done. 





For 20 consecutive years (including 


1958) every April issue of SOUTHERN e e 


HARDWARE has been a special whole- = 
salers' issue. These annual special issues ; 
have served to acquaint both retailers 

and manufacturers with the wholesaler's 

functions and problems, while at the 
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ANNIVERSARY ISSUE— 


same time helping promote greater ef- 
ficiency in hardware wholesaling. This 
is therefore a very special 20th Anni- 
versary wholesalers’ issue. It also com- 
memorates the 50th anniversary of the 
Old Guard, Southern Hardware Sales- 


men's Association. 








FORGING A ONGER LINK 


Mr. May is president of Bluefield 
Hardware Co., Bluefield, W. Va. 


OQ” ACTIONS, our advertising, 
our management and our ob- 
jective approach to our problems 
as well as the problems of our 
dealers and the problems of our 
suppliers, during the next few 
years, will determine whether we 
will be the strong, the weak, or 
the missing link in our system of 
hardware distribution of the fu- 
ture. 

Yes, we have problems, and 
sometimes we think we have larger 
problems and more problems than 
any other industry. But we are 
not to worry you with our troubles 
because we suspect that you have 
some of your own. If you do not 
have them, you should give us the 
key to your success, 

It is a “must” for us to be a 
“necessity” for the manufacturers 
whose products we buy and sell, 
and for whom we render a serv- 
ice, as well as a “necessity” for 
the retail dealers to whom we sell 


The Middle Link 


By S. D. May 


President 
Southern Wholesale Hardware 
Association 


these products and for whom we 
also render a service. 

There is no industry that can be 
operated just as it was 20 years 
ago, or even 10 years ago, if it 
wishes to continue in existence. 

Are the hardware wholesalers 
in position to render a service to 
the dealers that is better than ever 
before? The answer is very defi- 
nitely “yes,” and for several 
reasons. 

Better Service 

Our office procedures are radi- 
cally changed in all instances, with 
most of us using the best and the 
most modern accounting machines 
and office equipment. 

Financially, we are stronger 
than in the past. We have the 
means to carry ample stocks of 
merchandise. We have in many in- 
stances the most modern ware- 
houses, equipped with facilities for 
unloading, warehousing and ship- 
ping. 

Some of our member whole- 
salers are so fortunate as to have 
new warehouses. Then there are 
those of us who have inherited 


warehouses of a past generation. It 
is our problem to overcome their 
defects by the application of equip- 
ment especially adapted to today’s 
needs. 

As for getting the merchandise 
from our warehouses to our deal- 
ers, we have so many means of 
transportation in 1958 that at times 
we may have a problem as to how 
to make shipments. 

We both receive and ship by ai 
mail, air express, air freight, com- 
mercial truck lines, contract truck 
haulers, our own trucks, express, 
railroad freight, bus and even by 
parcel post when we can do no bet- 
ter. Service is what our dealers de- 
mand and must have. Transporta- 
tion costs, so long as we pay them, 
are of no consequence and should 
not be considered. Every item 
leisurely overlooked and not or- 
dered yesterday is an emergency 
today and must be handled as such 
by us. 

Every hardware wholesaler, in 
his sane moments, must realize 
that there can be no excuse for his 
existence except SERVICE. So 
what is the meaning of that magic 
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word which will give us continued 
existence as a necessary and profit- 
able link in our chain of hardware 
distribution? 

During a prolonged and un- 
pleasant incident between the 
states, and I do not refer to Little 
Rock, one very brilliant cavalry 
officer explained his numerous 
victories by saying that he “always 
got there fustest with the most- 
est.” That was one brand of “serv- 
ice” which was not universally 
liked, but was very successful. 

Unquestionably, we are in posi- 
tion to get to our dealers “fustest 
with the mostest,” but at times 
that is not sufficient. To that 
“service” must be added quality of 
products, competitive prices, co- 
operative advertising, as well as an 
honest appreciation of our dealers 
and a sincere desire to help them 
succeed financially. 


Qualified Buyers 


Buying must be done by men 
eminently qualified by ability and 
experience to choose only those 
products of outstanding quality, 
made by reputable manufacturers. 
This assures us that we can offer 
our dealers hardware which both 
of us can sell with confidence. To 
this add accurate and quick ship- 
ping and we have come a long way 
in bringing “service” to our deal- 
ers. 

We must, of course, make our 
financial resources available to our 
dealers, especially during those 
periods of the year when the ex- 
tension of long credit terms be- 
comes quite necessary for them. 

We must approach our dealers 
with more than promises and 
words, and one of the best methods 
of accomplishing this is by offer- 
ing well-planned and really work- 
able advertising programs. These 


programs must be planned and 
worked out by our advertising and 
sales promotion departments, and 
to be successful must have the full 
cooperation and support of the 
dealers. Also, the manufacturers 
must give their hearty support, for 
the plans of this type which have 
been most successful have been 
those in which the manufacturers 
participated. 

No advertising plan can be set 
up that will be adequate and suit- 
able for all dealers and all com- 
munities. Each plan must be tailor- 
made and must have the proper 
appeal for one particular section 
No one advertising program is 
suitable for all communities, all 
occasions, and every season of the 
year. 

That hardware retailer who has 
the time, or will take the time, to 
plan his own sales promotion and 
advertising is indeed hard to find, 
and when found should certainly 
be cultivated. 

Of course, the purpose of an ad- 
vertising campaign is to promote 
more sales and profitable sales for 
our retailers, with the full knowl- 
edge on our part that we are con- 
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vincing and persuading the manu- 
facturers of the advertised item o1 
advertised line that it is good 
policy to go in with us “putting up” 
as we “put up,” in a calculated 
risk, to aid our dealers. 

It goes without question that 
should the advertising campaign 
be successful, more sales and more 
profits will be the happy results 
for all three of us, the manufac- 
turer, wholesaler, and retailer 


Planned Promotion 


With this objective in mind, at- 
tractive displays are planned and 
attractive layouts are prepared and 
submitted for approval. Spot an- 
nouncements are selected and ap- 
proved for radio and TV. The deal- 
er salesmen are briefed, and 
everything possible is done so that 
each individual dealer will be sure 
to receive the maximum benefit 
from every advertising dollar 
spent for and in his store. 

In these programs most manu- 
facturers are glad to cooperate; 
though some have rather rigid 
rules governing the administra- 
ion and distribution of their ad- 

(Continued on page 84) 


The Magic Word 


“Every wholesaler . . . must realize that there can 
be no excuse for his existence except SERVICE. 
So what is the meaning of that magic word which 
will give us continued existence as a necessary 
and profitable link in our chain of hardware dis- 
tribution? Unquestionably, we are in position 
to get to our dealers ‘fustest with the mostest,' 
but at times that is not sufficient. To that 





‘service’ must be added quality of products, 


competitive prices, cooperative advertising, as 


well as an honest appreciation of our dealers and 


a sincere desire to help them succeed financially" 
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More effective selling through 


Simplified Stock Contro 


By Dean Paden 


Chairman of the Board 
King Hardware Co. 
Atlanta, Ga. 


on CONTROL is virtually a 
science in itself. When proper- 
ly practiced it can be one means 
by which the wholesaler can bring 
more efficiency to his own opera- 
tions and, equally important, im- 
proved service to his retail cus- 
tomers. 

This phase of the wholesaling 
operation takes many forms and 
probably every house has de- 
veloped certain unique procedures 
that suit its particular needs. This 
is no less the case at King Hard- 
ware. The system we use is an out- 
growth of our conviction that stock 
control—simplified stock control— 
can be just as important to our 
sales department as it is in guiding 
our buyers. 

Our system was first set up in 
1937 and through the years has 
undergone centinuing refinement. 
We have a stock card for every line 
of merchandise we carry in inven- 
tory. Since in many instances lines 
of merchandise will contain many 
different items, such lines fre- 
quently will require more than one 
steck record card. The individual 
cards have spaces for 35 different 
items. 


38 


The card is by no means under- 
sized: it measures 18 inches wide 
and 12 inches deep, large enough 
to permit the posting of all the 
buying and selling figures neces- 
sary to show at a glance just what 
the sales and inventory situation is 
on a particular line. 

The top of the card contains the 
name of the individual line and 
beneath this are spaces for listing 
the names of the factories from 
whom various items in the line are 
purchased. At the top of the card 
also is information regarding fac- 
tory sales terms and freight allow- 
ances. 

At the left side of the card are 
listed the individual items in the 
line which our company carries in 
stock. Extending across the stock 


card are spaces for posting item 
numbers, units (dozens, pairs, etc.) 
weight, and a space for recording 
by numerical designation the fac- 
tory from which the item is 
bought. 

Other spaces across the card are 
provided for recording inventory 
count, new purchases, and sales. 

In our system, inventory is 
taken on each line approximately 
every 30 days. That is, the items 
listed on each stock card are 
counted at some time within a 30- 
day period, and the inventory to- 
tal is entered in the proper space 
on the stock record card. The card 
then goes to the buyer of that par- 
ticular line who determines wheth- 
er or not additional purchases of 

(Continued on page 88) 


A. D. Herring, sales manager for King Hardware, here studies stock record cards 

of item recently inventoried. He checks each card every 30 days. Where inven- 

tory totals indicate an over-supply he brings this to the immediate attention of 
salesmen so that special sales efforts can be made 
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Featured in the display window of this retail store are promotional materials 


provided by C. M. McClung & Co. for dealers participating in its “Spring 
Shower of Bargains” program, one of the company's four seasonal promotions 


Helping Dealers Sell 


By Marvin May 







Vice-President and Sales Manager 
Cc. M. McClung & Co. 


ARDWARE retailers who do real- 
ly good promotional jobs usu- 
ally realize the best of all possible 
results—expanding sales and prof- 
its. And in contrast, those who, for 
one reason or another, reduce their 
advertising budgets and curtail 
promotional activities usually suf- 
fer in the face of competition. 

This may seem to be an over- 
simplification of the facts, but 
nevertheless, nothing has been 
more true in the experience of our 
company. 

As everyone knows competition 
at all levels of trade has always 
been with us and always will be, 
but competition can be met suc- 
cessfully through proper promo- 
tion of the merchandise being of- 
fered for sale. 

To help our 


dealers compete 


more effectively, C. M. McClung 
& Co. has devised for dealer use a 





Knoxville, Tenn. 











series of sales promotional pro- 
grams for the various seasons of 
the year. We make available to 
dealers printed circulars and store 
decorating kits for four major pro- 
motions a year. This material is 
supplemented by a Christmas gift 
catalog and two toy catalogs de- 
signed primarily for distribution 
among consumers. 

Let me say in the beginning that 
this sales help is valuable to deal- 
ers who use it. Many have told us 
that our promotions have increased 
their sales and profits. And we 
know of many instances where 
dealers’ sales have increased as 
much as a third while one of our 
promotions was being carried on. 

Our program for dealers in- 
cludes four seasonal promotions 
which are named as follows: Dol- 
lar Stretchers, for use late in 
February or early March; Spring 
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In its own printing department, C. 

M. McClung & Co. produces various 

promotional materials, dealer stock 
lists, catalogs, price tags, etc. 
















Shower of Bargains, for late April 
or early May; Super 8 Fall Sale, 
for the fall season; and Parade of 
Holiday Values, designed for the 
promotion of gift items, holiday 
requirements, and the many needs 
of the home during the winter 
months. 

For each of these promotions the 
company makes available to par- 
ticipating dealers printed circulars 
made up by a promotional com- 
pany for us. These circulars fea- 
ture 55 to 75 items specially se- 
lected for their sales appeal at that 
particular time of the year. We 
try to limit the items featured in 
each circular to this number so 
that participating dealers will not 
have to invest in a large number 


of items they normally do not 
carry. 
Each promotion is_ sprinkled 


(Continued on page 92) 
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 gomery believing the South has 
just begun to grow in earnest, 
with the best yet to come, Strat- 
ton-Warren Hardware Co. has ex- 
panded and streamlined to take 
fullest advantage of this mush- 
rooming market. 

Within the past two years, we 
have taken five major steps to im- 
prove and speed service — and 
other ideas are in the planning 
stage. The objective is to keep our 
56-year-old business in step with 
the changing times. 

Two years ago we purchased 
30,000 square feet of additional 
warehouse space, acquiring a 
building across the street from our 
main building at 37 East Carolina. 


5-point program improves 


Service to Dealers 


By Leslie M. Stratton Ill 


President 
Stratton-Warren Hardware Co. 
Memphis, Tennessee 


This additional warehouse space is 
used mainly for our floor covering 
and major appliances, such as 
freezers, refrigerators and ranges, 
sinks, water heaters, and other 
large lines. 

By acquiring this additional 
warehouse space—we now have 
more than 400,000 square feet— 
we improved service for our will- 
call customers. These customers 
now can load floor covering and 
appliances. directly into their 
trucks. Where formerly it some- 
times required as much as an hour 
or two to fill orders, it now takes 
minutes. 

We improved loading facilities at 
our main warehouse, too, by build- 
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Two Case Histories— 


some results of an association service 


Three years ago the Southern Wholesale Hardware Association 
employed a firm of business management consultants to make sur- 
veys of the operations of ten of its member companies, carefully 
selected to give proper diversification, geographically and by size. 
The results of the surveys were compiled in the form of an 87-page 
report, copies of which were furnished to all members of the Associ- 
ation. No attempt was made thereafter to determine what benefits 
accrued to the membership. However, in two of the feature articles 
in this issue may be noted some of the results of those surveys. The 
article by Joe W. Pitts tells how one of the ten “guinea pig’ com- 
panies employed the same firm of consultants to make a much more 
comprehensive survey, with resultant complete reorganization of 
the company’s operations. The article by W. F. Barnes tells how 
under new management another long-established company has 
been, and still is being, modernized without outside help—but in 
the process is making use of some of the information developed in 


the Association surveys. 
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ing a large concrete and steel ship- 
ping dock in the rear of the build- 
ing. It can accommodate approxi- 
mately 25 truck trailers and is used 
exclusively for shipping merchan- 
dise by large, over-the-road car- 
riers. Trailers can be left at our 
dock, loaded and then picked up. 
The new dock also has eliminated 
congestion for will-call customers 
at our regular shipping platform 


Installed Conveyor Line 


We recently installed one mile of 
conveyor line in our main ware- 
house at a cost of more than 
$100,000. This dragline conveyo! 
system pulls floats throughout the 
warehouse, operating in all depart- 
ments and on all floors. It’s used 
for both shipping and receiving 
merchandise. 

These improvements have en- 
abled us to improve shipping to 
our more than 5,000 accounts. Now 
about 90 percent of all orders are 
shipped the same day we receive 
them. 

On January 1, 1956, we opened 
a branch operation at Jackson, 
Miss., which helps us serve ac- 
counts in south and_ central 
Mississippi. This new 25,000 square 
foot warehouse has been very 
profitable to dealers and to us. It’s 
used mainly for floor covering, ap- 
pliances and major hardware. 
Small items are shipped overnight 
from Memphis to Jackson. 

We have doubled space in our 
furniture showroom in Memphis, 
completely remodeled our hard- 
ware sample room, added addition- 
al room for toy displays, and have 
built a theater-type auditorium. 

(Continued on page 94) 
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Recently installed at a cost of more 
than $100,000 this conveyor line— 
more than a mile in length—pulls 
floats throughout the warehouse. 
Operating on all floors, it is used i 
for both shipping and receiving of ae 
merchandise. As result of such im- 
provements, 90°% of all orders are 
now shipped the same day they are 
received 


In addition to remodeling 
the hardware sample room 
and adding more room for 
toy displays, the company 
has built a theater-type 
auditorium which seats 100 
and has a projection booth 
and stage. It is used for 
dealer shows, sales meet- 
ings, and cooking demon- 
strations, and is made 
available to civic groups 
for meetings 
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To keep its dealers abreast of the 

latest merchandise, company holds 

spring and fall shows. Pictured above 

and at left are sporting goods booths 
at the January show 
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By Joe W. Pitts 


President 
Brown-Roberts Hardware & Supply Co. 


Alexandria, La. 


ca IN 1956 we began a reor- 
ganization that required almost 
a year to complete. After observ- 
ing the transformation brought 
about by this program during 1957, 
it is my conviction that we are now 
adequately prepared for any ex- 
pansion that may materialize for 
us in the foreseeable future. 

The right personnel and the 
right talents are in the right 
places. So are the stocks of mer- 
chandise. Everyone knows his or 
her duties and responsibilities, for 
we now operate according to a 
well-defined organization chart. 
Without altering the plan, it can 
assimilate additional personnel for 
bigger tasks. 

There is a sharp contrast in the 
complexion ef our operation be- 
fore and after reorganization, be- 
fore and after 1956. 

Looking back into those prior 
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All bin merchandise has been concentrated behind sales counter which was 
moved from front of building to a point more accessible to firm's customers 


Reorganization 


years I can suspect that Provi- 
dence had a part in our ability to 
consistently produce a profit, for 
we operated under a handicap. 

It was a self-imposed handicap, 
you might say, that accumulated 
with the years. It is obvious now 
that we had a minimum of man- 
agement, by the modern definition. 
Supervision, below the office of 
president and general manager, 
was almost non-existent. Talents 
were misplaced or submerged. In 
many instances authority was too 
limited, responsibility too narrow, 
and functions had been allowed to 
overlap. Individual initiative had 
not been cultivated and, as a con- 
sequence, work waited while an 
employee sought guidance on some 
minor problem. 

Perhaps our predicament can be 
illustrated best by referring to past 
performances. 

Our history shows that there 
have been occasions when as much 
as a week was required to put an 
order of merchandise through our 
house and send an invoice to the 
customer. Now we ship everything 
the day the orders are received, 
with the exception of an average 
of 20 carryovers out of 200 orders, 
or 10 percent, which is our high. 
On many days there are no carry- 
overs. If an order does not go out 


the day it is received, it certainly 
goes out the next day 

In the years prior to 1957, over- 
time was a tremendous item with 
us, and it was common in all phas- 
es of the business. Overtime now 
is a rarity. 

These are only two brief illus- 
trations of what has been accom- 
plished by our internal reorgani- 
zation, and full credit should be 
given to the Wilkinson investiga- 
tion and report. It is no secret that 
our company was one of the 10 so- 
called “guinea pigs” in the Wil- 
kinson survey (made in 1955 for 
the Southern Wholesale Hardware 
Association), and this eventually 
resulted in the complete overhaul 
of our internal procedure. The part 
of the Wilkinson organization will 
be detailed later. 


Bottleneck Removed 


One of the bottlenecks we elimi- 
nated was in my own effice. 

Most of the employees didn’t 
know who their immediate supe- 
rior was and they looked to me for 
a solution of al] their problems. As 
a result, people from all depart- 
ments were coming to me with 
minor matters which never should 
have come to my attention. Now, 
those disturbances are all elimi- 
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Materials handling superintendent, N. H. Needham, controls 
Result: improved efficiency 


entire warehouse operation. 


at Brown-Roberts 


nated, since we have an organiza- 
tion chart—something we did not 
realize we needed so acutely. 

Then there was the matter of 
incoming mail. It used to be that 
I spent an hour in the morning and 
another half hour in the afternoon 
going through the mail. This de- 
layed a number of other depart- 
ments. Now I see no mail unless I 
ask for it, because we have a mail 
desk where the mail is sorted and 
then distributed to the proper de- 
partments. I do, incidentally, re- 
quest a copy of purchase orders, 
for the sake of the information 
they contain, but that is all. 

Under our plan only six individ- 
uals—the six department heads in 
the executive group — report di- 
rectly to me. These are the man- 


agers of sales, purchasing, major 
appliances, plumbing, the materi- 
als handling superintendent, a title 
that replaced that of warehouse 
manager; and George H. Pitts, vice 
president, who is controller and 
office manager. Leaving out the 
plumbing division manager, we 
constitute the company’s mer- 
chandise committee, which meets 
monthly. 

All these executives 
wide authority, do not come to me 
with trivial matters. As a result 
of this and other reforms, I have 
much more time to devote to the 
type of thinking required by a 
wholesale hardware business 

Then we made some radical, but 
constructive, changes in warehouse 
management. For it must be obvi- 


exercise 


“The right personnel and the right talents are 
in the right places. So are the stocks of mer- 
chandise. Everyone knows his or her duties and 
responsibilities, for we are now operating ac- 
cording to a well-defined organization chart." 


SOUTHERN HARDWARE for April, 1958 


RGING A STRONGER LINK 


This blackboard keeps all warehouse personnel fully in- 
formed on daily performance in filling the day's orders 


ous Irom my statement about time 
once required for processing an or- 
der, that we were unhappy about 
the manner in which we were 
serving our customers 

Previously, we had a shipping 
clerk and a receiving clerk. We 
had not recognized the importance 
of having a high-class man at the 
head of our warehouse operations 
In our thinking, we had never put 
such a man on a par with the 
heads of other departments but, 
definitely, he belongs there. After 
all, he handles more of the assets 
of the business than any other one 
individual in the organization 

Now we have a man who has 
the title of materials handling su- 
perintendent and controls the en- 
tire warehouse operation. Report- 
ing to him are the warehouse plan- 
ner, who places merchandise and 
assigns personnel where it is most 
needed; a receiving and main- 
tenance supervisor, a shipping su- 
pervisor and a traffic manager 

This arrangement definitely des- 
ignates responsibilities and has re- 
sulted in a minimization of mis- 
takes and greatly improved service 
to customers. Considering that 
prices are all competitive, service 
is all we have to offer. 

A companion action to personnel 

(Continued on page 96) 
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*In the field of hardware wholesal- 
ing, W. F. Barnes is new to the South- 
west, but he is a native of Texas and 
his home is in San Antonio. He has 
behind him a total of 18 years of ex- 
perience with Shapleigh Hardware 
Co., of St. Louis. His sales service 
with this firm was interrupted by 
War II. Returning, he took a terri- 
tory in the Rio Grande Valley in 
which sales had been $32,000 annu- 
ally. Within a year he increased this 
figure to $175,000, and was called to 
St. Louis to become a sales manager. 
He held the office of secretary of the 
company and sales promotion direc- 
tor when he resigned May 31, 1957, 
with intentions of becoming a South- 
western representative for manufac- 
turers. Before he could launch this 
business he was offered and accepted 
the position of president and general 
manager of Lee Hardware. 


Before remodernization there was only 

one accounts receivable posting ma- 

chine. All other bookkeeping was done 
by hand as shown above 
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Modernizing an Old 


By W. F. Barnes* 


President and General Manager 
Lee Hardware Co., Ltd. 
Shreveport, La. 


jue LEE Hardware Co. is an old, 
well-established firm which 
had operated with little change in 
procedure or equipment up to July 
1, 1957. 

On that date, I became executive 
head of the business with several 
definite objectives—clean up and 
modernize, reduce operating costs, 
reduce inventory and_ increase 
sales and net earnings. So there 
were many problems, large and 
small, awaiting solution. 

For example, house shortages 
were running 25 to 30 percent be- 
cause buyers were unaware of 
their needs until goods were ex- 
hausted. 

In accounting, there was one ac- 


Same employee now uses 


training and practice 


machine, 
but top efficiency is yet ahead in 
this department as employees require 


counts receivable posting machine, 
but all other bookkeeping was be- 
ing done by hand. 

The old style wood shelving in 
our warehouse was inflexible, im- 
possible to keep clean and re- 
quired the use of ladders when re- 
stocking or filling orders. Our plat- 
form trucks and hand trucks were 
antiquated and in many cases, 
completely worn out. 

After surveying the situation, it 
was apparent that those were the 
three biggest problems—the per- 
petual inventory, accounting de- 
partment and the warehouse. 
Some of the other problems we 
have come to grips with since, 
while some still await attention. 


Adjustable steel shelving replaced the 

eld wooden bins shown at right. 

Steel shelves put merchandise within 
the reach of employees 
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House 


These three could not wait. We 
had to have accurate, up-to-date 
information about the business. We 
had to have reorganization in the 
warehouse so we could move mer- 
chandise with more speed. 

These three major problems will 
be discussed in the order men- 
tioned, which I consider to be the 
order of their importance. 

The perpetual inventory was al- 
most useless as such. A Kardex 
system was available, but it was 
not being used properly. Our buy- 
ers did not know that an item was 
running low until our stock was 
exhausted. There was no history 
of the movemen: of merchandise. 
In fact, as we discovered, there 
was no readily available history of 
obsolete merchandise. 

One of the biggest jobs was to 
determine a basis for the establish- 
ment of re-order levels. After 
we had graded the factories, we 
established a 30-day supply as 
the re-order level from factories 
known to ship promptly. For other 

(Continued on page 108) 
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These old iron-wheeled trucks required four men to push when fully loaded. 
They were replaced with one-man roller-bearing, rubber tired trucks such 
as the one on top. Substantial time is now being saved in filling orders 


Lee Hardware no longer jams traffic by loading at the front of the building. 
Loading is now done at the rear, and the merchandise moves more speedily 


Gee 


ff A a" 
Replacing these old wooden shelves made it possible to 
get shelf hardware into about half the space it previ- 


This put merchandise within the reach 


ously occupied. 
Steel shelving cost $12,970 


of man standing on floor. 
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: 


No investment was required to solve the coffee break prob- 
lem. For 5 cents the employee sets the dial, gets hot 
chocolate or coffee as desired. Here, Janice Freeman, 
secretary to President Barnes, demonstrates how it works 
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Bob Hill is a graduate industrial engi- 
neer who spent a number of years in 
the textile industry doing industrial 
engineering and materials handling 
work before joining Allison-Erwin 
early in 1957. He planned the moving 
of merchandise from the company’s 
old quarters into the new warehouse 
and had the added responsibility of 
supervising the purchase and installa- 
tion of all materials handling equip- 
ment. Made operations manager last 
October, he looks with some satisfac- 
tion on the company’s cost reduction 
program but emphasizes that, “We 
don’t feel we are through yet.” 


HE WHOLESALE warehouse is 

first of all a container. It must, 
however, be a very special kind of 
container. For in addition to its 
static function of sheltering and 
protecting merchandise, it also has 
the dynamic function of channel- 
ing this merchandise into the con- 
sumer pipeline with a high degree 


Towveyor is the heart of company's receiving and shipping 
system. Endless chain under floor moves these four-wheel 
carts to within 50 feet of any section in the warehouse 
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Cutting Warehouse 


By Robert A. Hill 


Operations Manager 
Allison-Erwin Co. 
Charlotte, N. C. 


of selectivity. It justifies its exist- 
ence by offering the retailer one 
source from which he may obtain 
thousands of items in a fraction of 
the time it would take him to pro- 
cure the same items from literally 
hundreds of manufacturers. 

In the recent construction of a 
new warehouse the Allison-Erwin 
Co. had some 50 years of back- 
ground experience to draw upon. 
It was a combination of this ex- 
perience and a willingness to ac- 
cept new concepts of mechanical 
handling that has resulted in 
what, we believe, is one of the 
more efficient wholesale distrib- 
uting operations in the country. 

We think we were fortunate in 
making our move when we did. We 
are sure that we are now in a bet- 
ter position to fight the so-called 
battle of the recession than in our 
old building. 


In planning the new warehouse 
operation, several major objec- 
tives were set up which, if ac- 
complished, would put us well on 
the way toward increasing our op- 
erating efficiency and bettering 
customer service. Some of these 
objectives were 

1. To eliminate the necessity of 
manually pushing each order cart 
from the far extremities of the 
warehouse to the assembly and 
shipping point 

2. To keep a customer's order to- 
gether as it is moved through the 
warehouse being filled. This would 
do away with the big job of as- 
sembling parts of orders coming 
from all sections of the warehouse. 

3. To eliminate or decrease the 
reshuffling or rewarehousing of 
merchandise within the ware- 
house. 

4. To provide an efficient meth- 


Belt conveyors were installed to bring waiting orders di- 
rectly to the customer pick-up area. Waiting customers 
now get merchandise within minutes after placing orders 
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Operating Costs 


Allison-Erwin's operations manager 
tells how materials handling equip- 


ment reduces costs, 


raises effici- 


ency in the company's new warehouse 


od of transporting order papers 
through all of the various proc- 
esses that are necessary to ship 
and bill an order. 

5. To provide a stock locator 
system that would speed up order 
picking and improve accuracy. 

6. To utilize mechanical 
dling aids wherever practical. 

Even though there were many 
other areas of improvement which 
were important to us, it was felt 
that the attainment of these six 
objectives couldn’t fail to produce 
some immediate results. We feel 
all of the objectives have been ac- 
complished with the exception of 
the locator system which we are 
now in the process of setting up. As 
a result, operating costs are down, 
shipping errors have been reduced 
sharply, and we find ourselves in 
a position to process half again as 
many orders a day as we used to 


han- 


This electric hoist installed over linoleum yard goods 
storage allows one man to do work of two. Some of these 
boxes weigh over 350 pounds but can be stacked by one man 


and to do it with our minimum 
warehouse crew. 

The warehouse receiving and 
shipping procedures as they are 
now installed were both designed 
around our towveyor installation 
The towveyor is essentially an 
endless chain which runs in a 
trough under the floor. Four-wheel 
warehouse carts can be attached 
to the chain by a rod which is 
mounted on the cart and can be 
dropped through the slot in the 
floor. Our particular installation 
is 860 ft. long and is laid out in 
such a way that it makes a wind- 
ing circuit through the warehouse 
and passes within 50 feet of any 
point in the building. Its route 
takes it within 30 feet of both the 
shipping and the receiving plat- 
forms. 

In receiving a carload of mer- 
chandise, the receiving crew takes 
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New equipment purchased included this 
electric, narrow aisle truck which 
stacks easily in a seven-foot aisle 


empty carts from the towveyol! 
line and loads them from the car 
As each cart is loaded it is placed 
back on the towveyor line and is 
pulled on its way through the 
warehouse. Depending upon the 
circumstances of the moment, the 
receiving supervisor may elect to 
split his crew so that while some 
of his men are unloading the car, 
the others are taking the carts off 
of the towveyor in the designated 
storage area and are putting the 
merchandise away 

The other alternative is to com- 
pletely unload the car onto the 
towveyor and then move the crew 
to the storage area to put away 
the merchandise as the towveyor 
brings it to them. 

(Continued on page 112) 


For use as a general purpose truck the company repleced 
one of its old gasoline driven models with the new, ltar- 
ger truck, equipped for burning liquified petroleum gas 
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us to get invoices iio 





“Our new system brought an end to the problem 
of daily carry-over billing. It became possible for 


at least a day sooner. The job of proofreading for 
transcription errors was eliminated. A drastic re- 
duction in billing errors was realized, 
lightened the workload in the accounting department" 


of our customers 


and this 








No Time for Copycats 


: ie dictionary defines the verb 
“copy” as the duplicating or 
doing over of the same composi- 
tion or work. We could therefore 
assume that the word “copycat” 
would pertain to an individual who 
does work that has already been 
done. Certainly with the mass of 
paper work required today in the 
office of a wholesale hardware 
concern, there is no room for 
“copycats.”’ 

At Woodward, Wight & Com- 
pany we took steps in January, 
1957, to eliminate the copycats 
from our order-invoicing  pro- 
cedure, and the results have been 
most gratifying. By adopting a 
one-writing order-invoice system 
we were able to reduce our billing 
force from six to three typists. We 
also eliminated overtime in the 
billing department. (This previous- 
ly had amounted to an average of 
over eight hours per day.) 

Our new system brought an end 
to the problem of daily carry-over 
billing. It became possible for us 
to get invoices into the hands of 
our customers at least a day soon- 
er. The job of proofreading for 
transcription errors was elimi- 
nated. A drastic reduction in bill- 
ing errors was realized, and this in 
turn lightened the workload in the 
accounting department. 

These benefits and others were 
ours when we eliminated our 
“copycats.” The tools employed in 
our new streamlined order-invoice 
system are simple enough—a pen- 
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By Milton F. Hilbert 


Vice-President 
Woodward, Wight & Co. 
New Orleans, La. 


cil, a six-part order form with a 
translucent original, and two 
Bruning Copyflex Model 250 diazo- 
type copying machines. 

Actually, the change made in 
our old system was rather simple 
too. We merely substituted the 
Bruning machines for our billing 
typewriters. 


Woodward-Wight salesmen now 
write their orders on a six-part 
form. The original of this form is 
printed on translucent paper and 
has been designed so that all house 
information appears on the left- 
hand side. The alignment of house 
information on the left-hand side 
of the order form makes it possible 
for us to copy the right-hand side 
for invoicing, and by using the 
translucent origina! we are able to 
do this copying for less than a 
penny apiece. 

Step by step, our handling of 
this order form goes like this: Up- 

(Continued on page 116) 


In the company's hardware sales department employees J. L. Bruno, M. L. 
Parra, G. H. Harrigan, G. R. Keller, and J. N. Whiton are shown here writing 
orders on the six-part form which the company now has in use 
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Packaging to Meet 
New Competition 


By W. D. Stuart, Jr. 


President, Richmond Hardware Co. 
Richmond, Va. 


4 be MOST important recent de- 
velopment in merchandising is 
the suburban or outlying shopping 
center. Brought about by the con- 
tinued rapid increase in the use of 
automobiles, with consequent sti- 
fling traffic congestion in the 
down-town retail sections, these 
suburban shopping centers have 
spread over the country at an 
amazing rate within just the last 
few years, and in the smaller cities 
and towns as well as in the larger 
cities. If they continue to grow at 
the present rate, they may become 
the dominant factor in the retail- 
ing of food products, clothing, 
drugs and drug sundries, house- 
hold appliances and perhaps even 
many other “hard” lines, within 
another decade. 

In most of these suburban shop- 
ping centers will be found hard- 





-————— Pre-Packaged Products 


ware outlets—not only hardware 
stores, but other types of stores 
which are handling some or many 
hardware items, including chain 
variety stores, drug stores, and 
usually the new super-markets. In 
fact, these new super-markets in 
time may become the independent 
hardware retailers’ most trouble- 
some competition in these outlying 
shopping centers; for some mer- 
chandising authorities now pre- 
dict that within another decade 
these stores will be devoting more 
than half their floor space to non- 
food items. 

So this question is now a very 
pertinent one: What are manufac- 
turers doing to provide the whole- 
sale and retail hardware trade 
with merchandise which is proper- 
ly packaged to meet the hardware 
competition of other types of stores 
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in these rapidly developing sub- 
urban shopping centers? 

I wonder how many manufac- 
turers of hardware lines whose 
products are sold primarily 
through the  wholesaler-to-inde- 
pendent-retailer channel have tak- 
en the time and trouble to walk 
through the super-markets, drug 
chain stores and variety stores lo- 
cated in these new shopping cen- 
ters, to see how much of the mer- 
chandise which they would like to 
sell is going to other types of out- 
lets 

Most of these stores are legiti- 
mate retail outlets, but the type of 
packages in which much of their 
merchandise is being sold is not 
available to the independent hard- 
ware retailer and wholesaler. 

These new methods of packaging 

(Continued on page 118) 





Packaged merchandise such as that shown above will help the independent hardware retailer compete more effectively 
with super-markets, variety stores, and other outlets selling hardware items—similarly packaged—on a self-service 
basis. Pre-packaging of domestic products is increasing 
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Mr. Cairns is president of The Stanley 
Works, New Britain, Conn. 


a= SET of rules in business that 
professes to fit all circum- 
stances is immediately suspect. 
There just is no such thing. How to 
describe the relations between 
manufacturer and wholesaler 
must, therefore, depend not upon 
a formula but rather upon the 
peculiarities of the business and 
the personalities involved. 

What will function in one in- 
stance will fail in another. There 
are, however, some generalities 
that are basic and should meet 
most, if not all tests, and it is such 
that I wish to discuss here. 

We should face up to some facts 
at the outset; the first of these is 
that a manufacturer deals with a 
wholesaler because he stands to 
benefit financially. (I need not add 
that this is true also in reverse). 
The second fact is that the whole- 
saler, to retain the manufacturer's 
business, cannot rely on yester- 
day’s methods, so the manufactur- 
er in turn should set him an ex- 
ample of progressive thought and 
action. 

Few things are changing more 
rapidly today than the methods of 
merchandising products to the 
buying public, and both manufac- 
turer and wholesaler should realize 
it. 

Both have similar problems. 
True, those of the manufacturer 
are different and include some dis- 
tinctive features; but both must 
meet payrolls, pay rent, purchase 
and maintain equipment, control 
inventories, promote within their 
markets, and create financial re- 
serves for expansion and for 
emergencies. Beth must buy at 
levels that will permit a profit 
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Progress 
Through 


Teamwor 


By John C. Cairns 


President 
American Hardware Manufacturers 
Association 














when their goods are sold at prices 
that meet those of the competition. 
They will, in effect, hang together 
or hang singly. 

There is no sensible ground for 
conflict between manufacturer and 
wholesaler, in view of their com- 
mon objectives. The manufacturer 
who produces shoddy goods will 
not long survive. The wholesaler 
who handles them stands to lose 
whatever prestige he has built on 
the strength of his quality goods. 
So, for a healthy and lasting rela- 
tionship, we must assume they 
share a respect for quality. Too, if 
the manufacturer prices his prod- 
uct improperly and unrealistically 
the wholesaler cannot sell it, and 
both stand to lose. If deliveries are 
late, again both are the losers. The 
mutuality of interest is unending. 

If comparisons were not odious, 
I would say at this point that we 
manufacturers have an even great- 
er responsibility than have our 
wholesalers if we are to function 
successfully. If “worse comes to 
worst,” the wholesaler can switch 
his line much more quickly and 
easily than can the manufacturer. 


Never-ending cooperation by the manufacturer- 
wholesaler team can cut costs and bring a brighter 
profit picture to all levels of the hardware business 





The manufacturer has invested 
heavily in plans and tooling, in 
plant and engineering, in promo- 
tion and personnel, and he cannot 
liquidate easily. He must therefore 
be certain that his ideas are wise, 
his product desirable, his market- 
ing methods sensible. He cannot af- 
ford along the way to lose the 
wholesaler’s loyalty and enthusi- 
asm. I feel certain, therefore, that 
every sound manufacturer—and 
that is the only kind that survives 
—appreciates the part played by a 
good wholesaler in the over-all 
picture of his success, and he 
should be certain that nothing 
transpires to dilute the qualities 
that are valuable in the whole- 
saler. 

The more we consider the func- 
tioning of this team, the more 
clearly we see how their fortunes 
are tied together. Even beyond 
this, they share responsibility. For 
example, the manufacturer real- 
izes that no effort pays off until the 
sale is made, and that it is the re- 
tailer who finally makes the sale. 

While the retailer is the im- 

(Continued on page 119) 
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Big Savings 


from this one change 


By L. F. Sadler 


President 
The S. B. Hubbard Co. 
Jacksonville, Fia. 


Mes: long-established hardware 
wholesalers are somewhat 
handicapped by the quarters they 
occupy. Many are housed in multi- 
floor, downtown warehouses which 
do not lend themselves to the most 
efficient or economical operation, 
and that has been the case with the 
company I represent. 

The S. B. Hubbard Co. has been 
operating for more than 90 years, 
having opened for business in its 
present location on October 15, 
1867. The original buildings were 
demolished by the big fire of 
May, 1901. The management im- 
mediately began construction of 
the buildings which now house the 
entire operation. 

Twe four-story warehouses are 
occupied. Although obviously not 
ideal in every respect, these 57- 
year-old buildings are reasonably 
well adapted to today’s require- 
ments, as is attested to by the fact 
that although designed to accom- 
modate mule and horse drays, they 
are now daily serviced by trucks 
and trailers up to 45 feet in over- 
all length. 


Watching Expenses 


Yet our present management, in 
viewing rising costs of operation 
and continuing competitive selling, 


is constantly searching for oppor- 
tunities to cut overhead expense. 

For many years we have op- 
erated two shipping departments, 
one for out-of-town shipments and 
one for city deliveries. Please do 
not ask why. Suffice it to say that 
it is often difficult to “see the 
forest for the trees.” 

However, it was suggested to the 
warehouse superintendent that he 
review his shipping operations 
with a view towards a combination 
of out-of-town and city shipments. 
His first report was negative, and 
was disappointing to the manage- 
ment. Fortunately, however, he 
was not discouraged, went back to 
approach the problem from a dif- 
ferent angle, and returned with a 
favorable and very detailed analy- 
sis, including a splendidly docu- 
mented recommendation. 

Over a period of three weeks, 
the new plan was gradually put in- 
to effect. Usually, it is too much to 
expect that any group of employ- 
ees will enthusiastically welcome 
any changes departing from a long- 
established routine. So it is of par- 
ticular importance to note that, in 
our case, we had the benefit of the 
undivided support and cooperation 
of all employees affected by these 
changes. Without this whole- 
hearted cooperation on the part of 
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the employees, our efforts would 
have been doomed to failure 


Excellent Results 


The net result of this change 
was rather surprising. Within 30 
days it resulted in the elimination 
of two supervisory positions and 
one upper hourly rate job. After 
the consolidation plan had been in 
effect approximately 90 days, it 
was operating so smoothly and ef- 
ficiently that we then were able 
to dispense with another moderate 
hourly rate job 

Everyone involved in what now 
appears to have been a rather sim- 
ple change in our operations, is 
taking a great deal of personal 
satisfaction in having participated 
in, and been a part of, so success- 
ful an effort. 

It is important to note that this 
consolidation of some of our op- 
erations did not require any re- 
modeling or major physical 
changes in our buildings. But it did 
require considerable changes in 
our thinking, along with a fresh 
approach to the problem which 
was involved. So if there is a moral 
to this story, it might well be, “Do 
not say it can’t be done, else some 
nut will come along and show that 
it can be.” 


Warehouse facilities more than 50 years old did not 
prevent this company from streamlining operations 
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Meeting the Challenge 


AXIMUM efficiency in the dis- 

tribution of hardware has the 
end result of improving the com- 
petitive position of the retailer. 
Such maximum efficiency depends 
directly upon the complete coop- 
eration of manufacturer, whole- 
saler, and retailer. Each must rec- 
ognize the importance of his link 
in the industry’s traditional chain 
of distribution; each must face up 
to his share of the total responsi- 
bility. 

At Huey & Philp we feel that we 
understand the need for “forging 
a stronger link” and further real- 
ize that our dealer customers are 
a vital part of this pattern of dis- 
tribution that has served this in- 
dustry so well for so long. 

As wholesalers we are making 
every effort to justify our exist- 
ence. We are fully aware that we 
owe the manufacturer whose se- 
lective distribution policy is ex- 
tended to us, our unqualified sup- 
port of his program. Our respon- 
sibility to him further includes the 
maintaining of complete stocks of 
his merchandise to absorb the full 
impact of seasonal surges, as well 
as adequate stocks to service the 
normal demand of the “off season,” 
peculiar buying habits of our deal- 


ers. 
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The efficient distribution of hardware calls 
for the complete cooperation of manufacturer, 
wholesaler, and retailer. This is how Huey 
& Philp is strengthening its link in the chain 


By William H. Philp 


Executive Vice-President 
Huey & Philp Co. 
Dallas, Tex. 


Our responsibility includes the 
complete cooperation of our sales 
and sales promotion departments. 
The assumption of this responsi- 
bility calls for positive action— 
constant pressure on the sales 
force to promote and sell the man- 
ufacturer’s merchandise. Huey & 
Philp’s program accomplishes this 
in the following manner: 


Selling the Merchandise 


1. By providing dealers with 
timely and competitively priced 
merchandise through the year by 
means of a quarterly booklet 
which we call the “Huey & Philp 
Profit Maker.” This quarterly 
booklet contains not only specially 
priced merchandise, but also care- 
fully selected new items at regu- 
lar prices, along with staple mer- 
chandise also regularly priced 

2. With an attractive 8-page, 
two-color consumer circular with 
selected merchandise at a very low 
price that provides our dealers 
with “traffic builder’ sales pro- 
motion. 

3. With a complete, modern, 
up-to-date sectional catalog. Each 
section can be replaced with the 
issuance of a new section as sea- 
sonal changes demand such change. 


4. With a good “special” each 
month — not some manufacturer’s 
“dog” or a close-out of our own, 
but good items that are “traffic- 
builders” for the dealer. 

5. With complete information to 
our dealers on promotions, adver- 
tising allowances, merchandising 
aids, store lay-out help and/or any 
other pertinent information to help 
the retail dealer combat competi- 
tive situations created by the 
chain and other similar outlets. 

By recognizing the need of a 
trained sales force in all of the 
aforementioned, we are offering a 
detailed, “all inclusive” training 
program for the young salesman. 
Our sales trainees undergo a very 
strenuous program, entailing a 
minimum of 21 weeks in our 
warehouse working in each of our 
seven departments. 

Each trainee is given a sectional 
catalog, of the particular depart- 
ment to which he is currently as- 
signed. He is given a weekly oral 
examination on that particular de- 
partment. Further, he is graded as 
to his ability to absorb and retain 
knowledge, his attitude toward his 
work, his ability to take orders 
and instructions, his physical ap- 
pearance and personal habits, and 

(Continued on page 122 
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Ss. D. May 
President, S.W.H.A. 


J. C. Cairns 
President, A.H.M.A. 


ew Orleans 
onvention Program 


N OUTSTANDING program of both 

business and entertainment 
features is in store for delegates 
attending the annual joint conven- 
tion of the Southern Wholesale 
Hardware Association and the 
American Hardware Manufactur- 
ers Association to be held in New 
Orleans from April 13 to 17 in- 
clusive 

Once again convention head- 
quarters will be the Roosevelt 
Hotel. Convention registration will 
begin Sunday morning, April 13 at 
10:00 AM in the Roosevelt lobby. 

The convention schedule gets 
under way Sunday evening with 
the traditional Presidents’ Recep- 
tion from 5:00 to 7:00 o’clock for 
the entire convention crowd. 

To give manufacturers and 
wholesalers ample opportunity for 
individual conferences, an infor- 
mal “contact session” will be held 
in the Roosevelt’s International 
Room from 10:00 AM to 12:00 
noon on Monday, April 14. 

The joint opening business ses- 
sion is scheduled for Monday eve- 
ning and will feature an inspira- 
tional address by Dr. George D. 
Heaton on “The Dollars and Sense 
of Good Human Relations.” Dr. 
Heaton is widely known as a “min- 
ister to industry.” 

A second joint session of the two 
associations will be held on 


Wednesday morning, April 16. 
Principal speakers will be Harri- 
son Salisbury, Pulitzer prize-win- 
ning correspondent for the New 
York Times, and Dr. Arthur A. 
Smith, vice-president and econo- 
mist, First National Bank in Dal- 
las. Mr. Salisbury will discuss, 
“Revolt in the Satellites—Mirage 
or Reality,” while Dr. Smith will 
consider “The Current Economic 
Scene.” 

A highlight of the first separate 
session of the SWHA on Tuesday 
morning, April 15, will be a spe- 
cial ceremony in honor of mem- 
bers of the Old Guard who this 
year observe the 50th anniversary 
of the organization’s founding. 
During these ceremonies Roll of 
Honor Pins will be presented to 
several past presidents of the Old 
Guard. 

In addition to the address of 
President S. D. May, this session 
will include a three-way discus- 
sion of the services and functions 
of wholesale hardware salesmen 
from the viewpoint of a manufac- 
turer, a retailer and a wholesaler. 
Participating in this discussion 
will be R. Lee Waterman, Corning 
Glass Works; W. C. Dieruf, a re- 
tailer in Jeffersontown, Ky.; and 
A. J. Carson, Stratton-Terstegge 
Co. The session will close with a 
talk on “The Wholesaler’s Place in 
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FORGING A STRONGER LINK 


Dr. Arthur A. Smith 


Harrison Salisbury 


Dr. George D. Heaton 


the Picture” by Joe W. Pitts, 
Brown-Roberts Hardware & Sup- 
ply Co. 

The final session of the Southern 
Association on Thursday morning 
will include a talk by R. C. Neely, 
Jr., entitled “Where Do We Go 
from Here?”; a panel discussion on 
warehousing problems moderated 
by J. C. Erwin; a talk on his com- 
pany’s employee retirement pro- 

(Continued on page 124) 
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FORGING A STRONGER LINK 


The Record of 50 Years 


bx OLD GUARD was organized 
just 50 years ago — at Hot 
Springs, Arkansas on June 10, 1908, 
during the convention of what was 
then known as the Southern Hard- 
ware Jobbers Association. So this 
year we are celebrating our Gold- 
en Anniversary. 

Yet, actually, the history of the 
Old Guard should date back some 
time prior to 50 years ago. For dur- 
ing the very early years of the 
hardware jobbers’ conventions 
(their association was established 
in 1890) groups of factory repre- 
sentatives, in their informal meet- 
ings, had been discussing the need 
of some organization of their own 
to help promote and carry on the 
wholesale hardware conventions 
and to develop friendlier relations 
among the manufacturers’ repre- 
sentatives and factory salesmen 
who were contacting the hardware 
wholesalers over the South. 

The principal proponent of a 
salesmen’s organization was Fred 
M. Huggins, who has been com- 
monly referred to as the founder of 
the Old Guard. For he was the first 
to visualize the need of such an or- 
ganization, and he discussed this 
with the travelers for years, when- 
ever he came in contact with them. 

Actually, Mr. Huggins went so 
far as to christen his proposed new 
organization, “The Old Guard, 
Southern Hardware Salesmen’s As- 
sociation,” long before the formal 
organization was effected. And he 
even ordered 50 Old Guard em- 
blems, in the form of our familiar 
lapel pins, which he pinned on the 
coats of new members as he sold 
them on the organization and col- 
lected a $5 membership fee. 

Accordingly, there was a sizable 
active membership already in ex- 
istence at the time of the organiza- 
tion meeting in 1908. And there 
were, in all, 46 charter members of 
the Old Guard, as follows: R. N. 
Barber, H. H. Beers, Irby Bennett, 
Frank A. Bernet, R. P. Boyd, E. H. 
Britton, P. C. Cawthorn, H. P. 
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By Harry A. Hoffner 


Secretary-Treasurer 
The Old Guard 


Chenowith, W. A. Chenowith, W. 
W. Crandall, A. H. Dean, C. F. 
Forsyth, T. H. Gossett, Frank 
Guildener, J. B. Grubb, D. F. Hale, 
G. H. Harper, George L. Haven, 
John Hisgin, John Hoen, J. M. Hot- 
tel, Fred M. Huggins, Arthur S. 
Jones, J. H. Keating, J. P. Kelly, 
O. C. Mead, Fred P. Merrick, Guy 
Mitchell, Lewis W. New, Edward 
J. Newey, George B. Nichols, Frank 
S. Auerbacker, John B. Parrent, 
James T. Powell, J. T. Rader, John 
S. Sanders, Fred S. Seeley, A. R. 
Sisson, W. P. Smith, F. S. Wheeler, 
F. P. Willis, D. K. Stucki, Charles 
P. Wier, Charles P. Wilson, John 
K. Wilson, and Charles K. Wood- 
burn. 

So the history of the Old Guard 
very closely parallels the history of 
the 68-year-old Southern Whole- 
sale Hardware Association. For. 
actually, when that association was 
organized in 1890, a considerable 
number of the later Old Guard 


charter members were already 
closely associated with the south- 
ern jobbers, had been traveling the 
South for years, and had attend- 
ed those early conventions of the 
wholesale association. 

At the 1908 organization meeting 
of the Old Guard, Omar Mead pre- 
sided and Fred Huggins explained 
the purposes of the meeting and his 
ideas of what could be accom- 
plished by the organization he had 
in mind. There was prompt and 
unanimous approval among those 
present at the meeting. The Old 
Guard was then formally organized 
with the following officers: Harry 
H. Beers, president; Charles F. For- 
syth, first vice-president; Omar C. 
Mead, second vice-president; Fred 
M. Huggins, secretary-treasurer. 

Thereafter, the meetings of the 
Old Guard were held regularly 
each year, in connection with the 
annual conventions of the Southern 
Hardware Jobbers Association. 

The fifth annual meeting of the 
Old Guard—held in Nashville, in 
May 1912—was made a rather me- 
morable one by the recognition 
which the Old Guard received at 
that time from the jobbers’ associa- 
tion. This was in the form of a pre- 
sentation of our now familiar Old 
Guard Roll of Honor pins to the 
first several presidents of the Old 
Guard. 

This presentation of Roll of Hon- 
or pins was made at intervals of 
every few years until 1926, when 
eight Old Guard past presidents 
were thus honored. With that pre- 
sentation, there were then, in all, 
17 Roll of Honor men, none of 
whom is now surviving. The last 
surviving members of this distin- 
guished group were Fred Huggins, 
F. Herbert Smith, R. P. Boyd and 
George H. Harper. Mr. Boyd was 
secretary of the Old Guard for 
many years, while George Harper 
continued his convention activities 
until very recent years, and was 
a familiar figure at both the South- 
ern and National conventions. 
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FORGING A STRONGER LINK 








They’re a proud lot—salesmen all—the men 
who wear this badge. And well they might 
be, for in the vigor of their effort lies 
much of the strength of the hardware in- 
dustry’s traditional chain of distribution 











There was no presentation of It was at the golden anniversary Rankin, then the Southern As- 
Roll of Honor pins for a number of of the Southern Hardware Jobbers sociation president. Subsequently, 
years following 1926—largely, no Association—held at Palm Beach these presentations have been 
doubt, because of the legal difficul- in 1940—that the custom of award- made regularly, at about five-year 
ties encountered by the Southern Roll of Honor pins to Old Guard intervals. The last was made at 
Hardware Jobbers Association that past presidents who had not al- Palm Beach, in 1955 
year, its subsequent rapidly dwin- ready received this recognition, According to the usual routine, 
dling membership, and the rebuild- was resumed. The presentations no such recognition would be ex- 
ing process which started in 1932. that year were made by A. C. (Continued on page 126) 


Old Times, Old Friends . . . Old Guard 
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Twenty-one years ago, on the evening of April 20 for those who might be interested in the exact date, members of the Old 


Guard and guests gathered in Galatoire's restaurant for their annual dinner. Some of those shown here are active in the 
industry today. See how many you recognize 
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You'll get more 
SALES POWER 
with a new 


HYDE 
O0L TOWER 


TAKE YOUR PICK 
FREE 
WITH TOOL ASSORTMENTS 


NEW COUNTER TOWERS 
FOR HYDE CARDOSELLS 


Three small, smart, revolving wine and gold colored Counter Too! Towers 
FREE with less than $20 of Fix-Up and Paint-Up HYDE CARDOSELLS Tool 
Assortments. 

WO. C11S BLUE DIAMOND COUNTER TOWER 
12—C3E-1%4" Elastic Putty Knives 6—C3E-3” Elastic Wall Scrapers 
12—C3S-1%4" Stiff Putty Knives 6—C3S-3" Stiff Wall Scrapers 
SIZE: 19” high, 13” wide WT. FIXTURE & TOOLS—9 Ibs. 
SALES LIST—$27.90 DEALER PROFIT—$11.16 DEALER COST—$16.74 


WO, C114 PAINT SCRAPER COUNTER TOWER 





NEW COUNTER 
TOOL TOWERS 


each under *2000 


to dealers 








6—C78 Scraper with 1” blades 
6—C79 Scraper with 142" biades 
6—C80 Scraper with 2” biades 
SIZE: 19° high, 13° wide 


24—80-3 Blades 
12—79-3 Blades 
12—78-3 Blades 
WT. FIXTURE & TOOLS—10 Ibs. 





NEW FLOOR 
TOOL TOWER 


SALES LIST—$32.70 DEALER PROFIT—$13.08 DEALER COST—$19.62 


WO. C113 BLACK AND SILVER COUNTER TOWER 
o~¢2e- 1%” Elastic Putty Knives 6—C2E-3” Elastic Wall Scrapers 
6—C2S-1 42" Stiff ee \ eae 6—C2E-4” Elastic Wall Scrapers 
SIZE: 19” high, 13° WT. FIXTURE & TOOLS—10 Ibs. 
SALES LIST—$30 0 a PROFIT—$12.12 OEALER COST—$18.18 


NEW WALL TOWER FOR 
HYDE CARDOSELLS 


Wine and gold revolving fixture fastens » = or pon. Given at no 
charge with the following HYDE CARDOSELLS Assortment 

WO. C117 WALL TOOL rome 
6—C2E-1 42" Elastic Knives 6—C2E-4” Elastic Joint Knives 
6—C2S-1 Yo" Stiff Putty 6—C2E-5~ Elastic Joint Knives 
6—C3E-1 44" Elastic Putt 6—C3E-3" Elastic Wall Scrapers 
6—C3S-1 44" Stiff Pu fives 6—C3S-3" Stiff Wall Scrapers 
6—C2E-3” Elastic Wall Scrapers 6—C3E-4* Elastic Joint Knives 
6—C2S-3” Stiff Wall Scrapers 6—C3E-5” Elastic Joint Knives 
SIZE: 43° high, 534” wide, SHIPPING WEIGHT FIXTURE AND 
with tools 16° wide TOOLS—25 Ibs. 2 oz. 
SALES LIST—$85.80 DEALER PROFIT—$34.32 DEALER COST—$51.48 


NEW FLOOR TOWER 
FOR HYDE CARDOSELLS 


WO. C120 FLOOR TOOL TOWER 
New wine and gold, all wood, revolving fixture takes only 14” square of 
floor space. Features 17 Fix-Up and Paint-Up Tools. Given at no charge 
with the following individually carded tools 
BLACK & SILVER BLUE DIAMOND 
6—C2E-1¥2" Elastic Putty Knives 6—C3E-1 44" Elastic Putty Knives 
6—C2S-1 9" Stiff Putty Knives 6—C3S-1 4" Stiff Putty Knives 
6—C2E-3" Elastic Wall Scrapers 6—C3E-3" Elastic Wall Scrapers 
6—C25S-3” Stiff Wall Scrapers 6—C3S-3" Stiff Wall Scrapers 
6—C2E-4” Elastic Joint Knives 6—C3£-4" Elastic Joint Knives 
6—C2E-5” Elastic Joint Knives 6—C3E-5” Elastic Joint Knives 


PAINT SCRAPERS 


6—C83 24—80-3 Blades 
6—C85 6—C8 Scrapers 1278-3 Bledes ORDER NOW 
SIZE: 5°6” high, 13” wide WEIGHT FIXTURE & TOOLS—49 Ibs. 


SALES LIST—$130.14 DEALER PROFIT—$52.06 DEALER COST—$78.08 FROM 





OUR 
HYDE MFG. CO. ~~ 


SOUTHBRIDGE, MASS., U.S.A. HRY 916) 7.0 D0 ot 
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Functions of 


The Old Guard 


By Robert M. Barnes 


President 
The Old Guard 





O* THIS, the 50th anniversary of 
the founding of the Old Guard, 
we salute the members of the 
Southern Wholesale Hardware As- 
sociation. For that organization is, 
in effect, our parent organization, 
since the Old Guard was an out- 
growth of the early Southern Asso- 
ciation conventions and its activ- 
ities are centered largely around 
those conventions. 

Why was the Old Guard organ- 
ized, and what are its principal 
functions? It was organized by 
some of the leading salesmen sell- 
ing to the wholesale hardware 
trade, who had been attending 
those early wholesale hardware 
conventions; and the by-laws stat- 
ed that: “Its purpose shall be to 
promote harmony and good fellow- 
ship among its members and ad- 
vance their interests.” 


Accomplishments Notable 


In respect to that objective, the 
accomplishments of the Old Guard 
over the years have been notable 
ones. It has gone far to promote 
not only harmony and good fellow- 
ship, but also confidence and 
friendships among its members. 

Another important objective, 
even though not specifically stated 
in the by-laws, has been to help 
promote the conventions of the 
Southern Association; and at one 
time, just 25 years ago, the active 
assistance of the Old Guard was 
particularly helpful. 

That was early in 1933. The for- 
tunes of the Southern Association 
were at a very low ebb. As a re- 
sult of some legal difficulties of 


previous years, as well as the im- 
pact of the depression, membership 
had dwindled to the extent that the 
association could no longer main- 
tain its own office and paid per- 
sonnel, and there had been serious 
talk of disbanding the association. 

Under the guiding hand of Finis 
Pharr, new association president, 
and Tim McAllister, who had 
agreed to come in for one year as 
part-time secretary to help rebuild 
the organization, strenuous efforts 
were being made to revive interest 
in the Southern Association meet- 
ings and put on a well-attended 
convention at Memphis in April 
1933. But then came the bank holi- 
day in March, the convention plans 
had to be cancelled, and there 
seemed little possibility that the 
Southern conventions could then 
be revived. 

However, the Southern Associa- 
tion officials decided to hold a con- 
vention in 1933 despite all handi- 


The Old Guard has been 
ever alert to build and 
strengthen manufacturer- 
wholesaler relations, 
and has striven to main- 
tain the hardware  in- 
dustry's traditional 
form of distribution. 
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caps; new dates in May were se- 
lected; and in addition to other 
publicity and promotion efforts, 
association officials called on the 
members of the Old Guard for their 
assistance. And they responded by 
helping promote the convention in 
every possible way, in their con- 
tacts with the trade. This coopera- 
tion was one of the factors which 
helped make that 1933 convention 
a notable success, with attendance 
larger than at any of the conven- 
tions which had immediately pre- 
ceded it. 
Membership Limited 


Who are the members of the Old 
Guard and what are the qualifica- 
tions for membership in this or- 
ganization? This is given in the by- 
laws as follows: 

“The membership shall consist of 
salesmen and traveling sales man- 
agers making regular trips selling 
hardware and related lines to the 
hardware jobbing trade in five or 
more southern states east of the 
Mississippi River, or four southern 
states west of the Mississippi River, 
for 15 years or longer.” 

There are other qualifications, of 
course, which are not actually 
spelled out in the by-laws but are 
adhered to strictly. A proposed 
member not only has to have 15 
years of traveling experience be- 
hind him, but also he must enjoy 
a good reputation with the trade. 
As a result, the membership is com- 
posed of men of the highest caliber 
and integrity, with high ethical 
standards in business, whose pur- 

(Continued on page 126) 
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Adrian Crowe, Fort Smith, new president of the Arkansas Retail Hardware Associ- 
ation, Inc., is congratulated by retiring president, Henry Franklin, Searcy. Other 


new officers are W. F. Schalihorn, 


Ist vice-president; Charles Baskin, 


2nd vice-president; and Thomas R. Pinckney, re-elected executive secretary 


Arkansas Convention 


Peseta Icy highways and ex- 
tremely low temperatures cut 
sharply into the attendance at its 
annual convention and hardware 
show, the Arkansas Retail Hard- 
ware Association, Inc., had an ex- 
cellent merchandise show at the 
Robinson Auditorium, Little Rock, 
plus two days of business sessions 
and talks by industry leaders and 
experts in their various fields. The 
dates were February 16-17, Sun- 
day and Monday. 

Preceding these scheduled dates, 
the board of directors convened on 
Saturday afternoon, at the Hotel 
Marion, with dinner in the Coach 
Room following the meeting. Sun- 
day was devoted to registration, in- 
specting the exhibits, committee 
meetings, and the president’s re- 
ception at which President Henry 
Franklin and Mrs. Franklin were 
host and hostess. 

Speaking at the first business 
session, Bruce Bennett, attorney 
general of Arkansas, spoke words 
of encouragement for those who 
were disturbed over the current 
business recession. He reminded 
his listeners that the country now 
has various agencies acting as stop- 
gaps to an actual depression, and 
expressed his own belief that the 
economy is not going to suffer be- 
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cause of any factor that might be 
responsible for temporary. un- 
employment. 

Another speaker, Dwayne W. 
Laws, director of NRHA industry 
activities, challenged his audience 


by asking, “Where are the prof- 
its?’ He assured his listeners that 
there are no more easy profits left 
anywhere, and that being forced to 
plan and work for profits was no 
indication of hard times ahead. “I 
don’t have any confidence in 
statistics,” he said. “They set out 
to prove the worst of the worst and 
the best of the best.” Pointing up 
his reference to the fact that Dun 
& Bradstreet rates the hardware 
business as the second soundest 
business in the country, he re- 
vealed that the independent deal- 
ers did three billion dollars worth 
of business last year. 

Urging dealers to forget the old 
days, when a hardware man could 
mark up his merchandise 50 per- 
cent above cost and let it sell itself, 
he outlined the need for modern 
stores, dispensing modern mer- 
chandise, in the modern way of 
selling. “You can kill your busi- 
ness if you don’t modernize,” he 
concluded. 

A highly beneficial talk was 
made by Alf L. Frazier, general 
manager of Arkansas Hardware 
Credit Protective Bureau. To make 
collections easier, he urged that 
the dealer plan sales so that he 
gets the cash or a negotiable paper. 
He urged that constructive prac- 
tices be set up for both sales and 
collections, aimed at informing the 
customer how and when payments 
shall be made, and making sure 


Mississippi Association Officers 


Members of the Mississippi Retail Hardware Association met in Jackson February 
23-24 for the Association's annual convention and exhibit. New officers elected 
are, left to right, vice-president, Calvin Flint, Jr., Batesville; retiring president, 
Oliver L. Anderson, Gulfport; and secretary-treasurer, David Mansfield, Jackson. 
Not pictured is W. F. Montgomery, president, who was unable to be present 
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THE MODERN 50 WHITE STEEL MEASURING TAPE 
WITH PATENTED’ '‘CONTROLLED-SPEED BLADE RETURN”! 


Evans has done it again! N ‘ erchandise - 44 dd 
a ‘eis are” eee aia tale, Ge te mt —\ PO WER AT YOUR FINGERTIPS 


“Power-Fifty”. 


This new revolutionary “Power-Tape” was created 
by Evans Engineering Department after more than 
a year of development. It completely eliminates 
the tedious hand winding required with the con- 
ventional 50-foot tapes. The user has “power at 
his finger tips”! All he does is press the power 
button to retract blade ... release button... 
blade stops instantly where wanted. There's no 
blade creep, measurements are always exact! 

Display it, demonstrate it — sel] it! You'll find it 
a real profit builder. The “Power-Fifty” is another 
first from the first name in tapes — Evans! 


RETAILS FOR ONLY 
$ 6” 


Packaged in heavy gauge, transparent 
“pegboard” box identifiable with the 6, 8, 
10 and 12 foot Evans pocket “Power- 
Tapes”. Ready for display in your store. 


The “Power-Fifty” has all the features 
that have made Evans Tapes the largest 
sellers in the industry. 


Available Now From Your Jobber 
*"Power-Fifty” steel tapes, U. S. Patent No. 2,586,386 


RULE C0. Elizabeth, N. J. ¢ Montreal, Que. 
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To Head Virginia Association that whoever is responsible for col- 


lections never deviates in his bill- 
ing and collecting policy. 

In selling the customer who does 
1] : : not pay cash, the salesman must 
7 Wei not overload him. “If you know 
= : : your customer as well as you 
should before granting credit, you 
should know how much he can 

take care of comfortably.” 

He suggested that before the 
credit sale is closed, the sales per- 
son should encourage the customer 
to talk about his family in a way 
that will yield information of use 
in granting credit and in making 
collections. 

Many hardware dealers overlook 
the value of “revolving credit,” a 
credit device used by chains to 

Officers and directors elected by the Virginia Retail Hardware Association at its such an extent that the independ- 
convention held in Fort Monroe, February 9-11 are as follows: front row seated, ida — ' . 
left to right, C. K. Lorraine, retiring president; T. C. Tillar, president; R .P. Beam- ent dealers lose important volume, 
er, director; and G. T. Omohundro, Jr., secretary. Back row standing, left to right, Frazier stated. The independent 
W. E. Cundiff, R. W. McGann, J. B. Wilborn, H. Leeland Gaines, and J. S. Ritchie, dealer can solicit good credit risks 
Jr., all directors for this profitable “revolving 
credit” business, and will thus 
~ - - keep many regular customers al- 
Tennessee Association Officers most continuously in the book- 
keeping records. One of the ad- 
vantages of “revolving credit” is 
that the customer knows exactly 
what he owes, and is billed a 
stationary amount each month. 
This system causes many of the 
dealer’s credit troubles to dis- 
appear, he continued. 
A clean-cut credit policy is im- 
portant, and that policy should be 
strictly observed. “A hard-and-fast 
credit policy inspires the respect of 
customers.” Before the dealer goes 
ae eS ere Deen = oo egy + sega oe tee maga into the credit business. he should 
cuuien Wan on left te Tight, J. ‘ deatinn, greditunts pee ve ell 1st decide how much dormant money 
vice-president; Charles Steele and Wayne L. Hall, Jr., directors can be set aside for credit. This 

should be money that he can do 


without easily. 

Alabama Association Officers The applicant for credit should 
be asked to fill out a simple credit 
form, which will yield current in- 
formation concerning the applicant 
and his family. A line, in fine print, 
should state that the account ac- 
crues interest after 30 days. 

Do not use salesmen to do col- 
lection work, he urged. An entire 
family can be antagonized when a 
salesman calls to collect an over- 
due account. 


Entertainment for registrants 
included a fur style show and a 
cocktail party, climaxed by the an- 
nual banquet, floor show, and 


New officers of the Alabama Retail Hardwore Association elected at the con- dance. 
vention held recently in Montgomery are as follows, left to right: W. F. Wool- New officers elected were Adrian 
dridge, Springhill Hardware, Mobile, director; C. M. White, Jackson Hardware & ee ey are , 
Supply, Jackson, director; L. D. Owens, Belden Hardware, Bay Minnette, director; <9, wort Smith, president; Ww. 
Otis Benson, Benson Hardware, Birmingham, director; W. T. Wild, Wild Bros. F. Schallhorn, Jr., DeWitt, first 
Hardware, Evergreen, president; Bill Wittmeier, Wittmeier Supply, Oneonta, vice-president; Charles Baskin, 
director; John Sandlin, Sandlin Hardware, Decatur, director; Frank Ledbetter, Eudora. second vice-president. 
Southern Hardware, Attala, second vice-president; George Bailey, Parker-Sledge as —_—" ; a. we 
Hardware, Montgomery, director; D. W. Moody, D. W. Moody Hardware, Mont- mee bead Pinckney beds on 
gomery, director; Silas Martin, Jr., Martin Hardware, Wetumpka, first vice- elected executive secretary of the 
president; and Chuck Giles, Birmingham, managing director association. 
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New “EVEREADY” “Beacon” Lite 


BRAND 


$422 


Regularly $1.49 
(individually boxed) 
Both prices 
without batteries 


« CHOICE OF GLEAMING 
CHROME-COLORED CASE WITH RED OR 
RICH COPPER-COLORED CASE WITH GREEN 


UNBREAKABLE SAFETY-GLOW LENS RING 
JUMBO SWITCH — WORKS EASILY EVEN IN GLOVED HAND 


RUGGED END CAP FOR EASIER LOADING 


3? 


DON'T MISS THIS SPECIAL DEAL! Display and sell new “Eveready 
BUY 6 LITES... GET ONE FREE! brand “Beacon” Lites for quick 
1 Prva Men ed ci ' profits. These lights have a “most- 
Display age “Beacon” Lites ° ¥ ” 
Ap —naatnegh alpen for-your-money” look that makes 
them move out fast as impulse -~ 
48 “Eveready” No. 950 flashlight batteries items. Just give thema good La a: 
6.24 break on display and they'll give Order this “Eveready” 


Total Suggested Dealer Cost . . . $12.06 u a big break fits. Ord 
Total List Value 1083 DisnlayNo20now. BEACON” LITE DISPLAY NO. 20 


Dealer’s Profit 


Ti lie] “Eveready”, ‘Beacon’, “Nine Lives’’ with the Cat Symbol and “Union Carbide" are trade-marks of Union Carbide Corporation 
fof 4-1:1] 0) NATIONAL CARBON COMPANY « Division of Union Carbide Corporation + 30 East 42nd Street, New York 17, N. Y. 
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CATALOGS & BULLETINS 


Johnston Mowers. A 1958 mower 
brochure in full color is available. 
In addition to new models and prod- 
uct features shown, the brochure 
deals with type of mower prospects 
and market trends anticipated in 
1958. Johnston Lawn Mower Corp., 
Brookhaven, Miss. 

Write in No. Al on card, Pg. 14l 


Tractor Drawn Implements. Cata- 
log No. 857 covers the King line of 
tractor drawn implements with illus- 
trations, specifications, and prices. In 
addition, 14 pages are devoted to lists 
of repair parts, with a drawing shown 
of each part along with its identify- 
ing number. King Plow Co., Atlanta, 
Ga. 

Write in No. A2 on card, Pg. 141 


Juvenile Line. “Future Flair” de- 
sign is accented in the company’s 
presentation of its 1958 line of car- 
riages, strollers, juvenile accessories 
and toys which are illustrated in a 
24-page, colorful catalog made avail- 
able te the trade. Portrayed with com- 
plete description and specifications 
are some 19 carriages and strollers 
which incorporate such features as 
aero-matic glide ride, three-way con- 
vertibility, and foam rubber seats and 
backs. Colors come in five Scotch 
plaids, plus 17 triple-tone designs on 
washable pastel shades, High-chairs, 
feeding tables, car beds and auto seats, 
walkers, and action toys are among 
the other items receiving full atten- 
tion. Price lists and order forms are 
included in the catalog. O. W. Siebert 
Co., Gardner, Mass. 

Write in No. A3 on card, Pg. 141 


Power Mowers. A folder picturing 
and describing the company’s entire 
line of power mowers is available. 
Clark Manufacturing Co., 3024 Mel- 
ville Rd., Decatur, Ga. 

Write in No. A4 on card, Pg. 141 


Twine. A 48-page catalog in color 
entitled, “Columbian Twine for 
Every Use,” is available. It explains 
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how a wide latitude of kinds and 
sizes of high quality twines are made 
from fibres such as jute, hemp, sisal, 
manila, flax and paper, as well as the 
newer synthetic fibres of nylon and 
dacron. In an evaluation of twine 
economy, the booklet describes 
strength, yardage, appearance and 
price, the important factors of 
strength, knot strength and package 
break. An illustrated twine termi- 
nology, a multitude of descriptive 
photos, and the printing on a heavy 
stock bond are other features in- 
corporated to make this compre- 
hensive catalog an attractive and 
helpful booklet on service. Columbian 
Rope Co., Auburn, N. Y. 
Write in No. A5 on card, Pg. 141 


Sportswear. The clothing “pre- 
ferred by sportsmen for more than 50 
years” is presented in a colorful 
sportswear catalog. The catalog is 
8% by 11 inches and contains 36 
pages which feature items such as 
Aircel insulated cold-weather cleth- 
ing, Dri-Deal waterproof rainwear, 
camouflage clothing, insulated under- 
wear, new Air Force yellow safety 
color, and other Duxbak garments 
that “shed water like a duck’s back.” 
Utica Duxbak Corp., Utica, N. Y. 

Write in No. A6 on card, Pg. 141 


Fishing Facts. A pocketsize booklet, 
“Fishin’ Facts for More Fishin’ Fun,” 
is available in quantity on request 
for customer giveaway and stuffers. 
Profusely illustrated with photo- 
graphs and line drawings, the 28-page 
booklet covers such topics as how to 
clean fish; fundamentals of bait cast- 
ing, fly-casting, spinning and salt 
water fishing; knots for lines, leaders, 
tackle. Also shown are representa- 
tive items in the 1958 H-I line. Hor- 
rocks-Ibbotson Co., Utica 2, N. Y. 

Write in No. A7 on card, Pg. 141 


Marine Line. A full-color catalog 
presents the complete line of Aqua- 
Float marine safety products. Illus- 
trated in color are Aqua-Float Coast 
Guard Approved life saving jackets, 
Aqua-Float children’s swim vests, ski 


Available tree to readers. Write in the numbers 
of items wanted on the return post card, page 141 


belts, U.S.C.G. Approved buoyant 
boat cushions, and a full line of 
Aqua-Floats, vinyl plastisol floats, 
fenders, ring buoys, and mooring 
buoys. Detailed description of each 
item is included. In addition, the 
catalog shews newest Aqua-Float 
packaging, Aqua-Float merchandis- 
ing aids and display materials. Style- 
Crafters, Inc., Greenville, S. C. 
Write in No. A8 on card, Pg. 141 


Fishing Rods and Reels. A trade 
catalog, specially prepared for the °58 
selling season, consists of 48 pages of 
comprehensive information on the 
company’s entire line of fishing 
tackle. Emphasizing its expanded 
line-up ef Push-Button WonderCast 
reels, the No. 1776 Deluxe Bronze 
medel adorns the color cover. Fifteen 
pages show glass fiber Wonderods for 
every type of fishing; 13 pages cover 
the line-up of spimning, bait casting, 
push-button, fly fishing, and salt 
water fishing reels. The rest of over 
40 pages, printed in 2-color, are de- 
voted to fishing lines, miscellaneous 
equipment, company personalities, 
and other items of trade interest. 
Shakespeare Co., Kalamazoo, Mich. 

Write in No. A9 on card, Pg. 141 


Fusible Links. Folder F-184, which 
illustrates and describes the complete 
R-W line of fusible links for fire 
doors, windows, and many other pur- 
poses, is now available. Richards- 
Wilcox Manufacturing Co., Aurora, 
Til. 

Write in No. Al0 on card, Pg. 141 


Hand Tool Selection Chart. An il- 
lustrated customer-service chart is 
offered which shows how to select 
hand tools for garden and lawn care. 
The chart describes and pictures the 
50 most popular tools, grouped by 
“families.” It is 25 inches high, 16 
inches wide, and is printed in three 
colors on durable poster stock. True 
Temper Corp., 1623 Euclid Ave., 
Cleveland 15, Ohio. 

Write in No. All on card, Pg. 141 


Hand-Tool Equipment. Auger and 
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Behind you and your customer... 
your jobber! 


You probably appreciate the fact that your wholesaler is doing everything 
possible to improve his service to you and your customers. Procedures, depart- 
ments, even whole organizations are being streamlined to eliminate the smallest 
bit of waste so that you can enjoy a wide choice of the best products with the 
greatest potential for profit. 

TCI is cooperating to the full with your jobber’s effort to serve you as effi- 
ciently as possible. In addition to such cooperative efforts, our advertising to 
your customers to promote the sale of USS American Fence and Tenneseal 
V-Drain Roofing has been increased. Point-of-sale displays and helpful liter 
ature for distribution in your store have been prepared. The popular Farmer's 
and Rancher’s Handbook has been completely revised and brought up to date 
and, by this time, may even have been sent to you. 


If, by any chance, you need more of these sales aids, your jobber salesman 
will be glad to take your order for them. Or you can order them direct from 
the Advertising Department, Tennessee Coal & Iron Division, United States 
Steel Corporation, P. O. Box 599, Fairfield, Alabama. 


USS, American and Tenneseal are registered trademarks 


Tennessee Coal & Iron 
Division of United States Steel 
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CATALOGS & BULLETINS 


electric drill bits, chisels and gouges, 
drawknives, door lock bits, the #515 
Nail Puller, and other hand-tools are 
pictured and described in a catalog 
available from the manufacturer. 
Greenlee Tool Co., 1822 Herbert Ave., 
Rockford, II. 
Write in No. Al2 on card, Pg. 141 


Display Ideas. A Rubbermaid dis- 
play booklet which illustrates and 
describes a variety of display meth- 
ods for all size stores is offered to 
dealers, Rubbermaid, Inc., Wooster, 
Ohio. 

Write in No. Al3 on card, Pg. 141 


Metal Merchandisers. A 40-page 
catalog, #390, illustrating and de- 
scribing the line of Viz-U-Bilt all- 
metal merchandisers is being offered 
to dealers. The gondola-type self- 
selection units described are available 
in a wide variety of styles, sizes, and 
colors. Adjustable, perforated metal 
shelving, clip-in splicers, and a com- 
plete selection of accessories make 
them flexible and adaptable to all 
types of merchandise. L. A. Darling 
Co., Bronson, Mich. 

Write in No. Al4 on card, Pg. 141 


Special Purpose Planes. “How to 
Use Special Purpose Planes,” a 20- 
page booklet on various types of rab- 
bet, router, and double-end tongue 
and groove match planes, is available 
in reasonable quantity to dealers who 
may have them imprinted if they 
wish. Profusely illustrated with line 
drawings showing the planes in use 
and the innumerable cuts that can be 
made with special purpose planes, 
the booklet will be helpful to both 
veteran woodworkers and beginners 
Stanley Tools, New Britain, Conn. 

Write in No. Al5 on card, Pg. 141 


Window Glass. A 12-page catalog 
entitled “Sales Aids for 1957-58” is 
offered. The catalog illustrates and 
briefly describes the various mer- 
chandising helps for dealers. Libbey- 
Owens-Ford Glass Co., 608 Madison 
Ave., Toledo 3, Ohio. 

Write in No. Al6 on card, Pg. 141 


Sprayers and Dusters. Available on 
request is a catalog covering the 
company’s complete line of hand, 
continuous, compressed air knapsack, 
bucket, wheelbarrow and barrel 
sprayers. The catalog also covers 
hand and crank powder insecticide 
dusters. A circular on the Indian Fire 
Pump, a portable, back-pack type 
fire extinguisher, is offered also. D. 
B. Smith & Co., 428 Main St., Utica, 
a oe 

Write in No. Al7 on card, Pg. 141 


Deming Sales Aids. An 8-page, 4- 
color bulletin illustrates the com- 
plete line of sales aids and materials 
available to Deming pump dealers 
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and distributors. The bulletin shows 
and describes Deming direct mail 
pieces; letterheads; mailing cards; 
broadsides; leaflets; booklets; blot- 
ters; window cards and streamers; 
satin banners; clocks; tacker; bracket 
and road signs; identification labels; 
decalcomanias and displays. The 
company furnishes all mailing pieces 
free and pays postage on the first 200 
used by a dealer. Most other ma- 
terials are also free. Remaining pieces 
are furnished at cost. The Deming 
Co., Salem, Ohio. 
Write in No. Al8 on card, Pg. 141 


Building Materials. Entitled “Reyn- 
olds Aluminum Supply Co. Fact Fold- 
ers,” the company is offering a series 
of 19 file folders designed for every 
dealer’s filing cabinet. The folders 
provide a handy reference library on 
major building material lines, such as 
aluminum roofing and siding, asphalt 
products, farm and industrial gates, 
insulation, nails, etc. To keep the fold- 
ers current, latest product informa- 
tion will be mailed by the company to 
those dealers using the prepared 
product reference library. Reynolds 
Aluminum Supply Co., P. O. Box 
1367, Atlanta 1, Ga. 

Write in No. Al9 on card, Pg. 141 


Pre-Measured Chain. A_ catalog 
page, in color, is available describ- 
ing a color-coded plastic measuring 
lengthmark to provide quick iden- 
tification for Proof Coil, BBB Coil, 
and High Test Chain. The three types 
are marked every 10 feet by green 
plastic color bands on Proof Coil, red 
color bands on BBB Coil, and blue 
on High-Test Chain. A matching col- 
or-coded End Tag is attached to the 
free end of the chain in each con- 
tainer which is imprinted to show the 
size and grade of the chain. The 
End Tag is for convenient locating of 
the free end of the chain and is re- 
attachable after each use. The tag’s 
reverse side may be used for record- 
ing the balance of chain in the con- 
tainer. Hodell Chain Co., Cleveland 
3, Ohio. 

Write in No. A20 on card, Pg. 141 


Hardware Chain. A well illustrated 
and informative folder, describing 
the complete line of ACCO chains for 
a multitude of domestic and indus- 
trial requirements is available, The 
16-page folder, DH-176-B, contains 
data on construction features, appli- 
cations, packaging, weights and other 
general information, American Chain 
Division, American Chain & Cable 
Co., Inc., York, Pa. 

Write in No. A21 on card, Pg. 141 


Galvanized Ware. The complete 
line of hand-dipped galvanized ware 
for home, farm, industrial, and in- 
stitutional use is described in a 20- 
page bulletin entitled “Wheeling 


(Continued from page 62) 


Hand Dipped Ware.” Capacities, di- 
mensions, and shipping weights for 
each of the items are included; items 
include pails, buckets, rubbish burn- 
ers, coal hods, etc. Wheeling Corru- 
gating Co., Wheeling, W. Va. 

Write in No. A22 on card, Pg. 141 


Farmers and Ranchers Handbook. 
Information essential to successful 
farm operation and items of interest 
to every member of the family are 
included in the complete 72-page 
full color catalog of USS Steel Prod- 
ucts for farm and home. Fencing, 
roofing, and siding receive special 
coverage with numerous illustrations, 
application helps, specification charts, 
and “how to” instructions. General 
information on care of animals, tips 
on electricity, fish ponds, etc., the use 
of nails; information about building 
materials; and an offer of free build- 
ing plans for various types of farm 
structures are among the topics dis- 
cussed. Tennessee Coal & Iron Divi- 
sion, Fairfield, Ala. 

Write in No. A23 on card, Pg. 141 


Screw Anchors. Separate catalog 
sheets in two colors describe and il- 
lustrate Molly Jack Nuts, Molly screw 
anchors, Molly utility plug, and Mol- 
ly Hi-Speed Installer. Molly Corp., 
Reading, Pa. 

Write in No. A24 on card, Pg. 141 


Pliers, Horseshoe Game, A descrip- 
tive catalog which includes illustra- 
tions of two long-reach pliers, the 
DB58 and NN58, may be obtained 
on request from the manufacturer. 
Other tool booklets are also available 
at no charge. The company offers 
pamphlets, free, which give instruc- 
tions, application helps, specification 
horseshoes; entitled “How to Play 
Horseshoe and How to Organize a 
Horseshoe Club.” Diamond Calk 
Horseshoe Co., Duluth, Minn. 

Write in No. A25 on card, Pg. 141 


Gas Heaters. An 8-page full color 
catalog showing the complete line of 
Warm Morning vented gas heaters, 
as well as descriptive literature on 
the unvented models, is available. 
Special features of the heaters are 
described in detail. A 4-page color 
catalog on the company’s line of Warm 
Morning coal heaters and descriptive 
literature on its Warm Morning gas- 
fired incinerator are offered also. 
Locke Stove Co., 114 West 11th St., 
Kansas City 5, Mo. 

Write in No. A26 on card, Pg. 141 


Project Book. Twenty-five do-it- 
yourself wood-working projects have 
been made up in loose-leaf manual 
form with a cover and are being of- 
fered to home workshop enthusiasts. 
Each wood-working plan is blue- 

(Continued on page 69) 


SOUTHERN HARDWARE for April, 1958 




















To know quality fittings is to use them 


riers mage snore § GERABLER SQUARE “GEE” 


Atlanta ¢ Pittsburgh © Cincinnati ©¢ Dallas 


Chicago © St. lovis © Detroit © Denver : Py re E = ' TTI N G S 
Minneapolis ©¢ San Francisco © Los Angeles : 


: ORDER FROM YOUR WHOLESALER 
The GRABLER G Manufacturing Co. ¢ 6565 Broadway « Cleveland 5, Ohio 


- 








CORAL-COLOR makes the difference 





Ts It’s startling—the salespower Sunset’s new Coral King 
= lines pack. You'll see the difference the minute you place 
these sparkling coral-colored lines on your shelves. Coral 


King demands attention...creates new interest...its eye- 
appealing color makes impulse sales. 





Sunset offers a complete family* of Coral King lines, in 
the color that research tests have proved fish can’t see. 
Each one is a premium quality, premium profit line! See 
for yourself...order a sample stock of Coral King from 


your jobber today. 


* CASTING « SURF-SQUIDDING « MONOFILAMENT 
FLOATING FLY LINE « LEADER MATERIAL 


. * 


Petaluma, Calif. Gs: Florence, Ala. 


Coral King is a registered trademark. 
Copyright 1958, Sunset Line & Twine Co. 
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ws, NEW G&EENLEE 


Perma-Pak 


INDIVIDUAL PACK FOR AUGER BITS, EXPANS/VE BI/TS, CHISELS. 
CAN EASILY BE OPENED FOR CUSTOMER INSPECTION OF TOOLS. 
GIVES YOUR CUSTOMERS PERMANENT RE-USE PACK. 


STACKS HANGS 


HALL 


Es 


Perma-Pak stacks easily— Perma-Pok has pull-out tab for Perma-Pak assures your cus 
keeps your counter nect hanging——can be used by your tomers factory-shorp tools 
customer too 


SPECIAL INTRODUCTORY OFFER 
Gli ~ { 


this GREENLEE 1/2” HARD-WEAR CHISEL .. retail $730 
is yours FREE with your order of Sampler Set No. 222. 
Set contains only 13 of the fastest selling items...see below. 
USE ATTACHED ORDER CARD—ORDER NOW — 
OFFER EXPIRES JULY 31, 1958 


SAMPLER SET No. 222 with FREE 3-WAY DISPLAY 


© vou: 
USE LIKE THIS OR FOR OR USE RACK 
RARRRRD FOR WALL DISPLAY COUNTER DISPLAY ON PEGBOARD 
| || — 


it 1) Mo rinRe=e 


' 
ee UT 10| 
. ALLL E Alalala TTT AAA 


This set contains: 
SOLID-CENTER AUGER BITS 13 tools retoil for 
Two each 4%”, %”, and 42” dual t 
One each %”, %”, and 1” carer cos 
EXPANSIVE BIT: One only No. 4 regular profit 
CHISELS: One each 2”, %”, and 
1” No. 403 Extra profit on free tool 3C ORDER 


Plus FREE “2” GREENLEE Hord-Wear TOTAL PROFIT TO YOU FORM 
Chisel in Perma-Pok ON BACK 


SOLID CENTER 





Printed in U.S 





Your customers can see and feel the quality of 


GREENLEE Perma-Pak JTOOLS 


All GREENLEE tools in the new Perma-Pak are fully polished — and rustproof. NO COVER-UP DIP! 
Your customer can see and feel the quality of the cutting edges, spurs, and points. 


All GREENLEE tools are fully guaranteed and backed by over half a century of fine toolmaking! 
NO INCREASE IN PRICE FOR NEW Perma-Pak, PRICES EFFECTIVE OCTOBER 8, 1956 


SAMPLER SET NO. 222 SOLID-CENTER AUGER BITS EXPANSIVE BITS TANG-BUTT CHISELS 
Perma-Pak Perma-Pak Perma-Pak 


1d Decler Selling No. 403 CHISELS 
i ie Size Cost Price ‘ellin 
beet Ae $.67 |$1.00 Sine “Cott Price Size ‘Cont Price 
reer 671 1.00 SET-FAST $1.53 |$2.30 
FREE DISPLAY—FREE TOOL 671 100 No. 6 %"| 1.53] 2.30 


TAKES ONLY 14” SPACE 70| 1.05 R°-3° | $3.17 184.75 1.53] 2.30 


This set contains: 1.73] 2.60 
SOLID-CENTER AUGER BITS: 73) 1.10 | PLAIN 1.831 275 

Two each 4", %”, and 2”. 7 ay. a88 | No. 4 ; : 
One each %”, %”, and 1”. 10 | 20! 1.20 | h’-3" $2.40 1.931 2.90 
EXPANSIVE BIT; One only No. 4. p ; € 407 CHISELS 
CHISELS: One each 2”, %", ee 83) 1.25 Extra length cutters 1.70] 2.55 
and 1” No. 403. 12 .87;| 1.30 i available to bore ¥%”!| 1.70] 2.55 


° 
LLL late 











Plus FREE 2” GREENLEE Hord-Wear “y= 
Chisel in Perma Pak. 13 | 90} 1.35 4" dia. holes. “ vey"! 1.70] 2.55 
13 tools retail for $21.85 14 | .93) 1.40 %”| 1.93] 2.90 


dealer cost 14.57 15 | 1.03] 1.55 %”| 2.00} 3.00 
regular profit 7.28 16 | 1.07] 1.60 1” | 2.071 3.10 


Estra profit on free tool 2.30 
TOTAL PROFIT $ 9.58 OPEN STOCK ITEMS—ORDER BELOW IN ANY QUANTITY 

















. Use handy order card below. Prompt shipment will be made from your wholesaler. 


HOW . To get FREE tool and FREE display, check Sampler Set No. 222 on handy order card. You will receive display 
with FREE tool certificate attached. Fill in and return certificate . . . FREE tool will be shipped promptly. 


TO . To order open stock, simply write the quantity wanted below the size or catalog number on the handy order form. 


oO be DD ble . Fill in the name of your wholesaler, store name, address, and your signature. 


5. Mail to: Greenlee Tool Company, 1800 Herbert Avenue, Rockford, Illinois. 


a Dee eR ERE EM Hs CRE Ee we Ke RS eS SH he 

& sffnne USE THIS FORM — ORDER TODAY — OFFER EXPIRES JULY 31, 1958 
=z 

GREENLEE TOOL CO. rs) SAMPLER SET NO. 222 13 tools retail for $21.85 

1800 Herbert Avenue LLLLT lated WITH FREE TOOL Goater cost 457 

i| Bay FREE DISPLAY regular profit 7.28 


Rockford, Illinois i 
Ship the items | have checked through the 9919 hin TO ORDER, CHECK BOX Extra profit on free tool —_2.30 
Wholesaler | have named below. fy AT UlPT, OFFER Exrenes TOTAL PROFIT $ 9.58 


| i REENLEE P -Pak. 
All tools are in new GREENLEE Perma-Pa Contains 9 amas JULY 31,1958 All prices shown are U.S.A. prices 
a CHECK HERE FOR SAMPLER SET 1 Expansive Bit, 3 Chisels. 


NO. 222 SHOWN AT RIGHT 
INDICATE BELOW QUANTITIES WANTED FOR OPEN STOCK 


0 OPEN STOCK ORDER ITEMIZED AT NO. 22 SOLID-CENTER AUGER BITS 
RIGHT SIZE 415\/é6l7/8l19 es 13114115 116] 
QUANTITY | 


PLAIN EXPANSIVE BITS SET-FAST EXPANSIVE BITS 


My Store Nome SIZE | No. 4 (%"—3") ‘SIZE 
QUANTITY QUANTITY 
, 
a 








WANTED | | 


L 


My Wholesaler 





WANTED WANTED 
Address : 


NO. 403 TANG-BUTT CHISELS, CHISELS NO. 407 TANG-BUTT, 
TENITE HANDLE TENITE HANDLE, METAL CAP 





QUANTITY 
__ WANTED 


SIZE “| %"| "| %"| %") 1” SIZE ”%"|%" "| %" %”1 17] 
QUANTITY 
WANTED | 


Signature 











Printed in U.S.A 
T 2 oe me Ue Ue Ue 8 he ee ee Oe ee ee eee 





printed thoroughly on a _ self-con- 
tained sheet. Detailed instructions 
and diagrams with descriptions are 
included. Selection of tools and lum- 
ber is covered in the booklet with 
the company emphasizing the use of 
its own glue product, Rogers Glue. 
Rogers Isinglass & Glue Co., Glou- 
cester, Mass. 

Write in No. A27 on card, Pg. 141 
| 

Woodenware. Woodenware items 
such as bowls, oblong trays, rolling 
pins, forks, spoons, etc., are described 
and illustrated in a catalog available 
to dealers. The cover page carries a 
listing of the special lines which in- 
clude Oblong Trays, Early American, 
Supreme Finish, Liquid Proof, Seal- 
tite, Old Colonial-Walnut Finish, Par- 
affined (Waxed) Hardwood, and 
Caesar Finish lines. A brief descrip- 
tion is given of each. J. Shepherd 
Parrish Co., 201 N. Wells St., Chica- 
go 6, Ill. 

Write in No. A28 on card, Pg. 141 


Sanding Kit. For insertion in stand- 
ard binders, a catalog sheet is offered 
which describes and illustrates the 
Model 700K complete electric pow- 
ered Sanding Kit. The sheet is in 
color and shows all the features of 
the kit, which retails for $16.95. The 
kit includes the sander and polisher, 
in a metal case; a supply of sand- 
paper; and a polishing cloth. Weller 
Electric Corp., Easton, Pa. 

Write in No. A29 on card, Pg. 141 


Buying Guide. A four-page guide 
to better buying contains a complete 
stock list of materials that are avail- 
able from all Reynolds Aluminum 
Supply Co. warehouses. Reynolds 
Aluminum Supply Co., P. O. Box 
1367, Atlanta 1, Ga. 

Write in No. A30 on card, Pg. 141 


Tapes and Tape Rules. Colorful 
catalog pages cover the company’s 
complete line of hardware items 
which includes all types of steel 
measuring tapes and tape rules from 
3- to 100-feet, and augmented by 
woven tapes, plumb bobs and hand 
levels. The pages are illustrated and 
give outstanding features of each 
item, plus packaging information, 
weight, prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 
N. J. 

Write in No. A3l on card, Pg. 141 


Toys. A full-color catalog insert 
now available features the leading 
items in the company’s newly-styled 
line of doll carriages, strollers, and 
children’s furniture, The items are il- 
lustrated in their actual color combi- 
nations and a complete description 
including specifications and weights 
accompanies each illustration. Also 
available is the toy firm’s complete 
16-page, three-color catalog featuring 
the full line of 18 doll carriages, 10 

(Continued on page 72) 
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WEATHERPROOF BARN DOOR 
TRACK AND HANGERS... the fovor- 
ite of farmers everywhere. Easy to sell 
R-W No. 36 self-cleaning type track is 
weather and birdproof. R-W No. 423 
Hangers feature roller bearings and 
lateral and vertical adjustment for easy, 
dependable operation. 


“EaR-Way" TRACK and 
TROLLEY...R-W No. 239 
Track has eors spoced on 
12 inch centers that ore at- 
tached to walls by lag screws 
... bosses hold track away 
from building for free air 
passage. R-W 346'AB 
Hangers feature ball beor- 
ings ond vertical and loteral 
adjustments. 


TRACK and 
HANGERS 


for industrial, 
commercial and 
farm buildings! 


R-W “LOCK-JOINT” TRACK AND HANGERS... 

designed for doors of all sizes and weights up to 3000 

Ibs. Line includes wide range of sizes plus a series of 

“pockaged” units that include all necessary hangers, track and hord- 
ware for door installations. Track and Hanger aprons finished in 
grey enamel ... Hanger trucks cadmium plated. Hangers available 
with ball or roller bearings os desired. 


You can be sure of satisfying your customers’ 
exact needs when you stock and sell the 
Richards- Wilcox line of Track and Hangers 
-.. it's the “QUALITY” line, backed by over 
78 years of experience that will provide o 
fast turnover, increased profits and com- 
plete customer satisfaction. R-W Track and 
Hangers will provide years of dependable, 
trouble-free service...even on doors 
weighing over a ton. Stock-up now. 


WRITE 
TODAY! 


for complete informa- 
tion. Request Catalog 
No. 100-R. 


NEW FEATURE... 
CADMIUM PLATED 
FINISH NOW STANDARD 
ON THE TRUCKS OF 
ALL R-W HANGERS 


MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 


336 W. THIRD STREET, AURORA, ILL. © Branches in Principal Cities 


For more information use Handy Return Card, Page 141 69 














in galvanized steel or aluminum insect wire 
screening; prime Gold Strand® wire cloth, 
not short ends. 


with 12 pre-cut rolls in each carton (which 
is plainly marked to indicate screen type and 


width). 
in 28”, 32” or 36” widths; 66” lengths. 


in each and every Handi-Rol, an easy-to- 
follow instruction sheet on screen making 
and repairing. 





in self-display cartons that occupy less than 
one square foot of floor space. 


No unrolling, measuring, cutting, tieing, 
packaging necessary with Handi-Rols. Just 
display them where the traffic is and watch 
them sell themselves. They’ll increase your 
sales of screening for do-it-yourself 
applications. 


















buy the complete 
HARDWARE LINE 













CFal-CLINTON® GENERAL PURPOSE 


® INSECT WIRE 
pao Dh ey <— WELDED WIRE FABRIC 


SCREENING (in 100 ft. rolls) 


a 
S 








* 


iA 


CLINTON HEX 
MESH NETTINGS 


i CFal HARDWARE CLOTH 


CFal STONE and MERCHANT WIRE 


CFal-WISSCO® TV GUY WIRE and FLOWER BED BORDER QUICK HITCH® GATE SPRINGS and 
FLEXIBLE WIRE CLOTHES LINE AND ORNAMENTAL FENCE PERFECTION® DOOR SPRINGS 


8 genoa pa Lomeyae ah gaa CFczl-WICKWIRE 
source of supply. Get prompt, dependable HARDWARE PRODUCTS 


deliveries from conveniently located 









warehouses. Stock CF«I’s complete line of THE COLORADO FUEL AND IRON CORPORATION 

“‘do-it-yourself”” Hardware Products. 

Contact our nearest sales office today. THE COLORADO FUEL AND IRON CORPORATION — Albuquerque * Amarillo 
Billings © Boise © Butte © Denver © El Paso © Ft. Worth © Houston 


iets es Lincoln (Neb.) © Los Angeles * Oakland * Oklahoma City ¢ Phoenix © Portland 
AE igs : Pueblo © Salt Lake City © San Francisco * San Leandro © Seattle ¢ Spokane 
Wichita © WICKWIRE SPENCER STEEL DIVISION — Atlanta © Boston © Buffalo — 

Chicago © Detroit ¢ New Orleans * New York © Philadelphia 
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AMERICA’S FIRST 
AND FINEST RECIPROCAL 
ACTION SAWS 

FORSBERG 


WHE SAWS 


THE PROFIT LINE 


Dependable electric power saws by 
Forsberg represent the finest your 
customers can buy at a price they 
can afford. Choice of five models 
ranging from the new low priced 
G-WHIZ ($24.95) to the more pow- 
erful WHIZ-SAW NO. 2 ($130.00). 
Excellent profit margin on every 
model. Each comes attractively 
packaged and complete with 3 
blades. Newspaper mats available. 


Send for new catalog today 


Forsberg 


over 45 years of manufacturing experience 


a 
THE FORSBERG MFG. CO., BPT., CONN. 


STOCK THE COMPLETE FORSBERG LINE 
OF SWEDISH QUALITY HAND TOOLS 


TWO FAMOUS BRANDS 


_ 


Whale brand tools are the top qual- 
ity tools of the Forsberg line which 
include hack saw frames and blades, 
band saw blades, hand drills and 
screw drivers. All handsomely pack- 
aged for display. Highest profit on 
every item. 


Viking brand tools are lower priced 
Forsberg tools which nevertheless 
are dependably made for long serv- 
ice life. Line includes hack saw 
frames, keyhole saws, coping saws, 
screw drivers and hand drills. 


Send for new catalog today 


Forsberg 


over 45 years of manufacturing experience 
THE FORSBERG MFG. CO., BPT., CONN. 


strollers, seven table and chair sets, 
six rockers, and three toy chests. 
South Bend Toy Manufacturing Co., 
South Bend, Ind. 

Write in No. A32 on card, Pg. 141 


Aluminum Reflective Insulation. A 
4-page, 84 x ll-inch, 3-color bro- 
chure has been issued to describe the 
advantages of Reynolds Aluminum 
Reflective Insulation — Paper cov- 
ered with aluminum foil on one side 
(Type B) or both sides (Type C). Ap- 
plication instructions are included in 
the brochure plus facts concerning 
the economy of the product and 
where it can be used best. Request 
Form BP 315 F. Reynolds Metals 
Co., 2500 So. Third St., Louisville, Ky. 

Write in No. A33 on card, Pg. 141 


Industrial Fasteners. A 44-page 
condensed catalog covering the com- 
pany’s line of bolts, nuts, rivets, 
screws and other industrial fasteners 
is available. The catalog is 54% x 9 
inches and contains illustrations, 
sizes, packaging information and 
prices on the most popular items in 
the line. Clark Bros. Bolt Co., Mill- 
dale, Conn. 

Write in No. A34 on card, Pg. 141 


Clothes Pins. Color catalog pages 
can be furnished in either 8% x 11 
or 11 x 11 size which describe and il- 
lustrate Holdfast clothes pins. En- 
velope stuffers — printed in red, 
white, and blue are also available. 
The Demeritt Co., Waterbury, Vt. 

Write in No. A35 on card, Pg. 141 


Store Displays. Each type of dis- 
play item from ticket holders to com- 
plete display units is fully illustrated 
and described in a catalog which 
contains much information on display 
assembly and modern store engineer- 
ing. Reeve Co., 9249 East Bermudez 
St., Rivera, Calif. 

Write in No. A36 on card, Pg. 141 


Life Saving Line. A full color cat- 
alog offering illustrations and di- 
mensions of the company’s U. S. 
Coast Guard-approved life vests and 
boat cushions will be furnished on 
request. Red Head Brand Co., 4300 
West Belmont Ave., Chicago 41, Ill. 

Write in No. A37 on card, Pg. 141 


Gas Circulator Heaters. A catalog 
which fully describes the company’s 
complete line of gas circulator heat- 
ers may be had on request. Chatta- 
nooga Royal Co., Chattanooga 6, 
Tenn. 

Write in No. A38 on card, Pg. 141 


Firearms. An expanded firearms 
catalog, available to the trade, gives 
detailed specification information, 
prices, etc., on the complete Mossberg 
line of rifles, shotguns, telescope 
sights, and Covey hand trap. It in- 
cludes information on the company’s 


REPRESENTATIVES: 


Fry-Holbrook & Co., 1429 Peachtree St., N. E. Atlanta 9, Ga. 
H. A. Verner Associates, !60! Cranway Dr., Houston 24, Texas 


newest models. Catalog is in color. 
(Continued on page 74) 
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A. W. Cut Nails drive fast and stay in, 
give that extra holding power (195 to 263 
pounds) that means fewer nails and less 
re-nailing. Cut from tough nail plate, they 
come in sizes from 2d to 100d and in many 
types. Hardened, they’re the toughest 
nails for tough jobs—are even used to pene- 
trate building blocks. Sold in 100 lb. kegs. 


Write for booklet CN-E79. 


*Recommended by the Maple Flooring Manu- 
facturers’ Association and National Oak Flooring 
Manufacturers’ Association—approved by the 
National Safety Council for all principal nailing 
points on wood scaffolds. 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pennsylvania 


Other products: A.W. ALGRIP Abrasive Rolled Steel Floor Plate « A.W. SUPER-DIAMOND 
Floor Plate « Plates + Sheets + Strip + (Alloy and Special Grades) 
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O. F. Mossberg & Sons, Inc., New 
Haven, Conn. 
Write in No. A39 on card, Pg. 141 


Aluminum Furniture. The De- 
lighter 4-color catalog featuring the 
1958 line of aluminum casual and 
summer furniture is available upon 
request. Universal Converting Corp., 
Dept. 1957C, Sawyer St.. New Bed- 
ford, Mass. 

Write in No. A40 on card, Pg. 141 


Insect Wire Screening. A revised 
edition of the brochure “Selling In- 
sect Wire Screening at Retail” is 
available. The growth and import- 
ance of aluminum insect wire screen- 
ing, which was not a commercially 
standard item when the earlier edi 
tions were printed, is emphasized ir 
the revised text, Insect Wire Screen 
ing Bureau, 75 West St., New York 
‘ A ee 4 
OPAL’S flat-wire, multi-strand Write in No. A4l on card, Pg. 141 


edge is marked, measured and Fishing Accessories. The full range 


e of the company’s casting, surf-squid- 
copyrighted for your protection ding, and monofilament fishing lines 
and related equipment—43 types, in 

- all—is described in a compact cata 
With Opal aluminum, galvanized, and log, illustrated in color. Each line 
: 5 . ; d fi- type appears in a separate, quickly- 

bronze insect wire screening you de located section. New packaging de 
- : velopments are detailed, and a con- 

nitely have more than a selling edge, venient list of the company’s nation 
wide structure of representatives is 


3 : 
i many superior 
resulting from Opal . y P also included. Sunset Mills, Florence, 


quality and sales advantages. You Ala., and Petaluma, Calif. it 
Write in No. A42 on card, . 14 
have Opal’s patented and/or copy- 
e ._ -wire sel- Hack Saw Frame, An adjustable 
righted, multi strand, flat ye d tubular hack saw frame, No. 325, 
j extra stability an with chrome-plated handle and gold- 
vage which adds finished blade, together with other 
strength. Opal screening 1S marked tools and kits made by the company, 
f, f. t. ac- is fully described in an available 
and measured every foot for fast, catalog. Great Neck Saw Manufactur- 
: . 7 tory. ers, Inc., Mineola, N. Y. 
curate dispensing and easy inventory Write in No. A43 on card, Pg. 141 


Pumps. A loose-leaf catalog, No. 1, 
of the complete Commander line of 
One of Opal’s revolu- water pumps, water systems, and 
tionary new automatic sump pumps is available. The line 
looms which provide includes jet, submersible, and piston- 
type pumps in a wide variety of 
. th shallow well, convertible, and deep 
wire screening streng well models. The Tait Manufacturing 
and uniformity. Co., 200 Detrick St., Dayton 1, Ohio. 
Write in No. A44 on card, Pg. 141 


greater overall insect 


Masonry Drill, A two-color bro- 
chure which pictures and describes 
the company’s solid-body- and core- 
style concrete drills is available. 
Complete drill prices and specifica- 
‘ . tions are included. Termite Drills, 
. .. Registered trade mar : Inc., 99 N. Lotus Ave., Pasadena, 
of the a York Wire Cloth Company, York, Pennsylvania Calif. 

_. . for more than 50 years exclusive manufacturers of Write in No. A45 on card, Pg. 141 
insect wire screening. 

Water Appliance Promotions. A 
comprehensive 8-page catalog, No. 
807, of advertising and sales promo- 
tion aids is offered wholesalers and 
retailers of water appliances. The 

(Continued on page 76) 
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MILLIONS OF AMERICAN FAMILIES NOW OWN ROTARY POWER MOWERS 


MANY OF THEM WANT A RIDING MOWER BUT FEEL THEY CAN'T AFFORD 


iT especially when the 


but every 


ROTARY MOWER 

OWNER CAN 
EASILY HAVE A 
RIDING MOWER 
WITH THE NEW 


Lexy boy 
POWERED SULKY 


EASILY AT- 
TACHED to 
rear of any 
rotary mower 
housing; de- 
taches in a 
jiffy for hand 
operation. 


EASY TO 
CONTROL 
with hand 
throttle to 
left of sad- 
die seat, and 
car - type 
brake and 
clutch ii™ 
pedals. 3 


EASY TO 
MANEUVER 
on curves or 
straight- 
away; gives 
full mowing 
power AND 
full driving 
power at the 
same time! 





a5y boy 


' LAWN MOWER COMPANY, INC. 


Dept. SH48, 301 West 73rd St. 
Kansas City 14, Missouri 


SOUTHERN HARDWARE for Aprii, 1958 


MAIL TODAY 


VY 


Pa =f ee > 


and YOUcan 
sell it to him! 


FACTS PROVE IT...there’s 
a pre-sold market ready and 
waiting for the new Lazy 
Boy Powered Sulky, powered 
by genuine BRIGGS & 
STRATTON 4-cycle or 
CLINTON 2-cycle engine, 
built for use with any rotary 
power mower; easy to man- 
euver (more so than many 
expensive riding models) 
and LOW IN COST. 

Get the full facts NOW; ask 
your wholesaler or mail 
coupon below. 


Retails with 4-Cycle 124.95 
(2-cycle, $10 less) 


mowers they have ore still in good condition 


Optional third - wheel - 


and-handle attachment 
converts the sulky to a 
handy runabout. 


Ley Boy 


LAWN MOWER COMPANY, INC. 


NATIONALLY 
ADVERTISED 


SOLD ONLY THROUGH HARDWARE WHOLESALERS 


BITTE. 20ccceccecereseessesceces 





OK- send us the dope on your new Powered Sulky. 


For more information use Handy Return Card, Page 141 


~ 


NEW IDEA FOR EXTRA PROFITS 








—t 





catalog shows suggested consumer 
literature; local advertising for news- 
papers, radio, television, and direc- 
tories; point-of-sale aids; indoor and 
outdoor signs; and numerous spe- 
cialty items. In addition, the catalog 
tells how and when to use these items 
most effectively. And a special fea- 
ture tells how to get valuable local 
publicity for “yourself, your business, 
and Rapidayton products.” The Tait 
Manufacturing Co., 500 Webster St., 
Dayton 1, Ohio. 
Write in No. A46 on card, Pg. 141 


Padlocks. Padlocks to meet every 
need are described in a 20 - page 
catalog which features actual size il- 


lustrations of the company’s entire 
line. Included for the first time is a 
section on special long shackle pad- 
locks, Also described are two newly 
designed super security padlocks 
which have an extra short shackle 
clearance of only %-inch, Other sec- 
tions of Catalog +56 describe Mas- 
ter’s Special Service Department, as 
well as Master’s padlock and bike- 
lock display boards. Master Lock Co., 
Milwaukee 45, Wis. 
Write in No. A47 on card, Pg. 141 


Industrial Tool Line. The com- 
pany’s 100 years of too] production is 
dramatized in catalog No. 100 which 
contains illustrations and description 





‘Il Sell More Plastex 


because Plastex gives 
you more to sell! 


Plastex Polyethylene . 
from 1%” thru 6” — 75 and 100 psi 
pressure rated — single and twin- 
tube types—lengths to 600’ — 
NSF approved. 


Plastex Kralastic . 
¥,” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end — NSF approved. 


Packaged Nylon and Styrene insert- 
type, 


FLEXIBLE PIPE 


in sizes 


SEMI-RIGID PIPE 


. in sizes from 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 


for mechanical coupling to 


flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid 
Plastex Pipe—in every wanted 
style, ultra precision made, NSF 
approved. 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 


Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 
dry joints—10’ and 20’ lengths. 


let us send you complete information 


THE PLA GE SINCE 19 STEX C0. 


3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 





of its wide range of pliers, grips, 
climbers, belts, and safety straps 
needed by linemen, electricians, and 
industry. A new feature is a section 
providing dimensions of each plier— 
length of handle, of cutting knives, 
width of head, size of point, etc. Ma- 
thias Klein & Sons, 7200 McCormick 
Rd., Chicago 45, Ill. 
Write in No. A48 on card, Pg. 141 


Cleaning Supplies. “How to Dis- 
play and Merchandise Cleaning Sup- 
plies for Profit” is the title of a six- 
page color folder offered to dealers 
as an aid in setting up a cleaning 
supplies center. Ox Fibre Brush Co., 
Frederick, Md. 

Write in No. A49 on card, Pg. 141 


Specialty Nails. A catalog contain- 
ing a wealth of information about 
specialty nails is available. Profuse- 
ly illustrated with scale drawings of 
the nails, the catalog serves as a ref- 
erence book for both salesmen and 
customers. It contains complete nail 
specifications. Handy charts give 
vital data about the sizes and quanti- 
ties of nails to use for various ap- 
plications, Each nail is identified by 
stock number and is priced from a 
separate list. W. H. Maze Co., Peru, 
Ill, 

Write in No. A50 on card, Pg. 141 


Wood and Sheet Metal Screws. 
Every master carton of Southern 
wood screws and sheet metal screws 
now contains Folder TC-4, “instruc- 
tions for Selecting and Using Wood 
Screws and Sheet Metal Screws.” 
Folder TC-4 gives complete instruc- 
tions for measuring length and di- 
ameter, head styles available, pilot 
hole sizes, drill bit sizes, etc, Supplies 
of the folders are available to whole- 
salers and dealers handling Southern 
screws; they are requested to use 
company letterhead in writing. Deal- 
ers are requested to give name of 
their wholesaler. Southern Screw Co., 
P. O. Box 1360, Statesville, N. C. 

Write in No. A51 on card, Pg. 141 


Detachable Chain. With the farm 
equipment user in mind, a catalog 
is made available featuring the use 
of detachable sprocket chain in a 
wide range of agricultural machin- 
ery. Well-illustrated and in color, the 
catalog covers engineering data, sizes, 
plain chain links shown in actual 
size, attachment links, and several 
pages of specifications and data, The 
Locke Steel Chain Co., Inc., Bridge- 
port, Conn. 

Write in No. A52 on card, Pg. 141 


Measuring Tapes. A catalog de- 
scribing and illustrating the firm’s 
complete line of measuring tapes and 
related products, including new 
Power-Tapes with controlled speed 
blade return, is available on request. 
Description of its Thin-Tape, the first 
tape with a %4” blade having an in- 
side-outside measuring case, also is 

(Continued on page 78) 
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Make # RB«&W 
for fasteners 


RELIABLE SUPPLY is assured by acres of warehoused 
stocks. This picture proves too that people everywhere 
recognize the quality in RB&W fasteners, because only 
good fasteners with good reputation can sell in such vol- 
ume. Cash in on this acceptance—stock and sell the best- 
known brand. 


INDUSTRY'S BROADEST LINE of high-quality fasteners in- 
sures customer satisfaction. With RB&W carriage bolts, 
machine bolts, lag bolts and stove bolts, you can fill all 
orders promptly. And, uniformly accurate threading plus 
uniform strength make for easy application, tight holding 
power. 


STRONGER PACKAGES of rigid kraft-board (larger sizes 
are corrugated) cut spillage, breakage. Upside-down box 
(another RB&W first) is fumble-proof, eases handling 
Oversized labels speed product identification. New pack- 
aging is partof RB&W’s continuing effort to help you in- 
crease sales 


HANDY NEW WALL CHART is typical of RB&W sales aids 
for the trade. It has 12 sturdy tabs containing tables of 
RB&W’s list prices for each type and size of fastener— 
and space for you to write in your selling price per unit 
of sale for quick, accurate reference 


DISTRIBUTORS 


FROM COAST TO COAST 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; 


113th yeer 
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Rock Falls, Ill.; Los Angeles, Calif. 


For more information use Handy Return Card, Page 141 





Breaking all-time 


£yY chain sales records — 





a; co Chain’s exclusive 


arked every 5 feet .. quick, exact measuring 


Color-Coded .- « instant identification of 
chain grade 








GREEN wie treet cot chain 
RED Pp ong for Campbell 


BLUE ""Measure-Mark" for Camp- 
bell High Test Stee! Chain 


ORANGE ‘cor sticy chain 





Chain sellers and users everywhere 

have been quick to recognize the advantages of new 
Campbell ‘‘Measure-Mark’”’ Chain. No more cumber- 
some measuring—just count the colored five-foot 
markings. And you can instantly identify the proper 
grade of chain with Campbell’s exclusive Color-Coding. 
Saves time—assures accuracy. Get all the details on 
this completely new time-and-labor-saving method of 
handling chain—available only from Campbell. Write 
today, or ask your Campbell Distributor. 


Labels are Color-Coded, too, for instant 
identification. Space is provided for“ Per- 
(4 
petual Inventory”’ to tell you at a glance ee, 
| just how much chain you have in stock ta 
CAMPBELL 


Lb 


AVAILABLE ONLY FROM CHAIN 


CAMPBELL CHAIN (oméany 


Main Office, York, Pa. 
West Burlington, lowa « Portland, Oregon + Sacramento, Calif. 


Makers of the famous Lug-Reinforced Tire Chains 


For more information use Handy Return Card, Page 141 





included. Evans Rule Co., 400-16 
Trumbull St., Elizabeth, N. J. 
Write in No. A53 on card, Pg. 141 


Edged Tools. Colorful catalog pages 
which present the company’s line of 
garden tools, axes, hammers, and 
hatchets are available. Illustrations 
show the tools in use while descrip- 
tive information further gives the 
sales story. Mann Edge Tool Co., 
Lewistown, Pa, 

Write in No. A54 on card, Pg. 141 


Industrial Doors, A 12-page Indus- 
trial Door Catalog No, A-97 features 
comprehensive technical data and il- 
lustrations on the R-W “SupeR-Way” 
steel frame doors; industria] channel 
frame door; galvanized sheet steel 
covered doors; corrugated sheet met- 
al doors; “Sta-Rite’” wood doors; 
steel plate doors; vertical lift doors, 
and craneway doors. Specification and 
installation data, application photo- 
graphs, and a section on the auto- 
matic electric door operators are in- 
cluded in the catalog also. Industrial 
Door Division, Richards-Wilcox Man- 
ufacturing Co., 217 Third St., Aurora, 
Ill. 

Write in No. A55 on card, Pg. 141 


Clamps. Much text material on se- 
lection, care and use of Jorgensen 
and Pony Clamps in addition to regu- 
lar catalog material appears in a 32- 
page catalog. The catalog is in color 
and covers “C” clamps, clamp fix- 
tures, bar clamps, handscrews, press 
screws, etc. Condensed catalogs and 
pages for house and salesmen’s use 
are also available. Adjustable Clamp 
Co., 437 No. Ashland Ave., Chica- 
go 22, Ill. 

Write in No. A56 on card, Pg. 141 


Oilers and Cans. A catalog illus- 
trating and describing the company’s 
entire line of oilers, safety cans, and 
oil and gasoline containers is avail- 
able in two forms, No. 55 General 
Catalog, and No. 55C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 

Write in No. A57 on card, Pg. 141 


Dealer Displays, Thirty-one differ- 
ent displays of Cabinet Hardware are 
illustrated in Amerock’s No. 104 Cat- 
alog of Dealer Displays. The catalog 
is said to cover the right kind of dis- 
play for any store arrangement, any 
department, or any “on-the-job” use. 
Amerock Corp., Rockford, Il. 

Write in No. A58 on card, Pg. 141 


Spinning and Casting Reels. Three 
catalog sheets, in color, picturing and 
describing the 1958 line of Langley 
spinning and casting reels are avail- 
able to the trade. Newest offering is 
the Cast-Flo Deluxe “900,” a closed 
face reel, featuring hex drag, thumb 
control, and fast retrieve. All seven 
Langley spinreels, ranging from 
$16.95 to $37.95, feature two-point 

(Continued on page 80) 
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world's tinest quality! 


your real customer knows the difference 


Your real customer, your repeat customer, the man who knows what a 
hardware store is for, this man knows there is a big difference in hand tools. 
He knows quality and he wants the best. He knows there's a right tool 

for every job and he wants that tool. For this customer stock Utica Hand 
Tools. Every Utica plier and wrench is drop forged from fine steel by 
skilled American craftsmen. All tools backed by famous full guarantee. 
Talk to your distributor and stock Utica. There’s profit in quality. 
Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N. Y. 


SELL GTICRM.. the tools the experts use f 


Q 
Hallmark of Quality since 1895 <U><TIX<CA> UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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shaft suspension for increased dura- 
bility and balance, Seven casting reel 
models also are offered, ranging from 
$8.50 to $17.95. Langley Corp., 310 
Euclid Ave., San Diego 14, Calif. 
Write in No. A59 on card, Pg. 141 


Horse Drawn Implements. The 
King line of horse drawn implements 
is contained in its catalog Price List 
No. 757. The implements are illus- 
trated. The catalog also contains sev- 
eral pages of price listings and dia- 
grams of repair parts, King Plow Co., 
Atlanta, Ga. 

Write in No. A60 on card, Pg. 141 


Marine Safety Products. The 1958 


catalog for marine safety products 
contains complete description of Ta- 
patco life saving vests for children 
and adults, buoyant boat cushions, 
motor covers, ring buoys, and boat 
fenders, life vests, boat covers, and 
marine caps. Illustrations are in full 
natural color and pertinent facts such 
as size, styles, colors, shipping 
weights, etc., are listed, The Ameri- 
can Pad & Textile Co., So. Washing- 
ton St., Greenfield, Ohio. 
Write in No. A61 on card, Pg. 141 


Fishing Equipment. Weber’s 1958 
Supplement No. 33B, applying to Cat- 
alog No. 33, contains 77 new items. 
All are indexed on the cover for 





EET THEQQIE TS TWINS 


space-saving merchandisers 
FREE with every shipment 





VERSATILE RACK 


Comes with half-gross pack. 
Hangs on pegboard, or can be 
used as free-standing counter or 
shelf display. Holds 12 Twine- 
domes. Will make sales and 
profits for you automatically the 
year ‘round. 


COLORFUL 


DISPLAY CARTONS 


Just open and you have a compact counter 
or shelf merchandiser for impulse sales. 
Twenty-four display boxes, each packed with 
six Twinedomes, come in the full gross 
shipping carton. 


twinedomes DISPENSER-CONTAINERS .. Full balls of quality 


twine in handy disposable containers designed for placing or hanging 
wherever twine is used. There are Twinedomes Twines for every home 


and garden need .. . all top sellers. 


Order from your jobber or write for catalog sheet and prices. 


THE LINEN THREAD CO., INC. 


418 GRAND STREET « PATERSON 12, N. J. 
Makers of Quality Twine Since 1784 


New York ° Chicago 
St. Louis ° 


Baltimore 


San Francisco ° Boston 
> 
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quick reference, The supplement fea- 
tures a number of new Dylite plas- 
tic fly-rod poppers and assortments. 
The Dylite spinning mouse and frog 
are two additional lures molded of 
this plastic material. Whirl-Arom is 
one of the new spinning and casting 
lures. The complete series of Weber 
plastic crawlers, worms, rigs, etc., 
are listed also. Especially featured 
are Mustad ringed hook display rack 
assortments containing plastic boxes 
of assorted or straight sizes. Many 
rack assortments display other types 
of treble and single loose hooks, snap- 
swivels and divided wing, dry and 
wet flies. Gerlon imported German 
nylon spinning line and leaders are 
other new items. Weber’s free Movie- 
gram fly casting instruction folders 
in a colorful display are available 
to dealers every year. The Weber 
Lifelike Fly Co., Stevens Point, Wis. 
Write in No. A62 on card, Pg. 141 


Water Skis. The Hydro-Flite line of 
water skis, aquaplanes, and acces- 
sories is presented in catalog No. 13. 
The catalog is in color, with the ski- 
ing equipment pictured and fully de- 
scribed. Hedlund Manufacturing Co., 
Nokomis, Il. 

Write in No. A63 on card, Pg. 141 


Outboard Motors. Large counter 
pieces, envelope stuffers, specifica- 
tion sheets, accessory brochures, and 
price sheets describing the entire line 
of Buccaneer Outboard Motors are 
made available by the company. Gale 
Products, Dept. 517A, Galesburg, III. 

Write in No. A64 on card, Pg. 141 


Fishing Tackle. A colorful, 28-page 
trade catalog shows the company’s 
complete line of tackle, accessories, 
and gift assortments available for the 
1958 season. Featured on the front 
cover is the Master-Grip SpinCast 
Rod handle. The cover also calls at- 
tention to four spinning reels in a 
compact design; 13 new SpinCast 
Rods with two-piece tips in both hol- 
low and solid glass; and the addi- 
tion of two new SpinCast Reels, in- 
cluding the large capacity No. 88. 
Among other items highlighted in the 
new line is the Shot-Master split shot 
applicator with Redi-Shot cartridges 
available in gift style packages with 
twinrack counter displays. South 
Bend Tackle Co., Inc., 1108 South 
High St., South Bend 23, Ind. 

Write in No. A65 on card, Pg. 141 


Time Payment Plan. A folder is 
available to all interested dealers, de- 
scribing the complete new Foley Fu- 
turamic line of power mowers and 
the free home trial plan. The plan 
allows the customer to try a Foley 
mower for 14 days with the privilege 
of return with no obligation to the 
customer. A folder also is available 
to describe its Mow Now—Pay Later 
time payment plan. The company 
points out that the plan is simple in 

(Continued on page 84) 
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/t Pays to Sell the Best... 
WINCHESTER 


TRADE-MARK 


SELL SHELLS 


For Long Range, 
OPEV emer tute 
And All 
Shooting... 


Shooters depend on the extra power 

and punch built into Winchester ammuni- Pl , 
tion, The SEALED GAS CHAMBER ace your order 

‘has helped Winchester shells set a with your 

new high in long range performance .. . KING HARDWARE 

Take advantage of this popularity SALESMAN TODAY! 
and stock your shelves with 
the shells that sell. 


Distributed by 


KING HARDWARE COMPANY 


190 Marietta St. 
Atlanta, Ga. 
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BALANCED CONSTRUCTION! 


Each strand in any Samson-made cord has the 
same number of threads of the same size, high-quality 
yarn as any other strand in that cord. Result? All 
Samson cords are longer-lasting 
and more durable. 


MODERN, 
EYE-CATCHING PACKAGING! 


To help you at the point of sale, here is famous AETNA® 
All-Purpose Cord by Samson with a new look. 
Samson’s new packaging in polyethylene bags gives 
maximum product display! Cords stay clean, 
on the counter! Results ? — 
more impulse sales for you! 





9” FAR-REACHING 
"CONSUMER ADVERTISING 


" Hard-hitting sales messages to the 11,000,000 j 
r.teaders of GOOD HOUSEKEEPING tell the SAMSON story in full-page, 
* ... e0lor advertising! Only Samson is doing this to help you! 


gat O84 Pffun, . 
ae * * was 
* Guaranteed by “\_ 


Good Housekeeping 
a ~* 


® 4’ 
»? 45 apvearistd We 











POINT-OF-PURCHASE 


MERCHANDISING! 


America’s best — and most popular — SPOT-CORD ® 
is “bagged and tagged!” Tag tells how to 
replace sash cord and why SPOT CORD is your 
customers’ best buy! Another 
exclusive selling service for you 
from SAMSON! 









NEW 


PRODUCT DEVELOPMENT 


To reach ever-changing markets, SAMSON leads with 
new products. New TILLER ROPE — new ? 

WATER SKI ROPE — each a possible 4 

source of new sales for you. ' 






Yoo! you cal be / 

is 

eure it will pay Y | 
4's 
- 


Samoon 


eco} ie) Vci me’ sel.) @- 
Boston 10, Mass. 


| 


: f) he ‘ 
Y A 
Ry 


{B 
vy 
AETNA SACHEM CROCUS BEAVER TITE-ROPE HORIZON NYLON 

Sash cord Sash cord Clothes line Clothes line Plastic clothes line Plastic Cord 


operation, has no recourse, and the 
dealer receives prompt and full pay- 
ment for each time payment Foley 
mower sale he makes. Foley Manu- 
facturing Co., 3300 5th St., N. E., 
Minneapolis 18, Minn. 

Write in No. A66 on card, Pg. 141 


Chains. A catalog page-price list 
is available which features Blue 
Temper packaged chain and the No. 
B/T 1 Merchandiser. Blue Temper 
individual packages and the mer- 
chandiser are illustrated on the 2- 
color sheet. Selling features are given 
and suggested resale and dealer cost 
figures supplied. The reverse side of 
the oversized sheet illustrates Mea- 
sure-Mark chain in all four grades. 
Again resale and cost figures are 
supplied with specifications and uses 
for each grade. Campbell Chain Co., 
York, Pa. 

Write in No. A67 on card, Pg. 141 


Fishing Annual. In 48 pages of col- 
or, the Garcia 1958 Fishing Tackle 
Trade Catalog contains profusely il- 
lustrated descriptions of the firm’s 
complete line of tackle and accessor- 
ies. All features and selling points of 
each product are covered. Sections 
are devoted to each category carried 
in the line, including Mitchell, Am- 
bassadeur and Abu-Matic reels, Gold 
Bond rods, Platyl] and Mitchell mon- 
ofilament lines, Ambassadeur braided 


line, Abu-reflex and other lures, 
leaders, balanced kits, and accessor- 
ies. A full section is devoted to deal- 
er merchandising aids and ideas 
available from the company. The 
Garcia Corp., 268 Fourth Ave., New 
York 10, N. Y. 
Write in No. A68 on card, Pg. 141 


Vacuum Cleaner and Floor Polish- 
ers. The Redi-Vac vacuum cleaner, 
the improved FP-33 floor condition- 
er, and the new FP-33A conditioner 
are described in a two-sided catalog 
page, +JS-53. The two-color data 
sheet fully describes and illustrates 
the polishers, and also a rug cleaning 
attachment and a floor refinishing 
kit. Features of the Redi-Vac are 
shown in a series of line drawings. 
Specifications are given and a six- 
piece accessory kit is described. Red 
Devil Tools, Union, N. J. 

Write in No. A69 on card, Pg. 141 


° 


The Middle Link 


(Continued from page 37) 


vertising funds, and with this 
policy we of course have no quar- 
rel. But on occasion we are con- 
vinced that while national adver- 
tising is excellent, there is definite- 
ly much benefit to be gained from 


local advertising. In local programs 
we do not use our name as a 
wholesaler. Rather, we advertise 
and promote the business estab- 
lishments of our dealers as the best 
and most logical places to obtain 
the items or lines of hardware 
which are advertised and pro- 
moted. 

We are quite certain that this 
method of advertising is producing 
results. In fact, my own company 
spent much more on this type of 
advertising in 1957 than in any 
previous year, and we expect to 
continue this program in 1958. We 
confidently anticipate excellent re- 
sults. Our advertising allocations 
for the future will be based on the 
increased business on the lines ad- 
vertised. 

Some _ wholesalers made 
broadsides and circulars available 
to their dealers at reasonable cost. 
We believe these can be of great 
help and, if so, we certainly are 
forging a stronger middle link for 
ourselves in the chain of hardware 
distribution. 

The last several decades have 
been times of great changes. No 
business or industry has been im- 
mune. An industry has become 
mechanized and production in- 


have 





Fasy to Sell- 
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LSOKeEP 


ALUMINUM BOATS 


Marine dealers are making money today. 
The boom in boating can add important vol- 
ume for you also. Resorter Boats, one of the 
country’s leading boat manufacturers, now of- 
fers dealerships to qualified hardware retailers. 
You will have a full line of 10 diversified models, 
liberal discounts, prompt delivery, and complete 
factory cooperation. 


Resorter aluminum boats are as sensational in 
performance as they are in appearance. They're built 
to last— with a minimum of maintenance. Write for 
details on the 1958 line—and dealership opportunities. 


Distributors and Jobbers: Resorter Boats are avail- 
able with your own brand name. Fully-protected regional 
territories are open for qualified distributors and jobbers. 


RES ORTER 


BOATS 


A Division of Southwest Manufacturing Company 


Dept. SH, P.O. Box 2501, Little Rock, Arkansas 
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acco-Pal 


on we 


Set up an American Chain Section 
AND WATCH YOUR CHAIN SALES GROW! 


Here’s a simple, practical way to increase your 
chain sales and profits: 


(1) Specialize on American chain - American is the 
best-known chain line—acco is the brand name every- 
body knows. Your customers will readily accept chain 
items bearing the acco identification. They know that 
acco branded products are made by a large, established 
firm with an unsurpassed reputation for integrity, 
quality and value. 


(2) Set up an American Chain Section in your store 
Keep a full stock of attractively-packaged American 
Chain items displayed on shelves. These brightly- 
colored packages are instantly identified—they make 
it easy for customers to select what they want. Also, 
place an acco Chain Salesmaker in a prominent loca- 
tion where customers can see and feel the chain. Show 
acco-PAILs of Proof Coil and BBB chain, each pail 
plainly labeled and identified. And display an acco 
Dog-Chain Assortment, too. . . . A neat, well-stocked 
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American Chain Section will mark your store as “‘chain 
headquarters”’ in your community. 

(3) Deal with our American Chain Distributor 

He was appointed on the basis of integrity, a reputation 
for responsibility—and the ability to give you at all 
times the very finest and fastest chain service. 

Tying up with the leading chain manufacturer and 
the leading chain distributor will go a long way toward 
building and maintaining your name as your commu- 
nity’s leading chain dealer! 

For additional information, write us at York, Pa., 
for interesting booklet, ‘“‘Finger Tip Facts About Chain.”” 
It’s loaded with selling points, yet it’s brief! 


American Chain Division 
AMERICAN CHAIN & CABLE >” 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 


* indicates Warehouse Stocks *Portland, Ore., *San Francisco 
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STOCK - SHOW - SELL 


the preferred 
and profitable 


BRAND 


Build profits and customer satisfaction with easy-to-sell 
Cortland Brand products. Farm, home and industrial uses 
keep these quality products in constant demand. 


INSECT WIRE SCREENING 


for every budget and job requirement 


BRONZE 
Special rust-resistant copper 
an screening. 


GRAY - WICK 
Durable all-purpose zinc 
coated screening. 


ALUMINUM 
Finest long-lasting stainproof 
Clad aluminum screening. 


WIRE NETTING 


Strong, durable, uniformly 
woven hexagon poultry netting 
in %”, 1”, 2” mesh; 20 gauge 
wire. Standard widths; 150 lin- 
ear ft. rolls; galvanized before 
or after weaving. Heavy gauge 
Animal Pen Netting is also 
available. 


HARDWARE CLOTH 


Standard and heavy grades, uni- 
formly woven and heavily gal- 
vanized. Standard widths: 24” 
to 48”; Mesh: 2, 3, 4 and 8. All- 
welded wire cloth available in 
ha”, %”, %”, and 1” mesh, 
100 linear ft. rolls. 


WELDED 
WIRE FABRIC 


Newest member of the quality 
brand. Exceptionally strong all- 
welded of galvanized wire. For 
fence, pen, and general utility 
use. Available in I”x I”, 
2”x 1” and 4”%x2” standard 
widths. Meshes are uniform. 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 


NAILS & BRADS - WIRE NETTING - WIRE SCREENING - HARDWARE CLOTH 
CAVERT & LIPSCOMB — _ Nashville and Dallas 
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creased, sales methods have been 
streamlined. In this period of 
radical change, no business which 
refuses to change its ways can con- 
tinue to exist. 

Methods of merchandising in 
some lines have changed radically. 
For instance, some of us can yet re- 
member when the A and P food 
stores, which were first started in 
the larger cities, began moving in- 
to the smaller communities after 
World War I. That move meant 
radical changes for independent 
grocers. For the A and P, along 
with others employing the same 
sales methods, almost monopolized 
the grocery business for many 
years. Now in another period of 
change they are meeting very stiff 
competition from super-markets. 

In all retail stores, regardless of 
whether they are department 
stores, drug stores, super-markets, 
discount houses, or one of many 
other types, and also regardless of 
the changes used in selling meth- 
ods, there always appears to be a 
desire to handle some hardware. 
Truly, hardware must be the frost- 
ing on the cake, so what everyone 
wants to handle must be good. It is 
therefore up to us to devise the 
best selling methods to meet our 
competition effectively, whatever 
it may be. 

We have dealer-owned whole- 
sale hardware houses and whole- 
saler-owned or controlled retail 
hardware stores, along with dis- 
count houses, co-ops, etc., and all 
of them employ different methods 
of approach to the problem of sell- 
ing hardware. 

Each of these forms of distribu- 
tion is different from ours in that 
each one is seeking a cheaper and 
easier method of distribution. All 
are endeavoring to cut the cost of 
selling, of service, and in general 
the cost of distribution. In many 
instances they are definitely trying 
to avoid any possibility of future 
service on any item sold to the ul- 
timate consumer. 

As hardware wholesalers our 
biggest cost item is selling, and by 
far the biggest part of the selling 
cost is our traveling salesmen. 

In practically all instances this 
is the cost item that all systems of 
hardware distribution other than 
our own first endeavor to elimi- 
nate. 

So in large measure the future 
of our method of distribution 
seems to lie in the ability, energy, 
knowledge and personality of our 
traveling salesmen and the need of 
our dealers for the help and service 
they give. 

Since in our use of traveling 
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Versamat 


Screw Driver-Speed Reducer 
for Power Drills 


You know of the amazing success of the Supreme 
Versamatic . . . reversible speed reducer for power drills. 
Here’s its lower priced partner .. . VERSAMATE.. 
sure-fire big seller for hardware dealers. Designed right— 
built right— priced right—and packaged right. If you sell 
tools, you can't miss with Versamate. 


Versamate is a forward speed reducer for all portable 
drills. Built like Supreme’s great industrial tools — it will 
work without failure, probably for a lifetime. It drives 
screws of all sizes. Add an adapter and it's a fine power 
wrench. And with a 1/2” chuck in place, it will make 
possible the efficient use of masonry bits, hole saws, etc. 
Ask now for a demonstration of Versamate. If you will 
drive one screw with a Versamate, you'll be convinced 

. and you'll sell it with the kind of enthusiasm that 
really produces business. Retailers please include whole- 


saler’s name. No obligation . . . Do it now! 
package, and complete instructions. 


Priced to sell—just $9.95 including 
screw driver bit, handsome “see-all” 


Model No. 4600. O95 List 


SUPREME PRODUCTS CORPORATION 


2222 S. Calumet Ave. Chicago 16 
A DIVISION OF AeS*R: PRODUCTS CORPORATION 


FITS ALL 
POWER DRILLS 
Reduces speed 7:1 

Increases power 7 times 


aaa BITS 


ce) meeliile ea fy, ici: 
Replacements available 
locally ‘ 


— 


DRIVES ALL 
SCREWS — LARGE OR 
SMALL .. 


safe, easy 


. fast, 


MAIL COUPON 
TODAY... 


Toke a look at Versomote 


no obligation! 


By popular demand from the 
makers of Supreme Versamatic and 
Supreme Brand Chucks 


® 


a wonderful tool in 
a wonderful package 


“SEE-ALL” PACKAGE REQUIRES 
NO OTHER DISPLAY... 


“See-All” 
package shows tool to 
best advantage — re- 
quires no clumsy dis- 
play pieces. Attractive! 
Invites impulse busi- 
ness! 


Versomate 





A power wrench, too! 
Versamote gives drills 
“oomph” to do big jobs. 


Versatility .. . 
Versamate powers hole 
saws, masonry drills, 
fly cutters, etc. 


SUPREME PRODUCTS CORPORATION 


2222 S. Calumet Ave. . 


| would like to see Supreme’s Versomate demonstrated, 


obligation, in my store 
Store ii 
Name . 
Address- 
City_ 


Chicago 16, Illinois 


without 








Regular Wholesaler 





salesmen to maintain frequent and 
close contact with our dealers is 
the basic difference between our 
method and other methods of dis- 
tribution, we might ask ourselves 
whether we are justified in main- 
taining this additional cost item 
Having been a salesman for 22 
years, I may be accused of bias, 
but I feel quite positive that the 
salesman is well worth the cost of 
his efforts. There is not a one on 
our payroll to whom we would not 
like to pay more. They work on a 
percentage of profits on _ their 
sales, and as their earnings in- 
crease our profits likewise im- 
prove. 

To us, our salesmen are a neces- 
sity. We feel their absence when 
they are sick, or on vacation. Of 
course, some are smarter than 
others, some are more aggressive 
than others, and some are lazier 
than others. But be it for good or 
bad, we need them. 

We think our dealers need the 
services furnished by our sales- 
men, Without them we could not 
exist as a satisfactory source of 
supply for our dealers and give 
them the service which should go 
with the sale. 

Ask your dealers if they like 
your salesmen. In nearly all in- 


stances you will find the answer 
is “yes.” Or if the answer is “no” 
it is time for a change—a change 
in your sales organization or in 
your method of selling. 

Probably most of your dealers 
enjoy more cordial relations with 
your salesmen than they do with 
your company and your company 
officials. If not, then your salesmen 
are lacking in one or more of the 
essentials of good salesmanship. 

How many of us have had a 
salesman go “sour” on a territory? 
How often have you had one of 
your traveling men, possibly long 
in your employ, either take a long 
vacation or be ill over a long 
period of time; and then replace 
him temporarily and find that the 
new salesman is doing a much bet- 
ter job. 

If this happened don’t kid your- 
self that the fault is yours, not his. 

Have either you or your sales 
manager received letters from 
dealers asking when your sales- 
man will call or why he does not 
call? Have you ever received a 
phone call or a letter from your 
dealer saying that he had some ad- 
justment to be made in his ac- 
count, or that there was an error 
in the last invoice, or the last ship- 
ment, but that he prefers to wait 


and adjust it with your salesman? 

The mere act of writing up an 
order is not the test of the worth 
of your salesman. He is your front 
man, he is your business repre- 
sentative. 

We must have the confidence of 
our dealers if we are to hold them. 
This can be had by adhering to a 
strict sales policy assuring them 
that their position as dealers will 
be protected and respected at all 
times. 

Let’s fortify and increase this 
confidence by sending as our rep- 
resentatives only the best of sales- 
men. They are the difference be- 
tween all other systems of hard- 
ware distribution and our own. 
Let’s make the most of our oppor- 
tunity and use our traveling sales- 
men to forge for ourselves a much 
stronger “middle link” for the fu- 
ture. 


+ 


Simplified Stock Control 
(Continued from page 38) 


the product are necessary. If more 
merchandise is ordered, the quan- 
tity is posted in blue. The indi- 
vidual card goes next to our sales 








__ TIME TO STOCK UP ON NEW CHURNS 


Get your orders in now. More churns sold in 
spring time. More calves, more milk, more 
butter, more buttermilk. 


From now on the milk production on farms will increase each 
month to reach a peak during the month of June. The grass gets 
greener each month. The rains come and the creeks fill. With 
more green feed and water available the cows just naturally give 


more milk 


Farm homes can conserve this added production of this valuable food product by 
churning it in a Gem Dandy Electric Churn. Fresh home churned butter is one 
of nature's most delicious table foods, as well as being useful in special recipes 
which the housewife prepares to give variety and good value to the daily diet. 


And cold buttermilk! — That's a delicious and nourishing drink. It puts muscle, 
bone and nerve elements into the bodies of growing families, as well as rounding 
out the diet of grownups so that they stay in more perfect health. 


Modern families don't have to churn 
products of milk. The Gem Dandy Electric Churn does the work while the house- 
wife is busy with other chores or enjoying a leisure time which was not available 


to our grandmothers. 


(Distributors can help their dealers and themselves if they will send for the 
Gem Dandy Butter Churn Distributor Price List right away, and place an order 
in time for the heavy business which always comes in Spring and Summer). 


DeLuxe Model (without Jar) 
Standard Model (without Jar) 


laboriously to produce these fine by- 


$18.63 (suggested retail $27.95) 
$16.77 (suggested retail $23.95) 


5-Gal. Jar $3.72 (sug. ret. $5.95) 3-Gal. Jar $3.21 (sug. ret. $4.95) 
Model 4 Qt. DeLuxe Jr. (including Jar) $14.63 (suggested retail $21.95) 


ALABAMA MANUFACTURING CO. DEPT. S, Birmingham 4, Alabama. 
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HOTTEST NEW TOOL IN THE HAROWARE . BUSINESS / 


Amazing New P:€ 
CL{K-STOP 
WRENCH 


holds exact opening automatically 
jaw wont creep golden knurl 


outdates ordinary adjustab/es! 


You’ll make more money with this! P&C’s 
new Clik-Stop wrench handles like regular adjustable, 
but the Golden Knur]l holds exact jaw openings auto- 
matically . . . no buttons, levers or gadgets. And it 
won’t work loose. Pick it up... drop it... kickit... 
, , ADJUSTABLE 
the knurl won’t creep. Get in on fast tool profits. Order Sos ae WRENCHES 
your P&C Clik-Stop wrenches today. a 


Order Colorful Counter Merchandiser, It's Free! 


Ask your wholesaler sales- 
man today or write for 
complete details on the 
compact 17” counter mer- 
chandiser +1700 LM that 
holds 2 each of 5 sizes of 
Clik-Stop wrenches, plus 
back-up stock. 


Want more profit per square foot? 


More than 12,000 red hot P&C Tool 
Merchandisers are ringing in extra 
cash sales every day all over America. 
There’s a right size P&C Merchandiser 
for your store. Send for free literature. 





TOOL COMPANY 


Box 5826, Portland 22, Oregon a 
Chicago Warehouse and sales office, Box 87, Schiller Park, Ill. es 
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manager, who, in studying current 
quantities of products on hand and 
The Columbian Pick-Me-Up Rope recently purchased, can instruct 
Merchandiser is 22” long, 22” wide, i Li bi territory salesmen accordingly. 
and 54%” high. With shelf for saad \ Following the final inventory 
a te products in display count within a quarter, (normally 
: \ , each line will have been counted 
three times) quarterly sales are 
entered on the card in red. If in 
studying the cards a buyer netes 
that more than a 90-day supply of 
- ~ Add To Your Pick-Me-Up . . . an individual item is still on hand 
. . this light, compact, well-built rope he makes a diagonal mark in the 
rack for three reels of Columbian . ; 
stabilized” Filament Nylon Rope in space next to that showing quar- 
Keiumilen Michteecis tenia: | — tetly sales. 
Rope in Ya" and »” diameters Order After quarterly sales are posted 
your Columbian Distributor will > and a card shows that a six 
vad ee cout free of charge. Also month’s supply of an item is on 
eal for shelf or counter display. . . 
hand an X is posted in the column 
next to the quarterly sales figure. 
Where a year’s supply is in inven- 
tory a mark in the shape of a 
square is posted. If the prices of 
these items are discounted in order 
to move the surplus stock the 
amount of the disceunt is posted in 
red within the square. 

These marks serve as a warning 
to a buyer to watch carefully fu- 
ture purchases of the product. To 
the sales manager they indicate 
that special effort on the part of 
the territory salesmen is neces- 
sary. 

The cards contain a still further 
help for the buyer. In the left mar- 
gin of the cards the best 10 percent 


not on your payroll! of the items in a line are num- 

7 bered 1, 2, 3, etc., on the basis of 
sales volume. This is additional 
warning to the buyer to make cer- 


With the COLUMBIAN Pick-Me-Up tain that such best-selling items al- 


ways are in stock. 


Ro e Merchandiser When a card is counted and 20 
! percent or more of the items on 


that card are out of stock a small 


: white card is attached and is not 
Your Nef GEL removed until our inventory of 








that line is in good shape again. 
Getting the Columbian Pick-Me-Up Rope Merchandiser is like P.. pot ph thes big 
getting an extra salesman—that you don’t have to pay. The Pick- inventory and sales and help him 
Me-Up displays Columbian’s new 50 ft. and 100 ft. Manila Rope to determine what products and 
Coils—already measured, already coiled, all ready to go! The lines need special sales effort 
customer picks up one or more coils off the rack and all you do through such inducements to our 
dealers as monthly specials. 

7 While the system does not give 
Light, compact, easy-to-move, the Pick-Me-Up occupies less than a daily report on inventory, still it 
4 sq. ft. of floor space. All metal, mounted on casters. Push it is the best substitute we have de- 
outside your store and watch it bring people in. The Pick-Me-Up vised for perpetual inventory. Our 
costs you nothing. Your Columbian Distributor will deliver it, buyers and sales managers are not 
free of charge, with an order of approximately 100 Ibs. of without some daily knowledge of 
Columbian Manila Rope Coils in 44", 4g", and 12” diameters. the state of our inventory, for all 
Hundreds of Columbian dealers are already profiting from the dealer invoices go through the buy- 

ick, steady sales the Pick-Me-Up makes. Get in touch with your ing and sales departments, dis- 
y cmap Annis P y closing at a glance those items 
Columbian Distributor today. which have not been shipped. 

The system serves as a constant 
reminder to buyers and the sales 


COLUMBIAN Rope Company department of over-purchases. 


Auburn, “The Cordage City,” N. Y. From the viewpoint of manage- 
. ment our system shows each month 


is ring up the sale. 
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MAGIC SHOVEL 


with DOUBLE-TAPER FORGING and 5 hidden-value features 


BLADE UNCONDITIONALLY GUARANTEED 


Exclusive shock band ... takes shock of heavy 
work without handle breakage 


Forward forged steps at no extra cost 


Burntcote handle of selected ash extends 
complete length of socket 


ISTEEL- LITE Perfect down center balance ... it feels light, 
it's Steel-Lite 


The only light-weight shovel with all the 
features you've asked for 


O. AMES CO. werent 


See your Ames distributor for complete details. 


(STEEL - LITE) 





which buyer is back ordering the 
most merchandise and in what de- 
partment back orders are heaviest. 
Further it reveals what percentage 
of the items for which he is re- 
sponsible each buyer is “working” 
each month. 


° 


Helping Dealers Sell 


(Continued from page 39) 


with enough “specials” to give it 
maximum appeal to the consumer, 
and a coupon, redeemable for 
some stated value, is included in 
the printed circular as an addition- 
al means of attracting more store 
traffic. 

When properly used these pro- 
motional programs are producing 
results that are readily apparent 
to us. One dealer, for example, has 
told us that these promotions are 
his most effective means of adver- 
tising. He has found that any of 
the four circulars sent to his cus- 
tomers results in increased busi- 
ness. 

Several dealers have told us 
that the promotions, in attracting 


With or With t a t customers they have not previous- 
ou U Seco ly served, give them the oppor- 


tunity to open many new ac- 


4 R Ik fa k ed counts. 
in U or ac ag Here at McClung’s we are con- 


vinced that such promotions will 


2 e 
for our Distributors increase the business of any dealer 


who follows through, who care- 


QWailahle fully sends out to his customer list 
eee . the circulars he purchases, who 
uses the materials provided in his 
promotional kit to trim store win- 
dows, and who makes up attractive 
displays of the bargains featured 
in the circulars. 

Let me emphasize, however, that 
for a promotion to be fully effec- 
tive it is necessary for a dealer to 
: , have widespread coverage of the 
Yes, hex head bolts, currently becoming so popular with more cuchemare “ the aren be curves. 
We have learned that dealers who 
and more customers, are available right now from CLARK. get the least results from the pro- 
motions are those who do not 
decorate their windows, who fail 
to use the colorful store and win- 
with or without nuts . . . in bulk or CLARK’s superior Gow Gin KM, oc wae Rage te 

send out their circulars properly. 

: : . : ‘ As a further sales aid we sell to 
packaging. Write today for complete information and prices. dealers toy catalogs for consumer 
use. These are supplied with the 
dealer’s name imprinted on the 
cover and serve to identify his 
store in the customer’s mind as toy 
headquarters. We find that this is 
the most effective way to bring the 
260 to 275 items shown in the cata- 


Cl y.% ba K BROS te LT fae) log to the attention of the retail- 
° ° er’s potential customers. 

MILLDALE, CONN. In 1957 we made available a 

“Shopper Stopper Special” dis- 


They can be supplied over a full range of sizes . . . 





For more information use Handy Return Card, Page 141 SOUTHERN HARDWARE for April, 1958 





To celebrate the year of the Golden Panorama’ 


REVERE PRESENTS 
NEW JEWELS FOR 1958's KITCHENS 


*This is the year that copper-clad, stainless steel 
Revere Ware went over the 50,000,000 mark! 


IN COPPER-CLAD STAINLESS STEEL! 


Qhuble-banreled 
Fitwcne Where Special’ 


Popular at regular prices, these are red-hot items 
as specials. ig savings—yet full profit markup 


for you! PLUS Free promotional material—ad 
mats, stuffers, banners and co-op plan! Write 
Revere now! 


Cat. No. 1402 2-qt. Sauce Pan— 
regularly $7.50... now $5.98} 


Cat. No. 14412 1'%-qt. Double Boiler— 
regularly $10.50... now $7.98; 


tthra April 30, 1958 


' ' 
ALL NEW! REVERE WARE COPPER TEA KETTLES! NEW! REVERE WARE COPPER CANISTER SET 


Solid copper, quick heating and handsome. The whistler ; 
is a new version of Revere’s most popular stainless steel With the famous Tel-U-Top*® knobs. 


tea kettle—and the Regency Tea Kettle has the tremen- Lets you see at a glance what is stored inside. 


dous appeal of smart, modern design. : 
Cat. No. 2901 Solid Copper Whistler, 2Y qt. $5.95 Lustrous solid copper has tremendous shopper appeal. 


Cat. No. 2232 Regency Copper Tea Kettle, 2 qt. $8.95 Cat. No. 2836 4-piece Copper Canister Set 


REVERE COPPER AND BRASS INCORPORATED 
Rome Manufacturing Company Division 
Rome, New York « Clinton, Illinois + Riverside, California 
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play, a pegboard unit designed for 
Ss r L F on sy E RV | C E D | Ss Pp LAYS the display of 28 varied items hav- 
ing particular eye-appeal. The dis- 


Set eeeteeeetletees ieeteeliteeeieetienatlietieeetiteeditnstieetieie ite play was designed for the purpose 

of making customers stop and 

SELF- SELLING FEATU a shop. Dealers have told us the dis- 

plays are highly effective when 

- used at the front of their stores 

and so we are continuing to make 
the unit available. 

As a further aid we maintain a 
model store to help dealers with 
their ideas for fixtures and dis- 
plays. Special merchandise dis- 
plays, such as our complete, cen- 
tralized display of bathroom fix- 
tures and plumbing supplies are 
available to dealers who frequent- 
ly like to bring in their customers 
for the selection of merchandise. A 
clinic for the purpose of teaching 
dealers how to install floor cover- 
ings has been of help to our cus- 
tomers in the merchandising of this 
line. 

The company has its own print- 
ing department which turns out 
promotional circulars, stock lists, 
catalogs, want books, price tags, 
stickers, pricing charts, inventory 
books, and many other dealer aids. 
This department has been par- 
ticularly advantageous to us, for 
we are assured of having an ample 
supply of promotional materials 
for our customers. 


* 


eR PNR EN NRET 


Program Improves 
Service to Dealers 


(Continued from page 40) 


Toys are a new department with 


= . 

J : us. We entered the toy field in 
au early 1956 and now stock a com- 
Breast plete line. 

_ — \ ty Our auditorium has 100 com- 
o. at } e YO) 03 one dozen whisks ples fortable seats, a projection booth 
OM sy ae 5 ' 4-armed metal rack and stage. It’s used for dealer 
- J J hs . CAR with top sign; all in shows, cooking demonstrations, 
—e* SHOP one carton. sales meetings, etc., and also is 


made available to civic groups for 


. > DURABLE REGULAR PACK— . 
meetings. It’s connected with the 


> FLEA IBLE One dozen whisks in 

colorfully printed set- sample room. 

up counter display In seeking more aids for our 

carton. dealers, we inaugurated three 
years ago, a policy of two dealer 
shows annually. These shows have 
been highly successful. We hold 
one in the spring, the other in the 
fall. 

Our spring show this year was 
held January 19-21. It featured 
more than 75 displays set up by 
factories and their representatives 


and was held in our showroom. It 
BRUSHES) covered sporting goods of all types, 
lawn mowers, implements, garden 


OX FIBRE BRUSH COMPANY, INC. tools, fans, barbecue grills, some 
reeoenicn Lalebleahed /EE¢  maaYi Ano housewares and other types of 


(Continued on page 96) 


Retail sales of Oxco’s Red Breast Whisk set new records year after year .. . 
because the Red Breast is America’s best known, best quality whisk. The 
Red Breast will sell in your store, too . . . almost by itself! Outstanding 
features and attractive self-service displays. Features include genuine pal- 
metto fibre, double-stitched for strength; bright wire-wrapped handle with 
metal cap and ring; colorful silver shield. 7'4"' overall. 
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' 
For the Big '58 WISE-GRIP Sales Program! 


4200.00 


BACKED BY ADS IN— BFiz YOU'LL GET THE 


@ LiFe WHOLE STORY... 


Popular Mechanics 





«+. in the mail — 


Popular Science 
real soon! The ads, the 


Successful Farming 
Big Contest start in May 

Cappers Farmer 

Farm and Ranch and continue right on 

Farm Journal (Western Ed.) through October. The 


Industrial Magazines biggest, rootin’, tootin’ sales 


@ Automotive Magazines program you ever saw! 








. . » Containing “Reward Posters", Display Tags, 
fun-packed Dealer Sales story, Contest Informa- 
tion Sheets, Ad Mats — everything! 


How You Can Win BIG Money Prizes! 


. . « You'll see how you and your customers can 
share in big money prizes — awarded every month 
for six months! 


Why It Pays to Get VISE-GRIP on Display—NOW! 


. . . Start today! Get Vise-Grips up and on display. 
Your customers will be asking you about them — 
real soon! 


Th LI 


SOUTHERN HARDWARE for April, 1958 For more information use Handy Return Card, Page 141 





spring merchandise. 

We gave away more than $2,000 
in free merchandise as gifts. Also 
incorporated were a good many 
items at discounts as show specials 
to give the dealers added incentive 
to attend. More than 500 dealers 
from throughout our territory at- 
tended. 

We serve all of Mississippi, all of 
Arkansas, all of West Tennessee in 
addition to several counties east of 
the Tennessee River, some of Ken- 
tucky, Missouri, Oklahoma, Louisi- 
ana, and Alabama. 

Our other show is held in 
August for the display of fall mer- 
chandise—housewares, giftwares, 
stoves, heaters, sporting goods and 
other seasonal merchandise. Toys 
are a big part of this show. 

Behind our decision to hold two 
shows each year was the realiza- 
tion that for many of our more 
than 5,000 accounts, trips to the 
national trade shows are impossi- 
ble, for one reason or another. So 
we decided to bring the show to 
them—let them see and take full 
advantage of the latest merchan- 
dise. 

Last spring we formed the 
Stratton-Warren Credit Corp., a 
special business set up to finance 
the dealer’s customers in cases 


where a dealer doesn’t have 
enough capital to do his own 
financing. It’s quite simple. The 
dealer sells the contract to us and 
we carry the paper for him. We 
serve only the dealer, we never see 
the customer. This credit setup has 
been a great help to many dealers, 
particularly the smaller ones. 

We also offer the dealer many 
other aids, such as advertising pro- 
motion help and merchandise 
fliers. Our sales promotion depart- 
ment is now set up to help dealers 
in store planning, grand openings, 
close-out, fire and anniversary 
sales—in fact, any type of special 
event. We also help the dealer buy 
broadsides, advertising cuts, sales 
pennants and other things he may 
need. 

Also, for the last two years we 
have been putting out dealer cata- 
logs, thereby helping our accounts 
keep a better stock of merchandise. 
This catalog is strictly for dealer 
use, 

From a small beginning in 1902, 
our company now employs more 
than 300 employees. Many of our 
first customers are still with us, 
good evidence, we feel, of satis- 
factory service. 

Other officers at Stratton-War- 
ren Hardware Co. are R. D. War- 


ren, chairman of the board; B. A. 
Edwards, George M. Stratton, and 
J. C. Jayroe, vice-presidents; M. B. 
Ballard, J. H. Hall, and T. G. Mul- 
herin, assistant vice-presidents; 
Russell Mason, secretary-treasur- 
er; and E. P. Hardison, sales man- 
ager. 
é 


Reorganization at 
Brown-Roberts 
(Continued from page 43) 


reorganization in the warehouse 
was a sorely-needed relocation of 
stocks. Heavier merchandise was 
widely scattered throughout the 
warehouse, with attendant ineffi- 
ciency in moving it in and out. 
Now the heavy goods are concen- 
trated in one general area and that 
applies also to the full-carton 
merchandise. The shipping depart- 
ment was relocated in the general 
center of the warehouse. 

While making these changes, we 
also concentrated all bin merchan- 
dise directly behind the sales coun- 
ter. In this process, we disposed of 
a large number of wooden bins and 
shelves and replaced these with 

(Continued on page 100) 





NO. 2401 SCISSOR ASSORTMENT 
1 Doz. on a new, 


smartly redesigned Mer 


chandiser consisting of 9 pairs of 5” and 3 


pairs of 6”. 


Heavy gauge forged steel, beauti- 


fully finished nickel plated blades and handles. 


ideal for home, office of workshop. 
pair hand ground, 


Every 
inspected and guaranteed. 


; VI¢ and 59¢ retail. 


It's a proven fact — 
these two are the best 
of them all, featuring 
only the most popular 
sizes and styles at prices 
everyone can afford! 
Colorful, self-selling 
KLEENCUT Merchan- 
disers are proven shop- 
per stoppers. So cash in 
on these sure-fire 
money-makers — sell 
more scissors at bigger 
profits. Display eye- 
catching KLEENCUT 
Merchandisers. 








Please send more information on 
No. 2401 0 


| 


Name 


, NO. 1011 SHEAR ASSORTMENT 
1 Doz. All-purpose Shears mounted on attrac- 
tive red, yellow and black card for counter 
or wall. 2 pairs 6”, 6 pairs 7”, 4 pairs 8”. 
Nickel plated blades, black enameled handies. 


9&¢ retail, | 
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NET 72 TAY |B) 
—_ fan 


Ys ‘Clean -Up © y 
wills the 


Best in Brushes 


A COMPLETE LINE 
for 
ALL YOUR BRUSH REQUIREMENTS 


% Colorful Designs 

%& Modern Packaging 
% Convenient Displays 
% Fast Turnover 

%& More Profits 


STOCKED BY LEADING JOBBERS 
EVERYWHERE! 


Write for Descriptive Literature 
Dept. SH-1 














J MMU i J 





WRIGHT-BERNET, INC. DON’T FORGET — 
1524 Bender Ave., HAMILTON, OHIO I} it’s Brushes !-"Wright-Bernet’”’ 
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TURN A STAPLE ITEM 
INTO A BEST SELLER 














“Mania ROPE I 



































Unit No. 3 Plymouth ROPE DEPARTMENT. This all new 

“tall boy” dispenser takes only 2 square feet, holds 3 of Plymouth’s 
new 500' or 1000' Reddy Measured Coils. Top shelf displays other 
attractively packaged Plymouth items. Will build your boating 


volume. Comes free with 3 coils and one carton of HandyPak. 
Investment: approximately $100. 
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Here’s another first from Plymouth — the 
“ROPE TRICKS” Merchandising Plan—a 
plan that takes rope out of the nuts and bolts 
class and puts it into the fast-moving, long- 
profit consumer category. Tied in with one 
of Plymouth’s three field-tested merchandis- 


ing units, it ups your rope profit, cuts han- 
dling and selling time, speeds stock turnover, 
helps move associated items. And all this 
with a minimum inventory at a minimum 
investment! 


ASK YOUR JOBBER’S SALESMAN 


Hang this ad on your “Want Hook,” and on 
your jobber’s salesman’s next call, ask him 
about Plymouth’s new “ROPE TRICKS” 
Merchandising Plan. He’ll show you the 
FREE “Rope Tricks” Merchandising Kit 
that gives the whole family “how-to”’ ideas 
on rope—for decorating, for garden and out- 
door use, for fun for children, for practical 
uses. Then order the Plymouth Rope Mer- 


Unit No. 2 
Plymouth SALESRAK 


| This proved merchandising 
unit is perfect for the in-between 
market where you need a larger 
unit than HandyPak and where 
you cut lengths off the spool to 
order. ““Rope Tricks” can help 
you sell a full spool. Investment: 
approximately $50. 





chandising Unit that fits your store best, 
sign the postcard and mail it direct to 
Plymouth for your FREE Merchandising 
Kit. When the Unit and Kit arrive, set them 
up and watch Plymouth Rope move from 
less than 2 feet of counter or floor space. 
Merchandising Department, Plymouth 
Cordage Company, Plymouth, Massachusetts. 


Unit No. 1 
Plymouth HANDYPAK 


This cellophane-wrapped 
unit gets rope out where it can 
be seen — gives rope the eye- 
appeal that turns into sales. 
Good for urban stores or for 
combination use with Plymouth 
Rope Department. Investment: 
approximately $30. 


> 
aN 
- ~ 
: »” — 


PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts - New Orleans, Louisiana 
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metal shelving. 
The sales counter was moved, 
too—from the front of the building 


MORE POPULAR 7 to a point where it is more readily 


, accessible to customers. Custom- 

THAN FVE a ers like the new sales counter, 

adic , ' which occupies a room to itself, is 

~ well lighted and is provided with 

comfortable seasonal tempera- 
tures. 

Compared with a lack of coun- 

ter sales supervision before, the 

counter is now under direct super- 


in their Z | 
— . * vision of the sales manager, and 
“Ss E ' , “a the staff consists of a supervisor, 
ERV Wi , his assistant, two hardware spe- 


cialists and two plumbing special- 


YOURSELF’’\’ ma sts 


Net result is that since custom- 
packet ers are waited on more promptly, 

counter sales have increased ma- 
Moore Picture Hangers in their handsome, terially. Furthermore, we have re- 
colorful Picture Window Packets seil faster, with C claimed some accounts that had 
less effort. They're easier to display, easier to — left us, doubtless because of poor 
handle, and the 4 different sizes are more BELONGS ON service. We made no special effort 
quickly identified. For more picture hanger YOUR COUNTER to get back such accounts, but the 
sales, stock these 58-year favorites, NOW IN — word passed around that Brown- 


TODAY’S MOST MODERN HANGER PACKAGE. The Moore 7208 Counter Roberts had improved _ service. 
Display. 72 Packet ca- Since we had always had a choice 


pacity, yet is only 10%” selection of merchandise, service 
M 0 0 R E P U S H 3 P | C 0 . ~_ = —— is certainly what brought back this 
’ ase. metal. Revolves. business. 
Mie hiens Since 1900 pai ee pope pao. This leads naturally into a dis- 
ria ; ee a ae cussion of reorganization from the 
113-25 BERKLEY ST PHILA. 44, PA viewpoint of sales generally, and 
here, too, we produced some highly 
satisfactory improvements. 
JUMBO But again we had operated with 
All steel, large ca- . . = . . 
pacity (4 cu. ft.). inadequate supervision — a sales 
dee Of press- manager who came in close con- 
tact with the sales force once 
monthly for a sales meeting. 
We still have the sales manager, 
naturally, but he is fortified with 
two assistants. These are the for- 
mer two top salesmen who were 
taken off the road, each being 
QUALITY PRODUCTS given the title and duties of super- 
by * visor over seven territory men. (In 

: addition to our 14 regular hard- 
y ware salesmen, we have seven spe- 

Porth reae : megan atone cialty salesmen and four industrial 
tor for liquid fertiliz- OLDEST d LARGEST feature case tilizer salesmen. All salesmen are on 
Siler Tost hetds "5 an : is-in-Hop- salary.) 
eS Ne ae. WHEELBARROW MAKER Stok oe Of course, we still hold the 
a See Gee IN AMERICA Baked automotive finish. monthly sales meeting — on the 
«soe second Saturday of each month — 

for FREE Literature but it is a much more productive 

JACKSON MFG, CO. sales meeting than it formerly was. 

; Harrisburg, Pa This is a day-long meeting in 

: which salesmen take notes in du- 

PY : : plicate and leave the carbon copy 
’ for the supervisor to examine. 
« LAWN ROLLERS Thus the supervisor can determine 

! ty -F -- if a salesman is attentive and is 

LAWN and GARDEN CARTS 4 , roo, uh eat “ins assimilating product information. 
2 ruggediy-built models. Low- / Rounded edges  & ont. Sales supervisors are required to 
jon hy «Sp eh $y BW spend four days in the territory 

feature popular flat bottom, @ scrapers. finish, m ings, and one day in the house. 

os ! . ‘ In the territory, a supervisor 


sufficient calls with each 























passes 











AT HARDWARE STORES & GARDEN SUPPLY DEALERS makes 
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D&M Sports Equipment 












































, a, ae 
Everything you 
need to win... 
the selling game 


Why “‘roll-your-own” trying to assemble a complete line of 
sports equipment that will sell? Eliminate brand confusion, 
inventory probems and duplication with the fast selling Draper- 
Maynard high-quality line. 
%*& A complete line of sports equipment 

High-quality insures repeat sales 

Nationally famous brand name 

All price ranges 

Approved Youth League equipment 

MacGregor golf balls and tennis equipment 

Complete catalog presentation of line 

Quick delivery from wholesaler 

Faster turnover — higher profits 


Like to have the full story? Write today for complete informa- 
tion, catalogs and name of your nearest Draper-Maynard 
wholesaler. 


DRAPER-MAYNARD 
Sports Equipment 


4861 Spring Grove Ave. + Cincinnati 32, Ohio 
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t P 
RCcY-2 ‘Plenke 
n copper pigs . 
—— of nickel on » suageste 
retail only $9.95! 


apres 


HOT DEMAND 


now for 1958 
ROYAL CHEF GRILLS 


Get facts today on complete line Royal Chef 
Grills that will send your outdoor cooking 
sales aroaring! Greater profits on every 
model . . . from $4.95 
to $300.00! 


er. Handsome — 
k. em - equipped 


gested von only “$29. 95! 


Rows: CHEF ora ADVERTISED 


i 
RC-124 Braz 
and — j-blac 
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@.RED HEAD 


FOR SEASON-LONG 
SALES AND PROFITS 


"“SWIM-N-SKI"' 
WATER SAFETY BELT 


SAFE IN USE! 
SAFE IN PROFITS! 


For over a hundred years Red 
Head has been recognized by 
sportsmen everywhere for top 
quality—designed with the 
sportsman in mind! Now the 
same selling power that makes 
Red Head hunting clothing 
ring up profits for you every 
Fall will also bring you profits 
all during the boating season. 
With the big increase now 
taking place in the marine 
field, count on Red Head U. S. 
Coast Guard Approved Marine 
Safety Equipment for extra 
sales and profits! 


Choice of professional water 
skiers! Exclusive design permits 
instant size adjustment for per- 
fect fit and complete freedom of 
action. Small, medium and large. 
To retail about $ 


U. S$. COAST GUARD 
APPROVED 


Extra sales come easy with the 

complete line of expertly de- 

signed colorful Red Head life 

vests. New, se/f-sell display pack. 
Three sizes, to retail about 

$5.65, $6.25, $7.65 

Tops in flash, color, style and 

sales appeal! Red Head life- 

preserver boat cushions in 

new vinyl display-pak. Left, 

popular NPC plastic promo- 

tional boat cushion, to sell 

about $4.50. No. PVC deluxe 

printed cushion, about $5.75. 


NATIONAL ADVERTISING 
Creates Traffic 


and Sales for You! 


The Red Head Duck, symbol of 
Red Head advertising, has meant 
plus sales for thousands of Red 
Head dealers for over a century. 
This year, ads in Sports Illustrated, 
Outdoor Life, Outboard and 
Popular Boating help pre-sell Red 
Head marine products for you 


Write FOR FREE 
ILLUSTRATED CATALOG 


RED HEAD 


BRAND COMPANY Ba 
4311 W. Belmont Ave., Dept.SH4 « Chicago 41, Ill. 
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The BIG Name for BIG PROFITS 


21 
GREAT CALLS 


THE BIG NAME IN 
GAME & BIRD CALLS 


E-1 Regular Crow Call $2.75 T-20 Fox-Coyote Cail . 


V-16 Crow Call $1.95 S-8 Perfect Squirrel Call . 


M-9 Perfect Crow Call $3.95 G-7 Regular Hawk Call $2.95 
POPULAR OLT CALLING INSTRUCTION RECORDS 


78 and 45 r.p.m. 4 
Crow Calling ..................$2.00 Fox-Coyote Calling ................$2.00 


OLT'S NEW RECOIL PAD 
New design spreads and cushions shock over entire 


shoulder 
List price is $3.50! 


Nationally Distributed Through Jobbers! 


PHILIP S. OLT CO. 


Dept. SH4, PEKIN, ILLINOIS 











the Multi-Purpose 


WASTE RECEIVER 


demand throughout the year, 
season after season, with steady, 
year-round profits for you. 

Every home, store, shop and 
office needs one or more modern 
SANI-CANS for convenient dis- 
posal of waste or litter. A SANI- 
CAN for every purpose brings big- 
ger profit opportunities for you. 


= 
[SANI-CAN| 

pra renreog 
Every model in the complete line 
of SANITARY WASTE RECEIVERS 
is designed for a purpose. Care- 
ful planning, based on proven 
sales records, provides you with 
only the fast-moving, top-selling 
models. There is no profit loss 
from ‘‘dogs"’ or year-end ‘‘dump- 
i SANI-CANS are in 


SANI-CANS offer a choice of standard open and 
patented step-on models, in popular sizes and 
attractive decorator colors, white, chrome and 
copper plate finishes, that command attention 
and compel buying action. See the SANI-CAN 
man in your locality or write the factory for 
prices, discounts and delivery schedules TODAY. 


SANITARY RECEIVER CO., INC 
Dunkirk, N. Y. 
The Original Step-On Receiver 
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POPLLAR MECHANICS 
INSTRUCTION MANUAL 
» INCLUDED 


FIRST TIME AVAILABLE OUTBOARD MAINTEN Awe Kir 
oil e 


J 
ING . 
G HoLo ... Fills an Immense Demand .. . 


U 
SPARK te ion Insert = 
SOCKET . - a not Millions of Outboard enthusiasts 


holds pe sater or bere are looking for a Set like this! Has every tool required for 
oA repairs and adjustments to keep outboard motors at peak WATER-PROOF 
efficiency . . . PLUS the appeal of an OFFICIAL KIT FOLDS 
POPULAR MECHANICS MAGAZINE “OUTBOARD MOTOR DOWN To 5” 
MANUAL” which tells how to handle every x 11 Vy" 2” 
situation easily, quickly. Note, too, the SPARK 
PLUG HOLDING SOCKET for inserting or removing plugs without 
dropping them in water... or burning fingers. Moreover, 
you can’t beat this Assortment for IMPULSE SALES, because its 
need is INSTANTLY APPARENT—and the Low Price stimulates 
IMMEDIATE BUYING ACTION! Comes in Plastic WATERPROOF 
“‘Roll-up” Kit—all tools FACTORY GUARANTEED. Today America 
is Outboard Motor minded . . . Capitalize on this . . . Order 
your Challenger Imperial OUTBOARD MAINTENANCE KITS now! 


CATALOG No. 6190—CONTENTS 
o % x "Ae OPEN END WRENCH « 10” ALL-PURPOSE e7 PIECE SET SCREW 
LOCKING PLIER WRENCH SET AND KIT 
ux Ue. OP ) 
° % x Mie OPEN END WRENCH oO mremamees PUER scealaaia 
1p ( OLDING 
o% 2% OPEN END WRENCH =, 2 sGHITION FILES * SOCKET WITH NEOPRENE 
« 8” PHILLIPS SCREWDRIVER 7 PIECE SPARK INSERT 
8” MECHANICS ADJUSTMENT TOOL e SHEAR PIN AND COTTER 
SCREWDRIVER « 10 PIECE FEELER GAUGE PIN POUCH 


in Waterproof “Roll-up”™ Kit Shpg. Wt. 3 lbs 


ORDER THROUGH YOUR JOBBER...OR WRITE 


PENENS TOOL CORP. SCHILLER PARK, ILL. 
.«. SUBSIDIARY OF PENDLETON TOOL INDUSTRIES, INC 
“Fifty years of Fine Tool Engineering e 
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salesman to enable the supervisor 
to analyze the work being done, 
especially the type of accounts 
called upon and amount of time 
invested in each. It is possible for 
a salesman, working the territory 
vigorously, as he must to make the 
rounds, to overlook some good ac- 
counts and spend too much time 
with trivial accounts. By the same 
standard of territory sales work, it 
is also illogical to expect analyti- 
cal thinking from the average busy 
salesman. The supervisor has time 
for, and is expected to do, such 
thinking. The results of this think- 
ing he passes on to each salesman 
in turn in a conference at the end 
of a day’s work. 

We instituted another innova- 
tion—at least for us — with our 
sales staff. This we call the Brown 
Book and each salesmen carries a 
copy. 

This Brown Book lists our slow- 
moving items and it is revised from 
month to month. In addition to his 
salary, a salesman gets 3 percent 
of sales on slow-moving merchan- 
dise. For the record and identifica- 
tion, such sales are listed on the 
left side of the order, a portion 
which does not show in the Ozalid 
reproduction for a customer in- 
voice. 


In the house, we also use the 
Brown Book for constant checking 
with factories to determine if they 
will take back any slow-moving 
merchandise. The Brown Book 
minimizes our inventory in these 
categories. As a result of its use, I 
suspect and believe our inventory 
of slow-moving merchandise is as 
low as that of any hardware whole- 
saler. 

The results of reorganization of 
our sales effort are most gratifying. 
It is impractical to measure such 
results by a percentage figure, but 
the benefits are substantial, both 
in production and improved mo- 
rale. Furthermore, the program is 
contributing to the training of fu- 
ture sales managers. 

Installation of the Ozalid ma- 
chine, just mentioned, enabled 
us to eliminate our billing ma- 
chines. The new method provides 
exceptional expedition in _ the 
movement of invoices. 

With billing machines, girl op- 
erators require considerable train- 
ing. In event of illness of an oper- 
ator, no one could step in and take 
over. This created an insoluble bot- 
tleneck, threw us behind in all pa- 
per work. 

By comparison, production of in- 


voices on the Ozalid machine re- 
quires little training, enables us to 
do the same work in a fraction of 
the time formerly required. There 
is a resulting time saving in the 
accounting department, too. 

At first we were concerned that 
customers might not be able to 
read the salesmen’s writing. How- 
ever, this concern was uncalled for 
as there have been no complaints 
on this score. 

Reorganization penetrated deep- 
ly into general office procedures, 
where we had not attached the 
necessary importance to supervis- 
ion and organization to the very 
bottom. 

As controller and office manag- 
er, Vice-President George H, Pitts 
heads this section and, reporting 
directly to him, are the account- 
ing department manager, credit 
manager, office services manager, 
order processing clerk and stenog- 
raphic section supervisor. He has 
ample authority to delegate re- 
sponsibility and does so. Before, no 
one knew who to go to for the 
answers, as there were several 
sources, Now, authority is centered 
in the controller and office man- 
ager. 

Previously, there was the posi- 
tion of office manager, but the 





aroling 


TOP QUALITY 


Cork Fishing Floats 
All Fresh Water Fishing 


Help to 


KILL 


WEEDS 
AND 


SPRAYERS 
and DUSTERS 


MADE 
TO SELL 


pests! 


STOP 


PLANT 
DISEASE! 


Make Your Spring Profits 
Grow . . . with DOBBINS. 
For over 50 years, DOBBINS 
has been a reliable source 
for dependable sprayers 
and dusters... fully guar- 
anteed against defects in 
materials & workmanship. 
WRITE TODAY—for FREE 
copy of new DOBBINS illus- 
trated cata'og. 


DOBBINS DIVISION 


Chamberlain Corporation 
. FACTORY: WATERLOO, IOWA, U.S.A 


Precision made from select cork 


Ask your Sporting Goods Jobber for this fast 
selling line of floats 
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office manager was constantly run- 
ning to me with his problems. 
Everyone with filing to do had his 
or her own files. There were a 
number of private secretaries. 

Now, all that is changed. Instead 
of an office manager, we have an 
office services manager whose du- 
ties are manifold. Reporting di- 
rectly to him are the switchboard 
operator, lunch room supervisor, Vj 
Ozalid operators, maids who clean \ ; 
up, stock control supervisor, re- pee 45, 
cord storage and mail desk per- ; A ‘“‘NOZZLE-PAC’”’ 
sonnel. He is a jack-of-all-trades of oi > we 
sorts, handles incoming and out- - Something really new in merchandising! 
going mail, sees that office ma- Nothing else like it! Compact display 
chines are repaired, buys office package contains two dozen Sherman 
7" oe in includes the record Nozzles —-six each in four different 

Ss oma »- Ss > recor . . . . 
room. Instead of having separate R @ price ranges. Gives you a wide variety 
t : ‘ at very low cost. Clever cartoon on 


filing cabinets throughout the or- 

ganization, all filing is centralized a display promotes sales — colorful, 
in the record room. Here, when the ™% bright! A Best Seller for "58! 
frequency of reference drops, files . ' 

are transferred to dead warehouse 
space. 

One product of the office reor- 
ganization was elimination of all 
but two private secretaries — my 
own and that of the credit manag- 
er. Now, four stenographers com- 
prise what we call the “steno pool,” 
and concentrate on stenographic 
work for all who require this serv- 
ice. They also have the catalog de- 
partment and one of the stenog- 
raphers holds the title of supervis- 
or. She employs additional help CONTENTS: 
when needed and, of course, makes 
personnel changes when necessary. WRITE FOR en Sayer Nees Soe 
She reports directly to the con- CATALOG H-58 6 — No. 155 Gold Label Nozzies 
troller. 6 — No. 161 Diamond Nozzles 


Also reporting to the controller 
is the aie processing clerk. Here, C— Re, SSS Hew Ses Sees 
too, we instituted a beneficial re- — a Pe —— 
form. We abandoned the practice S | H F K M A N ASK YOUR JOBBER FOR DETAILS! 
of costing all invoices, although we . Py AL = 
do cost spezial orders and direct = ; = 
orders. Now the clerk has time to 
thoroughly process all orders. GOLD LABEL NOZZLE 
Fe ge age ne one scalping World's Finest! Exclusive leak-proof “Non-Rising Stem” 
chasing, and ready records thereof construction. Cuts “packing bind” — eliminates wear. Heavy 
° . , solid brass. Fully adjustable, fine mist to full stream. 
in a wholesale hardware operation. . 
And anyone reading this can an- 
ticipate, I suppose, that we also LEVER-LOCK SPRAY 
corrected the glaring flaws that ; One hand, one motion control. Select spray and lock with 
existed in our purchasing practices. red button lever. Full range adjustment — fine mist to full 
In this function we were also de- stream. Sturdy — handsome! Ideal for car washing, spray- 
void of system. Three or four of us ing flower beds, etc. Instant shut-off. 
were doing the buying. An order 
would be placed with a factory. 
Then the order went to the file NEW “JET” NOZZLE 
and there it stayed until we got 
the merchandise, or forgot about 
it. 
Now we have a purchasing di- 
vision manager who is responsible 
directly to the president and gen H. B. SHERMAN MANUFACTURING CO., Battle Creek, Michigan 


eral manager and we have a pre- 


New Advanced Design solid brass nozzle at a budget price! 
Full range adjustment. O-Ring seal prevents leaking. Avail- 
able on “Vu-Pac” card for rack or counter display 
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cise manual on purchasing proce- 
dure —a system. When an order 


Set "Em U d goes to the central records room the 
p eee an buyer has indicated on that order 
when it should come back for his 


attention, so that if the merchan- 


5 dise has not been received, the fac- 
H tory can be queried promptly. 

SE LL EM e With the system we now use we 
have an exact, daily control over 
purchases, We utilize all the infor- 
mation available from the Kardex 
system. We have a daily report on 
cancellations and back orders. This 
is recapped for each month, to the 
end of the month, for all months of 
the year as the year progresses, 
and for previous years. 

With this, as well as other phases 


Ser V If BOLT TRAY of our reorganization, we are quite 
ve ourse happy. There is more harmony, 
more efficiency, more economy, 
better morale, everywhere. Super- 
vision and responsibility are prop- 
erly divided and balanced, every- 
one knows his job. Pinpoint infor- 
mation about the business can be 
produced on short notice, some- 
thing that was highly improbable 
before reorganization. 

All this should not leave the im- 
pression that we realized material 
economies through reduction in 
personnel, for we didn’t. Only four 
jobs were eliminated, so we were 
not grossly overstaffed. Our great- 
est deficiency was lack of organi- 
zation and supervision. 

This is demonstrated by the fact 
that, previously, with a 5%-day 
week, it was necessary for some 
personnel to do overtime work 
every night. Now, on a five-day 
week, it is rare that anyone works 
overtime. So, even if personnel was 
not reduced in numbers, man hours 
were. 

Reorganization such as this is 
not effected overnight, nor is it 
free of cost. The Wilkinson report 
was made available in September 
of 1955 and our reorganization be- 
gan taking shape early in 1956. All 
of that year was required to make 
the changeover. For a full month 
we had the help of two of Mr 
PACKAGED Wilkinson’s men. The complete 


- Carriage Bolts Large Machine Bolts =) REFILLS IN overhaul job cost us $13,500 (in- 
Assortments : 4°*1"to%*"x4” %" 11" to" 16" oo SMALL cluding $3,500 for metal bins) and 
- Small Machine Bolts Cap Screws =——Ne* QUANTITIES the $10,000 fee for management 
and ‘ y age ae . at wwe 
; * a1" to %e"x4 Aah’ tea? engineering was worth every cent. 
aon . Stove Bolts - ne or Flat Be. ae on eats I highly recommend the firm of 
: Me" EM" teh" aDA’ "toe" tap ALL ZINC CHROMATE PLATED George D. Wilkinson Co 


Once before we considered the 


The LAMSON & SESSIONS Ca. reorganization project and called 


$000 TIEDEMAN ROAD, CLEVELAND 9, OHIO + PLANTS AT CLEVELAND AND KENT, OHIO + CHICAGO «+ BIRMINGHAM in a consultant for a survey. The 
representatives of this other firm 
went about their work in such a 


mR PD & Gp DS 7 40 S 
key & manner that our employees were 
GELS oe] Ty & 





For “Super Market” Selling in Hardware Stores! 





91 Types and Sizes 








=» : ; 
S all highly disturbed and got the 
impression we were planning to 
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AQGnYG we 


“A” SERIES "400" SERIES ¥ "300" SERIES 


The national! leader Puts real sales Best value in low 
in top-grade ham punch in the middle priced forged ham 


line mers. All new! 


mer soles of your 


$525 $350 $469 


No. Alé No. 116 No. 316 


"“B”" SERIES "200" SERIES 


All-new utility ham 
mer with lots of 


eye appec! 
$959 


No. 216 


The hammer stock for. alert dea/ers: 


7RUE TEMPER.S BASIC FIVE 


Five basic grades are all you need in nail hammers. market. Each basic grade is made in nail and ripper 
£ i PI 


The facts prove it. Actual sales statistics and patterns, and in a variety of weights. 


continuing trends in the hammer business show This complete line of the right hammers at the 


that these five grades will cover practically the right prices gives you more sales, more profits, 
entire market. You can cut your inventory, speed less investment. You can’t miss! That’s why alert 
up turnover, boost your profits! dealers and wholesalers are switching to it fast. 

Look at the line-up: Rocket and Jet Rocket Be sure that you cash in on True Temper’s 
for the top of the market, Fatits Crry, Briar basic five. Check your stock now, and fill in on 


Epce and Jim Danpy for the balance of the all five. Call your True Temper wholesaler today. 


TRUE TEMPER. Views Car leak ta iL7 for leadership . 
RUE EM, ER 1623 Euclid Avenue + Cleveland 15, Ohio 
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OF COURSE! 


And we have a good name, too! 


Seuthwettous 


POLYETHYLENE 
PLASTIC PIPE 


now comes to you with a permanently 
impressed brand not only on NSF pipe 
but on our ‘‘Thrift-Line’’ too! Wherever 
SOUTHWESTERN POLYETHYLENE 
is used it can be quickly and positively 
identified because SOUTHWESTERN'S 


name won't rub off. 


Tested and proven in thousands of appli- 
cations, SOUTHWESTERN'S POLYE- 
THYLENE PLASTIC PIPE merits your 


confidence when it is sold to your trade. 


SEND THE COUPON TODAY 
FOR ADDITIONAL INFORMATION 


Mail Today! 


Gentlemen 
Please send me additional information 
Please have APPLICATION ENGINEER call 


PLASTIC PIPE CO. 


P.O. Box 117 * Mineral Wells, Texas 
Phone FA 55-3344 
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clean house. Morale dropped so low 
that we were compelled to cancel 
the project. 

When we did go through with 
reorganization, we considered in- 
stallation of power conveyors and 
other equipment to further facili- 
tate movement of merchandise in 
the warehouse. This has been post- 
poned. But such equipment will 
probably be included in a new 
plant we expect to build by Janu- 
ary 1, 1962, for which we have ac- 
quired a 15-acre tract. 

If I were asked to name the two 
greatest benefits to be derived from 
the time and money that we spent 
on these changes, I would, without 
hesitancy, say “organization” and 
“supervision,” two features that 
are sadly lacking in most of the 
wholesale hardware concerns with 
which I am familiar. 


+ 


Modernizing an Old House 
(Continued from page 45) 


factories, a 60-day supply was es- 
tablished as the re-order mini- 
mum. 

All the buyers pitched in and 
worked nights for six weeks to 
get this situation straightened out. 
When the job was finished, we 
came up with a 57-page list of 
close-out items. There were 46 
lines to a page for a total of 2,622 
items amounting to $70,000 worth 
of merchandise, some of it of un- 
known age. 

We still have a job to do with 
that list, but we have closed out in 
excess of 25 percent. 

In the accounting department 
we have entirely eliminated hand 
bookkeeping and have standard- 
ized on modern accounting ma- 
chinery at a cost of $11,000 for 
such equipment. 

Everyone recognizes that such 
equipment is invaluable. It makes 
it possible to age accounts receiv- 
able, gives us ready access to all 
manner of information, makes 


available a daily cash record and, 


generally, provides for better, all- 
around control of the business. 
Furthermore, the sales manager 
and the 16 salesmen get a daily 
sales analysis on 12 categories of 
merchandise. Bookkeeping ma- 
chinery also makes it possible to 
apply this same type of analysis 
to purchasing, as a check on buy- 
ers. 

The accounting department is 
not yet operating at top efficiency. 
In changing personnel from hand 
bookkeeping to machines, training 





Packed with 
Profits ... 


a. 





COLUMBIA 


Packaged Spring 
Weatherstripping 
by NATIONAL 


Now available in both 
Aluminum and Bronze! 





For years Columbia Spring Bronze 
has been a fast-moving item. Now 

you can also offer your customers 
this high-quality, easy-to-install 
weatherstripping in special alumi- 
num alloy. 

Furnished prepunched and with 
an ample supply of nails, Columbia 
Spring Weatherstripping can be 
quickly installed by anyone with 
only a hammer and scissors. It’s 
available in either 17’ packages or 
100’ rolls, with installation instruc- 
tions included. If your jobber can't 
supply you, write us. 


[90k To ) COMPLETE LINE OF NA- 


TIONAL AND COLUMBIA 

WEATHERSTRIPPING = 

fer “TRIPL-TITE” ALUMINUM 

: SIDING * PORCELAIN 

Quick ary ENAMEL BUILDING 
Nice Profits! ) PANELS AND SIGNS 





Write or wire for details! 


NATIONAL METAL 
PRODUCTS COMPANY 


Weatherstrip Division 
2 Gateway Center, Pittsburgh, Pa. 
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and practice is required for good TAYLO R MADE CHAI N is 
performance, When this period has 
passed, it is my opinion we will 
show a saving of 40 percent on 
time previously required for less ta pe — ry eAaA> u red 
work in the accounting depart- 

ment. And introduction of modern 
equipment will eventually free the 
company treasurer for the job he oO & oO r  e- oO a q2 ad 
should be doing—credit work— and Cc = 

instead of keeping books 

Warehouse reorganization was, 
without a doubt, the biggest prob- 
lem. One man had been in charge e Fast. Accurate ® Positive 
of all functions and stocks were ee PPeritite titty. 
not logically arranged. When mer- 
chandise arrived, it was placed 
wherever there might be space. 
The result was that frequently the 
same item might be found in two 
or three different locations in the 
warehouse. Relocation of stocks 
involved considerable heavy labor, 
and we attempted the job without 
additional help, which in turn 
made progress slow. 

Warehouse responsibilities are 
now divided two ways, with sepa- 
rate supervisory authority over 
shipping and receiving and inter- 
nal operations. 

In reorganization of the ware- 
house and its personnel we used 
some of the recommendations in 
the Wilkinson report*, but for 
much of it, we relied largely on 
personal experience, since the Taylor’s color-coding and tape-measuring help you and 
necessary steps were so obvious. protect you three ways. Chain is color-coded for grade. 

At a cost of $12,970 we installed . : 
adjustable steel shelving for bro- 
ken package goods. This puts mer- 
chandise within reach of a man intervals. The obvious result is more satisfied customers, 
standing on the floor. Steel shelv- fewer costly mistakes in grade and length. . . faster sales 
ing replaced antique wooden bins, : 
in which some of the merchandise 
could be reached only with the 
help of a ladder 

This change made it possible to — BBS. PROOF COIL packed 
get the shelf hardware into about ; in handy metal TAYPAILS 
half the space it previously occu- TM Taypails with Color-coded and 
pied in the outmoded wooden bins. ‘ Tape-measured BBB and Proof 
This in turn permitted moving ; Coil Chain are best sellers with 
sporting goods from the fourth , ey and Gostere aeyeben. 
floor to the same general area as , Tat kand ccaemnnneie 100 
shelf hardware, on the third floor pounds of 3/16", 1/4”, 5/16” or 
Sporting goods is very active with 3/8” TM BBB or Proof Coil Chain. 
us, accounting for from 25 to 
33-1/3 percent of volume. Advertised in Business Week, Stee! and 

Galvanized goods had been load- other /eading business publications 
ed to and from the fourth, or top 
floor and this was moved to the 
second, or loading floor. Also, to 
complete an orderly arrangement 
of warehouse stocks throughout, 
we collected all the heavy steel 
goods on the first and second floors 


(Continued on page 110) AYLOR MADE eS eee 
— Box 5( my 1, indi 


9, Ma Tar] 
*Report made to members of the A GREAT NAME IN . kate » Pp 


Southern Wholesale Hardware Asso- e 
ciation in 1955, based on surveys of : 
the operations of 10 member com- SINCE 1873 


panies, 


® Quick, Easy Sales 


color coded RED 

PROOF COIL .. color coded GREEN 
HIi-TEST color coded BLUE 
color coded ORANGE 


Taylor’s famous brand name and the grade is clearly 


printed on each tape. Colored tapes are located at five-foot 


and more chain profits for you! 


ttsburgh, Pa 
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We haven't completely discard- 
ed the old-style steel wheel ware- 
NAILS from A Company house trucks, but we have replaced 
Ondor them for all practical purposes, 
with rubber-tired, ball-bearing 
. trucks which, fully loaded, can be 

; Ondo TACKS from 7 Company This —_— by one man. | | 
nese improvements — adjusta- 
—_- | ble shelving, relocated stocks, bet- 
C Company doesn t ter management and better rolling 
from stock—make it much easier to fill 
orders, and a spot check shows we 


ADS 

make have already realized a substantial 

RIVETS from D Company saving in the time required for 

Ondor warehouse functions. When we are 

sense finished working over the ware- 

house, we will be able to eliminate 
three men out of a crew of 22. 

Other changes have been made, 
more will be made. I do not mean 
to suggest there will be extensive 
changes in personnel. We do have 
a new sales manager, who is out 
two or three days a week in the 
territory, working with salesmen. 
As soon as internal matters are 
completely in hand, I, too, will 
spend a substantial amount of time 
in the territory, working with 
salesman and calling on dealers. 

Generally, personnel changes 
have been unnecessary. Morale has 
improved remarkably, while ini- 
tiative and aggressiveness is the 
order of the day. 

In some respects we are expand- 
ing our activities. 

Geographically, it is not feasible 
to expand the territory because 
our competitive boundaries are 
well established. 

However, one condition that 
caught my attention is the fact 
St k | t li ATLAS that Lee Hardware had been weak 

oc comp e e- ine 9 9 in housewares sales. This is one 

e | field wide open for expansion, in 
it makes good dollars and sense! that housewares represent only 10 
to 11 percent of our volume, while 

in retail stores they make up from 
Standard of the industry since 1810, the full Atlas 30 to 35 percent. The nearest we 
line is equivalent to roughly 12 scattered sources are to strong competition in this 
of supply. By using this ove source you eliminate field is Dallas to the West, Mem- 
1l extra orders, 11 extra invoices, 11 extra ship- phis to the East and New Orleans 
ments, 11 extra brands to inventory. And these eco- to the South. So we are adding 
nomies can actually increase your profits as much lines and bringing in factory men 

5%! 4 for sales meetings. 
wath taal : ; We have also expanded our ac- 

Yes, it makes good ones sons specify complete-line tive assistance to dealers, through 

Atlas. You get top quality at competitive prices, a newscast and promotion program 

uniform “family” packaging, modern displays . . . over a Shreveport radio station 

from one source. You save time, trouble, and that penetrates two-thirds of our 
Stock the line in the ' oe “a aii a 
famous Red Boxes money - trade area. This program has a 
frequency of three times a week 
for five minutes at 5:25 p.m. 


Through this program we pro- 
TACK mote seasonal lines, tying in dealer 
names. Another feature of this 
al CORP. program is what we call an “item 
Each 
® 


of the month” promotion. 


FAIRHAVEN, MASS. * HENDERSON, KY. | ™omt® Wwe supply dealers With an 


(Continued on page 112) 
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scowrte 


Ca. 


< 





HOW TO MAKE THE FIRS 
3-PAGE @ 4-COLOR AD | 
LAWN SPRINKLER HISTORY 
PAY OFF ON YOUR COUNTE 


HERE ARE THE FACTS. This 3-page, full-color ad on new Green Spot sprin- Send coupon for 

° , ao FREE display kit 
klers for ’58 will appear in the April issue of Better Homes & Gardens. A 
two-page version is scheduled for the April issue of Sunset and the April 


26th (Hardware Week) issue of Saturday Evening Post. 


HERE’S WHAT TO DO. (1) Stock up on the complete Green Spot sprinkler line 
now! (2) Set aside your window during April for display of Green Spot 
sprinklers. Mounted reprints of the ad are available to make an effective 
tie-in. (3) Use Green Spot merchandise racks at points of heaviest traffic. 
Place additional ad reprints at strategic points. They’!] work sales wonders 


if placed near actual Green Spot sprinklers. Start planning today for a 


banner Green Spot year in ’58! REM Spot by SCOVILL 


Scovill Manufacturing Company, Waterbury, Conn. 5s F 


Z. 


I, 
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item attractive to a householder. 
Dealers get the item on a break- 
even basis and we supply banners, 

advertising mats, price cards and HOLT -E- ZE E 
such material. Then we urge the : 

consumer to see the dealer for this a - 
“item of the month,” such as a SCREWDRIVERS 


$2.98 stainless steel mixing bowl] 


for $1.49. st 
Starting in March we promoted in FEATURES 


lawn mowers in the same manner, 
FAMOUS PHOENIX with identification on the radio in QUALITY 
program of dealers who stock our ° 

line of mowers. in VALUE 

AND JUNIATA One of the problems our treas- 

urer, Mr. H. A. Deal, solved was 
the coffee break. Perhaps this 

Horse and Mule Shoes seemed to be more of a = faction, sell the feature- 

than it actually was, but the coffee packed drivers that give 

break is a problem and we had all purpose use—sell 

neither time, money, nor space fc. 

HANDY 10 PAIR with which to create a coffee bar aan we rent 

within the building. 

DISPLAY PACK hota So we did the next best thing FEATURES (exclusive) 


We installed ; -lectric, < atic , 

é illed an electric, automatic include: LOK-BLOK, 
hot drink machine that displaces a i é 
no more space than a small water SS a 


cooler. It dispenses hot chocolate twist proof; GRIPPER 
or coffee—black, with cream, su- recedes deep into 
gar, or both—for five cents the handle; Special Bit, 
cup. recognized as best 
This replaced a practice that was for both cross 
more time-consuming and more point screws. 
expensive than it might appear to 
be—the practice of having a porter QUALITY is oytstanding®? Chrome 
make coffee and serve it periodi- vanadium blades #. . — 


oer” Bane 


For complete customer satis- 


Economical Size for Owners to last long 


it is serviced daily, costs us $2 a 
Permits Stocking Representative day and just about pays for itself. 
Patterns With Small Investment An employee who wants hot choc- 
olate or coffee merely sets the dial 
Easy to Handle on Counters of the machine to the drink select- 
and in Stock Room ed, deposits a nickel, watches a pa- 
. per cup drop into place to be filled. 
¢ Over 300 Patterns and Sizes—also Then he or she ‘eee the drink 
available in 50- and 100-Ib. cartons back to his or her desk. 


s discussio ave no - 
Here's the convenient way to realize extra profits, In this discussion I have not in 
with mi tevecimend. from here end mule tended to leave any impression 


shoes. With the new 10 Pair Pack, you need to that this business has been revolu- 
stock only the most popular patterns and sizes for tionized and revitalized in less 
woe Take edventage of the prot oppor- than a year. There is still much to 
tunities this market offers. Send coupon below for . . 
selection list and prices and free booklet “How to be done, and new problems will 
Care for the Feet of Your Horses and Mules.” surely arise. If they didn’t, the 
wholesale hardware business 
PHOENIX MANUFACTURING COMPANY would not be so interestin z 
JOLIET, ILLINOIS we ——— 
But we have made some real : 
1662 progress. Some of the most glar- : VALUE is unsurpassed 
World's Largest ing deficiencies have been cor- Hold-E-Zees give full use 
Manufacturer : 5 : 
rected. Definite results have been Plus . . . yet cost no more 


of Horse, Mule 
and Racing Shoes shown. And among the most en- J than ordinary drivers. 


couraging signs is the new spirit 
and hustle within the organization. 3 Pre-Sold by aggressive no- 


Horseshoe Products Division 86S e tional advertising and out- 
Phoenix Manufacturing Company * Joliet, Illinois $ mae : 
standing merchandising units. 


e r y . © ‘ y Ra 
cally. With this automatic ma Tenite hand ronger 
chine, no investment was required, D 





Send selection list for 10 Pair Pack and free booklet “How 


to C for the Feet of Your Horses and Muies."’ . 
ety Operating Costs 
(Continued from page 47) Order 


thru UPSON BROS., inc. 


Your ROCHESTER 14, N.Y 
Jobber 


Thus, the towveyor not only 
does all of the long distance push- 
ing, but it acts as moving tem- 
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porary storage for either loaded 
carts or empty carts. In the days 
B. T. (before towveyor), the empty 
carts were always congregating at 
one or two points and people in 
the other areas of the warehouse 
were constantly roaming in search 
of an empty cart. 

Now the empty carts are con- 
stantly roaming through the ware- 
house on the towveyor in search 
of people who need them. Using 
the towveyor for receiving and 
putting stock away has cut our car 
unloading time to about a third of 
what it used to be. 

The shipping procedure is also 
designed around the towveyor 
When our customer’s orders reach 
the warehouse they go first to the 
dispatcher. The dispatcher puts a 
number in the margin beside each 
line of the order. This number tells 
the order pickers which ware- 
house section contains the items 
shown on that line of the order 
The order is placed in a tube on 
the front of an empty cart. 

Then the various section num- 
bers concerned with that par- 
ticular order are written on a 
blackboard which is also attached 
to the front of the cart. The cart is 
placed on the towveyor line and 
starts its trip through the ware- 
house. 

As it passes through each ware- 
house section, the blackboard is 
checked by the order pickers. If 
their section number does not ap- 
pear on the blackboard, they will 
ignore that particular cart and it 
will continue on its way. If their 
number does appear, they will re- 
move the cart from the line, fill 
their portion of the order, and 
place the now partially loaded cart 
back on the towveyor line. 

This procedure is repeated as 
the cart moves through each ware- 
house section in turn until it again 
arrives back at the dispatch point. 
Here, the checkers remove the 
carts from the towveyor and check 
the order. If everything checks, 
they write the name of the motor 
carrier to whom that particular 
order is routed on the blackboard 
and place the cart in an area re- 
served for that carrier’s merchan- 
dise. The order is handed back to 
the bill of lading clerk who types 
the bill of lading. Then the order 
is returned to the billing depart- 
ment. 

Everyday several hundred or- 
ders come into the house request- 
ing immediate shipment. Just to 
physically handle this flow of 
paper through its various stages of 
processing used to be a problem. 
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YOU GET MORE TO SELL 
IN RAZOR-BACK eee 


strength ... satisfaction... profit 


In the same time it takes to sell a cheap 
shovel, you can sell a RAZOR-BACK 
for more profit. The customer benefits, 
too. He gets the strongest standard 
shovel on the market—roll-forged with 
an extra thick (13-gauge) backbone 
extending full length, tapered sides, 


and heat treated all the way. 

You need only 4 patterns to do 90% 
of your business, reduce inventory, in- 
crease turnover 2 to 3 times. Order 
from your wholesaler. 

THE UNION FORK & HOE COMPANY 


Columbus, Ohio * Mokers of Green Thumb Tools 








Extra thickness (13-ga.) 
at frog, where shovels 
need extra strength, 


lightness. 


Blade extra thick 
(13-goa.) in center 
all the way to the 
cutting edge, where 
other shovels 

wear out fastest. 





Tapered sides for 


Ash handle, not cut down at 
socket, retains 100% original 
strength. It's gueranteed 


2 inches longer (11-inch) 
tabbed socket supports the 
handle and distributes strain. 
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In the new building a new order 
Make sure you have the New handling procedure was designed. 

Like the shipping procedure, it was 
designed around conveying equip- 
ment. In this case the conveyor is 
a pneumatic tube installation. 

A central station was set up 
adjacent to the credit department 
and was connected by pneumatic 
tube with all sales areas where 
orders could originate. This forces 
all orders to pass through an 
editing point before being re- 
leased to the warehouse. At this 
point the orders are matched with 
the customer’s data cards. These 
cards filed by customer name and 
address contain the customer’s 
credit code, his correct mailing ad- 
dress, his preferred routing, and 
any special billing instructions. 

Once this information has been 
checked, the order is given a 
register number and is sent by an- 
other pneumatic tube connection 
to the warehouse dispatcher, If the 
order is for non-hardware mer- 
chandise, such as floor covering 
items or major appliance items, it 
is not placed on the towveyor, but 
rather sent directly to the floor 
covering or appliance sections by 
still another pneumatic tube con- 
nection. 

In deciding on mechanical han- 
dling equipment, care had to be 
taken to keep from going over- 
board with all sorts of fancy sys- 
tems. We had previously been 
using fork lift trucks for a lot of 
unloading work and handling pal- 
lets. For the new building we 
bought an electric narrow aisle 
stacking truck. This truck will 
stack comfortably in a seven-foot 
aisle. For a general purpose lift 
truck, we replaced one of our old 
gasoline driven trucks with a new 
larger truck equipped to burn L.P 
gas. 

A very important phase of our 
shipping operation is the filling of 
waiting orders. There was some 
misgivings during the planning of 
the new operation as to whether 
or not our waiting orders would be 
slowed down because of the new 
warehouse being spread out over 
two floors instead of six. We felt 


FASCO INDUSTRIES, INCORPORATED that the customers’ waiting area 


was one place that had to be pro- 
126 Augusta Street ° Rochester 2, New York vided with the fastest service. 

We, therefore, installed a belt 
conveyor from our hardware shelf 
Fill in coupon below. There’s a fresh look at section directly to the waiting 
Use page margin. ; order area. Another belt conveyor 
was installed from the towveyor 
Please send me full information on the fresh new Fasco line of Fans line to the waiting order area. Our 
experience in the new building has 
W NAME and ADDRESS WCITY and STATE shown that a pick-up customer, 
with very few exceptions, gets his 
merchandise within minutes after 


“SFers, eeereeeer™ 


| 


: 
Ses 
es 
i 
. 
. 
. 
= 


Here are fans with all the glamour and sparkle of today’s 
square, slim modern look. Smart decorator colors of 
mocha brown... off-white high impact resistant plastic 
diffuser grille... gleaming gold instrument panel make 
the deluxe fan a sure sales winner. All other models are 
equally as modern with the slim trim look. Just seven 
Fasco models are all you need to give a complete selec- 
tion to your customers. There’s a fresh look all about 
Fasco—new line — new prices — new sales policies. 
Send in the coupon for beautiful color catalog and 
complete information. 
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it rewinds itself 


NEW K:= WYTEFACE 90 stcel tape rule 


with simple squeeze 
or press control 


squeeze top and bottom 


it rewinds itself 


The WYTEFACE 90 assortment gives 
you the highest steel tape profit on the market! 


press down on flat surface 


it rewinds itself 





List Price 
7400—6 ft. $1.49 each 
7400—8 ft. $1.79 each 
7400—10 ft. $1.99 each 
7400—10 ft. $1.99 each 
7400—12 ft. $2.29 each 





Shipping weight of the assortment 6 Ibs. 11 oz. 
*Introductory offer good until April 30, 1958. 


Less 40% Discount 
Your cost 


$2.98 
7.16 
7.96 
Free 
4.58 
$22.68 
9.07 
$13.61 


SPECIAL INTRODUCTORY OFFER, MR. DEALER® 
“BAKER’S DOZEN” ASSORTMENT ... WITH 40% DISCOUNT 


YOUR PROFIT 
$ 9.07 


Your free tape rule 1.99 
YOUR TOTAL PROFIT $11.06 


Your 40% discount 


BUY THROUGH YOUR JOBBER 








SPACE-SAVING 
DISPLAY 


Colorful display 
carton takes up 
only 4% inches by 
8 inches in space. 
Individual cards 
sell tape rules at 
sight ... your cus- 
tomers can pull 
blade out and ex- 
amine it. 


KE KEUFFEL & ESSER co. Hoboken, N. J. 


SOUTHERN HARDWARE for April, 1958 
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The MOST Clever 
LAWN RAKE 
on the market today. 


#41 KLEEN SWEEP 


And the fastest 
selling Steel 

LAWN RAKE 
#49 REGAL 


Plus the ONLY Wood 
LAWN & HAY RAKES with 
STEEL NECKS 


STEEL NECK 
Extends from here 
to end of handle . 


ALL OF THE ABOVE RAKES 
PACKED IN CARTONS! 


RUGG MFG. COMPANY 


Manufacturers of a complete line of 
Snow Shovels, Snow Scoops and Snow 


placing his order. 

One piece of equipment which 
has proven to be a real back-saver 
is the electric hoist installed over 
the linoleum yard goods storage 
Our linoleum yard goods are put 
up in boxes about nine inches 
square and twelve feet long. Some 
of these boxes weigh over 350 
pounds. Previously, they had been 
handled in and out of the stacks 
manually, requiring at least two 
men. Now, with the hoist mounted 
on overhead rails, one man with a 
special grab attachment has no 
trouble stacking the heaviest of 
these boxes. 

A comprehensive cost reduction 
program is a hard, never ending 
job. We know there is truth in the 
saying that the world belongs to 
the dissatisfied. We don’t feel that 
we are through yet 


° 


No Time for Copycats 


(Continued from page 48) 


on receipt at the office the order is 
registered by pulling the account- 
ing copy. Customer instructions 
are noted on the order. The 
original charge sheet and three 
copies are then sent to the ware- 
house (one of the six parts has 
been retained by the salesman). 

In order to expedite the filling 
of orders received, a Bruning 
Copyflex machine is located in the 
warehouse. This machine is used 
to produce extra _ stock-picking 
copies for each floor or warehouse 
involved in the order. 

The translucent original charge 
sheet and the shipping papers are 
held in the warehouse office until 
the various picking copies and the 
merchandise arrive for packaging 
and shipment. The “quantity 
shipped” information is _tran- 
scribed to the charge sheet and 
shipping papers. The order set is 
then separated for shipping pa- 
pers. The original is returned to 
the office, where it goes through 
the normal steps of order entry for 
back orders, inventory, pricing, 
costing, extending, totaling, etc. 

Now comes the elimination of the 
“copycats.” Instead of transcribing 
the information from the charge 
sheet to an invoice form, we sim- 
ply send the charge sheet to the 
Bruning machine where all neces- 
sary invoice copies are _ repro- 
duced. Depending upon the speed 
of the machine operator, these 


TURNBUCKLES 


Se Senéce 
ASSORTMENT 
DISPLAYS 


make easy 
sales for 


TURNBUCKLE ASSORTMENT 


52 Turnbuckles in 10 fast selling sizes 
and styles. Attractive 14” x 6” oll 
metal display pane! in 3 coiors. Unit 
packed for shipment. A complete line 
of open stock Turnbuckles available 





EYE BOLT ASSORTMENT 
Ten each of the most populor sizes 
of Eye Bolts, boxed by size. Sturdy 
14” x 6” all metal disploy pone! in 
3 colors. Unit pockcd for shipment. 
Open stock Eye Bolts avcilable in 8 
thread sizes 





U-BOLT 
ASSORTMENT 


Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” 
all meto! display pone! in 3 colors. 
Unit packed for shipment. U-Bolts also 
ovoilable from open stock 





LAG THREAD 
EYE BOLT ASSORTMENT 


80 bright zinc plated log Thread 
Eye Bolts in 6 popular selling sizes. 
Packed for shipment with durable, 
colorful 14” x 6” display ponel. 
Availabie in open stock. 


ORDER FROM YOUR WHOLESALER 


urnbuchles 


TURNBUCKLES, INC. 


Pushers, Steel and Wood Lawn and Hay copies can be reproduced at a rate 
Rakes. of from 200 to 300 per hour. 

BUY THEM FROM YOUR JOBBER Woodward-Wight has pared of- 
fice overhead by the elimination 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 














“One good turn (buckle) deserves another’ 
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FITLER 


MANILA 
—THE PREMIUM 


ROPE 


Sold for Your Convenience In 
OCTAGONAL BOXES 


MANILA ROPE 


Fitler Rope is now treated with a new rotproof- 
ing known as Fungi-Static which arrests the growth 
of mold, mildew, Fungi and bacteria. It is this 
inner, finer quality at no extra cost that makes 
Fitler a premium rope and the best buy for you . . 
identified by the Blue and Yellow label. 


SOLD BY HARDWARE DEALERS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
PHILADELPHIA 24, PA. 








For steam, hot or cold 
water, oil, gas and 
compounds. 


DESIGNED for rugged service. 200 
pounds pressure. These valves can’t 
stick. They are also available with 
rubber poppets for use with air or 
cold water. Operation is noiseless. 

Very sensitive in operation. Work in 
any position. Made in seven sizes. We 
will design special Check Valves. 
Write today for Bulletin 204 or telephone 

James Tannehill, Harrison 3313 today. 


STRATAFLO PRODUCTS, INC. 


Fort Wayne, Indiana 











SPORTING FUN 


A complete line of the 
finest sport chairs made. 
Constructed for rugged 
wear, designed for 
comfort and practical 
use. Choose Delighter 
for your sport choir 
needs. Lightweight, all 
aluminum folding 
chairs. 


See your nearest dealer UNIVERSAL CONVERTING CORP. 


or write... 1125 B County St., New Bedford, Massachusetts 


LIGHTWEIGHT 


FORGED STEEL 


GARDEN 


Only 4 Ibs. Total Weight 
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Lightweight garden mattocks that $O LIGHT 
A WOMAN 
CAN USE IT! 








sell on sight! Choice of heads 





pick or cutter edge. Handle 

is factory-driven and wedged 
shape of eye prevents handle from 
turning or coming loose 

A finer, better, 

all-around product 

competitively priced 

result of 100 years of 

Klein Logan 

craftsmanship 


The 


Klein-Logan Co. 


Genera! Otfices—Pittsburgh 
REPRESENTED BY 


LOUIS WILLIAMS & CO. 


Nashville 3, Tennessee 
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@ Every single one of the fine 
Milwaukee-built vises you see 
here now is available on a 
special deal this spring... 
through March and April. Write 
factory today or contact 
representative for details on this new 
idea in vise merchandising 
that lets you profit on 
volume selling of vises. 
Another important point. 
This BIG DEAL covers 
quality vises. Every single 
vise is rugged, built to 
last .. . finest castings 
(made in our own 
foundry) , finest 
machining and finishing. 


Hurry! Order today! 


No. 807, 4”* 


No. 808, 5”* f 
\ 


No, 600, 2%”* 


No, 700, 342”* 


No, 805, 31"* 
No. 806, 4”* 


No. 822, 34"* 
No. 823, 4'4"* 


*jJaw Width 


| 
L 
W 
- 
! 
A 
E 
E 


MILWAUKEE TOOL & EQUIPMENT CO. 


2726 S$. 29th St., Milwaukee 46, Wis. 


A8-9454 





of “copycats,” substituting a copy- 
ing machine for our billing type- 
writers. 

Did we have any qualms about 
making this change? Certainly. We 
couldn’t help but wonder how our 
customers would accept a hand- 
written invoice. We knew that 
some of our salesmen didn’t write 
legibly. We thought that machine 
operation might add to our per- 
sonnel problems. 

This past year’s history has 
answered our questions. Our cus- 
tomers have not only accepted the 
handwritten invoice but are happy 
with it. Why not? They are getting 
more accurate invoices and getting 
them faster. 

Some of our salesmen didn’t 
write legibly, but we found out 
that they could; and when they 
realized that they were creating an 
invoice for their own customers as 
they wrote an order, they did. 
And further, we have found that 
the machine operation not only did 
not create personnel problems, but 
helped eliminate them. Since the 
copying machine can be operated 
by anyone with a minimum of 
training, it eliminated dependence 
on skilled typists. 

Our new one-writing order-in- 
voice system has proved to us at 
Woodward-Wight that we have 
“‘No Room for Copycats.” 


> 


Packaging to Meet 
New Competition 


(Continued from page 49) 


have resulted in the development 
of new types of businesses which 
are purely in the packaging busi- 
ness. They buy merchandise from 
American and foreign manufactur- 
ers and then package the goods in 
salable sizes, for self-serve opera- 
tions, in these new types of retail 
stores. 

A considerable number of re- 
tail stores are now being operated 
on a self-serve or semi-self-serve 
basis and are buying merchandise 
from these packaging concerns. 

Those packaging firms which 
are familiar to the writer are sell- 
ing this package merchandise di- 
rect to the retailer. This means 
that the wholesaler of this same 
merchandise, now buying from the 
manufacturer in the manufactur- 
er’s standard packages, is losing 
this business. 

However, some “old line” Amer- 
ican manufacturers are beginning 
to see the light and are now pack- 
aging goods in a limited way for 
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VICTOR 


HACK SAW 


BLADES 
BY REPUTATION, 
the better 
Hack Saw Blade 
BY SALES, 
a better 
profit producer 


Advertising presells your cus- 
tomers on the quality-made 
Victor Hack Saw Blade. Top 
performance re-sells them 
when they need a replacement. 
Every blade is the product of 
the best grades of alloy steel 
plus skilled workmanship that } 
assures the purchaser of the 
best Hack Saw Blade he can } 
buy...and at the right price. 


QUVH Tv auvaNnvis YOLOIA 3) 











Special Flexible Blade 
Economy-priced blades for the average 
homeowner. 

Moly® High Speed Steel 
Long-life, outlasts standard high speed 
blades by 10 to 1. 


{ ns aed 


Victor Hack Saw Frames 


You get the correct blade tension every 
time, automatically. 


Two Colorful Display Cards 
Make your selling job easier by dis- 
playing these eye-catching, sales-build- 
ing displays where your customers can 
see — and buy. 


Display Card No. 166 holds 10 
*‘Molyfiex” blades, assorted. Display 
Card No. 45 holds 3 blade assortment 
of Special Flexible Blades. 


= Victor 


Sold Only Through 
Recognized Distributors 


Ecsite 


Distributor for a supply of : 
NEW Metal Cutting Booklets Bend 
and Wall Charts. + 


VICTOR - 


VICTOR SAW WORKS 
MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hacksaw Blades, 
Frames, and Metal and Wood Cutting 
Band Saw Blades of every type and size. 
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self-serve operations. 

To the reader who wants to 6 ° 
check further on this problem, I 
would suggest he walk through 
some of these suburban shopping 
centers. Here you will find strap 
and T hinges, hinge hasps, butts, 
cabinet hardware, nails, brads, 
screw hooks and eyes, screw hooks, 
bits, etc. 

Along with the rapid growth of 
these new outlying shopping cen- 
ters we note the rapid breaking 
down of trade lines. The stores 
which handle hardware, groceries, 
drugs, etc., exclusively are giving 
way to stores which are more of 
the department or variety store 
type. Basically, they may still be 
hardware, grocery or drug stores, 
but they have added many lines of 
merchandise that are foreign to 
their basic business. 

We people who are in the hard- 
ware business, whether wholesale 
or retail, are much concerned with 
the problem of continuing to get 
our share of the consumer’s dollar. 
If it is necessary to have merchan- 
dise properly packaged to meet 
new types of competition, or espe- 
cially packaged for self-serve op- - 
erations, we should have it. If not, She’s the “little woman” who putters around in her garden 
we may expect to see more hard- and insists that her dahlias, asters, marigolds and other 
ware business lost to the super- flowers be protected by a fencing that’s strong, attractive and 
markets or other new competitors so light that she can put it up herself. She'll buy from you — 
as the suburban shopping centers or see to it that her husband does — if you offer G&B Gard- 
continue their rapid expansion in N-Beauty Flower Border, the fencing with the smaller mesh 
the years ahead. that affords greater protection and is almost invisible. 

* 
This woman — like her husband — is in- 
Progress Through terested in cost as well as quality; another 
Teamwork reason why she'll want the fencing that 
(Continued from page 50) COSTS ONE-THIRD LESS THAN 
SS OLD-STYLE FENCING! She's a pros- 
mediate responsibility of the ; pect for the other garden supply items 
wholesaler, he is, in the final an- ' 
: you sell, too! 
alysis, the manufacturer’s agent, 
pe ren pores ae is wise, res. The ladies can put it up themselves ¢ Sup- 
wul try to know as much as possi- - : : = : 
hitb ciation, Sets wnstientia Ste o6- plied with 14 slip-in stakes ¢ Is galvanized 
fectiveness and the reasons why, if 
he is not effective. He will co- 
operate with the wholesaler, there- 


fore, in strengthening the retail- 50 Ft. Roll + Mesh — 2” x 25%” + Gauge — No. 16 « Width — 18” 


er’s hand, by providing literature . ; 
and  point-of-purchase material * Supplied with 14 Stakes 


that will help the retailer move his ' . 
goods. He will keep the retailer's Write for free posters and newspaper mats that will help you 


problems in his mind as clearly as sell Flower Border and other low-cost, profitable items in the 
does the wholesaler. Where he can complete G&B line: Welded Fence; Perma-Gard; Perma-Net- 
help, he will. ting; Hex Netting; Hardware Cloth and 
Two years ago at The Stanley ge Oy, Wire Insect Screening. 
Works we made a thorough survey S 
of the selling habits of the nation’s 
retail hardware dealers and dis- 
covered shocking facts, primarily 
that most retailers had no idea of 
what were their potential best sell- 
ing items or the most efficient way ° : 
to display them. As a result of its Since 18°® 





ofter welding for rust resistance, longer life © 
Has smaller mesh for better appearance, 
greater protection e COSTS 1/3 LESS. 


GILBERT 2 BENNETT 


GEORGETOWN 1, CONNECTICUT 
BLUE ISLAND, ILLINOIS 


: 
% 
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ATTENTION 


WHOLESALERS & DEALERS 


IT'S NEW — IT'S FREE 
AND 
IT’S MADE TO INCREASE 
SALES & PROFITS 





THE ALL-NEW-ALL METAL 
ARNOLD "400" 
SILENT SALESMAN and 
MERCHANDISER 


FREE WITH PURCHASE OF 
72 Cartridges and one 
SPRAYER 
@ Suggested Retail 
@ Dealer Cost * 
@ Dealer Profit 


* Suggested Wholesale Resale 


$35.75 
$21.45 
$14.30 


Southern Sales Reps. 


G. M. Baird & Co. 
Dallas, Texas Memphis, Tenn. 
3700 Kimbrough 

Abrams Rd. Towers 


Nashville, Tenn. 
201 Woodmont Circle 
Florida Representatives: 


Orlando, Florida 
H. A. Bridges 
1424 Quailey 


MANUFACTURED BY 


GARDEN HOSE SPRAY CO., INC. 


CAMBRIDGE 40, MASS. 


SEE YOUR JOBBER 














finding, the company created a 
sales aid which it called Profitool 
and which provided a guide for 
purchase, stocking and the most ef- 
fective display of those hand tools 
which experience had _ proved 
would most likely be sought by the 
shopper, including tools made by 
companies other than Stanley. It 
included a variety of information 
and sales instruction. The company 
offered the package to all dealers 
who would use it. The value of this 
has been supported by the fact that 
sales have been increased more 
than 100 percent by many dealers 
More than 2,000 Profitool displays 
have been installed throughout the 
land and we have enthusiastic re- 
ports of success. 

This sort of action is only one 
example of what a manufacturer 
can and should do to create sales 
that cannot be encouraged at any 
other level. Much time and ex- 
pense were involved in this sur- 
vey and in the Profitool display, 
much more than any wholesaler 
or retailer could afford for the re- 
turn that either could expect. 

In the matter of advertising the 
situation is similar. It is the manu- 
facturer who seeks the national po- 
tential market and who can afford 
to advertise nationally, presenting 
the product name attractively in 
publications read by large audi- 
ences. But when he invests in such 
advertising, the wholesaler—and, 
even more, the retailer—should 
link himself with such _ effort, 
through local advertising that ties 
in his parochial prestige with the 
more broadly-based prestige of the 
manufacturer. 

The wholesaler, recognizing the 
value of public recognition of prod- 
uct which the manufacturer’s ad- 
vertising creates, should urge his 
retailers to take up the cry locally. 
Frequently the national advertis- 
ing, impressive because of the 
fame associated with the maga- 
zines in which it appears, can be 
merchandised in the retailer’s store 
window and counters and in local 
newspaper or radio station promo- 
tion. 

But first responsibility starts 
with the manufacturer. He must 
set the ball rolling by placing the 
advertising, and then the whole- 
saler must add his push and the 
retailer his so that the sequence 
may be followed all the way 
through to the man or woman who 
comes in from the street through 
the retailer’s door, seeking the 
product. It is a matter of chain re- 
action all the way and there must 
be no break if it is to be effective. 

Efficiency and low-cost distribu- 
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for mote 
COUNTER TO COUNTER 


profits... 


Sell VICTOR 
Animal Traps 


There's a Victor Trap 
especially designed for 
every popular fur 
bearing animal. 
Victor Traps are 

first on trappers’ 

lists . . . they'll 

sell on sight from 

your counter. 





Sell VICTOR Mouse 
and Rat Traps 


Superior materials 
and construction 
assure quick action 
and positive grip. 
Attractively dis- 
played in 2-Pac and 
4-Pac cartons and 
Twin-Pac clear plas- 
tic bag for greoter 
sales appeal. 








Duck Decoys 


The most complete line, anywhere . .. 
includes molded fiber, Tenite plastic, 
inflated tough vinyl plastic and wood. 
Regular and oversize models; 9 spe- 
cies. Also goose, crow and ow! decoys. 








Sell OLD PAL 
Bait Buckets 


Metal and molded fiber 
buckets in a full range 
of styles and sizes. Also 
metal worm containers, 
fly boxes, minnow trap, 
plastic fly and lure boxes 
and spin kits. It’s the line 
more fishermen prefer... 
make sure they get them 
at your counter. 








Sell TRUMP 
Garden Tools 


Trump offers a garden tool for 
every use, user and price range. 
There's the Trump Deluxe— 
manufactured of fine 
16-gauge cold-rolled 

steel. Trump 800 ond 

700 series offer sturdy, 

high quality tools at 

low cost. Stock your 

counter with the com- 

plete line. 








Order these famous brands by 
name from your wholesaler. 
ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 
Berkeley, Calif. * Niagara Falls, Canada 
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PROFIT and PROLON 
start together! 


> PO, 
CHORALEER @ f 


REGATTA 


NTAL POPPY 


PROLON... 
the only completely decorated melamine 
dinnerware...gives you a pattern for every taste. 


“A pattern on every piece”’ is a PROLON sales story a prospect 
finds hard to resist. And what lovely—and lively — patterns they 
are! Each is fashioned to a definite American ‘‘mood”’. ‘Oriental 
Poppy” is styled to Classic tastes; ‘‘Granada’’ strikes the Tradi- 
tional note; “‘Choraleer” is brightly Modern; and ‘‘Regatta”’, 
tastefully Abstract. 


Take the fresh, glowing colors of these patterns, the gleam- 
ing, translucent-white Melmac®-quality melamine, the award- 
winning style, and you know why PROLON'’S decorated Florence 
line is the fastest-rising seller in melamine dinnerware. To com- 
plete the picture, add the vivid colors of Florence Plain and the 
unmatched value offered by high-styled, low-priced Beverly and 
you have the complete melamine dinnerware ‘‘package’’. Look 
into PROLON—it’s priced for profit in every range. . . in open 
stock or in sets. 


OOLON 


DIVISION 


Pro-phy-iac-tic Brush Company, Florence, Mass. 


REPRESENTATIVES: Robert Fowler, 4138 Winthrop St., Sarasota, Fla 
Van Brauman & Co., 2011 Cedar Springs, Dallas 1, Tex 
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HOLLOW WALL ANCHORS 
3 Sizes do every job 


No need to stock up to 9 sizes of ordinary anchors. Just 
3—Wing-Ding Shorty, Standard and King Size meet all 
your customers’ needs. Engineered by Diamond, orig- 
inal anchoring bolt patentee, Wing-Dings are used in 
the home, do-it-yourself projects, and in industry. 
You're sure it’s secure with Wing-Ding. 


STANDARD 


= 


~~ 
1/610 3/4 


KING 
Veto rie SIZE 


Takes only 5/16” hole. Fits 
wall thicknesses of 4%” to 
1%”. Tested to 500 Ibs. 


Takes %” hole, smallest 
size hole of any wall fas 
tener. Easy to install 


OFFER 
YOUR CUSTOMERS 
ALL THESE EXCLUSIVE 


wing.ding 
ADVANTAGES 


¢ Just 3 sizes for wall thicknesses from 1/16” to 1%”. 

¢ All sizes blister-packed. 

* Take smallest hole of any wall fastener. 

¢ Strong, one-piece, tripod construction holds up to 500 Ibs. 
¢ Long threaded section eliminates stripping. 

* Set quickly and easily without need of special tools. 

* Removable, when necessary. 

Write today for free Wing-Ding samples and the name 
of your nearest distributor. Also for complete data on 
other top-quality Diamond products. 


SHORTY 


Designed for narrow spaces 
Short enough for use on hol- 
low doors, furred wallboard 





DIAMOND EXPANSION BOLT CO., INC. 
500 North Avenue * Garwood, New Jersey 


Stocking Worehouses: Atlanta, Boston, Chicogo, Dallas, Denver, Detroit 
los Angeles, New York, Philadelphic, Pittsburgh, San Francisco, Seattle 
St. Lovis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Co 
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tion, then, are what we need. The 
competitive economy is the best 
way we have found to bring this 
about. 

Competition usually means 
change. Changes are showing 
themselves in the field of distri- 
bution, usually accompanied by 
agonized howls from those who are 
temporarily hurt before they learn 
to accommodate themselves to new 
conditions. A manufacturer or 
wholesaler has every right and 
duty to examine these changes, de- 
cide whether they are good or bad 
for him, and then act. 

I do not condemn manufacturers 
who decide to sell direct, if that is 
the best thing for them and for 
their stockholders. I do not con- 
demn wholesalers who organize 
voluntary chains, seek price con- 
cessions, and try other schemes to 
maximize their profits by doing a 
more efficient job. By the most ele- 
mentary logic, the result of this 
pressure can only be useful and 
profitable for the ultimate pur- 
chaser of the goods handled. 

Wholesalers, therefore, cannot 
remain strong in a free competitive 
economy by merely “talking” ef- 
ficiency and low-cost distribution. 
They must perform. They must be 
ready to accept and act upon new 


kinds of thinking and new con- 
cepts of doing business. They must 
be ready to shift their selling em- 
phasis as their markets change. 
They must be quick to take on new 
office accounting, selling, and 
merchandising methods which will 
help to do a better and less ex- 
pensive job. 

Likewise the manufacturer must 
play the game by the same rules. 
The most product and the best 
service for the lowest possible cost 
must remain his first principle. 
The wholesaler must expect this, 
urge it, insist upon it, and change 
his source of supply if he does not 
get it. It is up to the wholesaler to 
insist that the manufacturer ques- 
tion every old rule, every old tra- 
dition, which tends to keep up 
costs. And it is up to the manu- 
facturer to do the same thing 
when he chooses the way to bring 
his goods to market. 

I think the mutuality of prob- 
lems is understood today more 
clearly than ever before by both 
manufacturer and wholesaler. The 
day of suspicion is pretty well be- 
hind us. We think more wisely 
and we have come to realize that 
neither can stand alone. To the 
end that this understanding may 
grow and become an even more ef- 


fective instrument in the healthy 
growth of this industrial America, 
we both may well dedicate our 
best efforts. 


° 


Meeting the Challenge 
(Continued from page 52) 


his reaction to criticism. 

In addition to the above, the 
sales trainee is given the 16 week 
advanced course in hardware re- 
tailing provided by the NRHA. 
Following this, his first phase of 
training, the trainee undergoes a 
short training period in our ship- 
ping department, at which time he 
observes our method of company 
and common carrier truck loading, 
routing of shipments, and other 
pertinent data. 

Upon completion of that short 
course, he is sent to our inventory 
control and pricing department for 
a minimum of four weeks, during 
which time he further familiarizes 
himself with our pricing method, 
costs and catalog. He is also af- 
forded an opportunity to observe 
correct, as well as incorrect, order 
writing. 

When the sales trainee has com- 











Are you making full use of our Reader Service? 
The editorial and business staff of SOUTHERN HARDWARE is eager to serve 


you. One way in which we can help you is to make it easy for you to draw upon 
the wealth of technical and promotional material available from manufacturers. 


In the accompanying pages are the descriptions of scores of useful catalogs, 
helpful literature and sales aids. 


Check over the list of publications and informative bulletins available, note the 
numbers of the ones you need on the Handy Return Card coupon along with 
your name, title, company, and address plainly written. We will tell each manu- 
facturer to send directly to you the information you want. 


Address your requests to: 


Reader Service 


SOUTHERN HARDWARE 


806 Peachtree St., N. E. 
Atlanta 8, Georgia 
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It's easy to control pests that chew leaves and flowers, sap plant vitality or cause 
other damage — when you use a Hayes garden hose sprayer. 

The Hayes mixes, proportions and applies spray materials automatically. It 
does the job more efficiently than any other type of garden sprayer made. And — 
at lowest cost per year of service! Approved by leading manufacturers of garden 
chemicals. Backed by seven U.S. Patents. Available at nursery & hardware dealers. 
HAYES GARDEN SPRAYERS: For insecticides, fungicides, crabgrass killers, fly, ant and termite 
control. In 144, 3, 4, 6 and 12 gallon sizes. From $2.95. HAYES LAWN SPRAYERS: For fertilizers, 
lawn moth solutions, fungicides, weed killers, herbicides, etc. In three handy models. From $2.95. 
Write for Free 20-page booklet on garden & lawn care — “How to Win the Battle of the Bugs” 
HAYES SPRAY GUN CO. + World's largest manufacturer of garden hose sprayers + Since 1934 

98 North San Gabriel Boulevard, Pasadena, California — Department | 





WATCH FOR 
HAYES ADS 
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pleted this portion of the training 
program he is instructed in our 
credit department on how to open 
new accounts, and what informa- 
tion is necessary for this important 
part of selling. He then spends a 
week in our catalog and mailing 
departments to familiarize him- 
self with that phase of our opera- 
tion. 

_ The sales trainee is next as- 
signed to our sample floor and 
works one week in each of our 
seven departments. He is held re- 
sponsible for care of that particu- 
lar department’s samples and dis- 
plays, and for the cleanliness and 
general upkeep of the department. 

The trainee then spends a week 
with each of our nine city sales- 
men, observing each man’s tech- 
nique and methods in dealing with 
the retailer. When the trainee fin- 
ishes this “outside” portion of his 
training, he then is definitely as- 
signed to our sample room and will 
continue to work as outlined pre- 
viously. 

He will be used to relieve a ter- 
ritory salesman who might be on 
vacation or on sick leave. We will 
further use him for special work 
with factory missionary or detail 
men in making calls on retailers 


on new merchandise and new 
lines. We also utilize him in assist- 
ing our dealers with store lay-outs, 
sales promotions, and/or any other 
merchandise aids that we are in 
the position to extend to the re- 
tailer. 

Our catalog department pub- 
lishes our dealer and salesmen’s 
catalog in a modern print shop 
that is equipped with two #1250 
Multilith presses, plate making 
equipment, and three Vari-Typ- 
ers. We handle all the layout work, 
plate making, printing and bind- 
ing of each catalog. Our weekly 
change sheets are made with the 
use of paper plates. In the past we 
have averaged about 5,000 dealei 
catalogs per year. It is our objec- 
tive in the future to do a still bet- 
ter job by maintaining a smaller 
salesman’s catalog and also a bet- 
ter dealer catalog. About 60 per- 
cent of the office forms that are 
used by the company also are made 
up and printed in our own shop. 

In our continued efforts to keep 
pace with the times and to reduce 
the time required for paper work 
and office procedures we have in- 
stalled considerable new equip- 
ment during the past year. One of 
these is the Bruning Copyflex bill- 


ing system which has reduced oul 
billing time considerably, while at 
the same time reducing the cleri- 
cal help needed for this operation, 
as a result our customers are re- 
ceiving invoices much faster. We 
have replaced our comptometers 
with Burroughs duplexes in our 
order extension department. These 
machines carry the totals as they 
extend, thus saving adding time. 

The sales analysis and commis- 
sion work is now done on a Bur- 
roughs Senismatic machine, cut- 
ting down clerical time by one 
third. These moves to streamline 
our office have been made for a 
dual purpose — first to cut over- 
head in order to remain competi- 
tive and, secondly, to serve our 
customers better. 


a 


New Orleans 
Convention Program 
(Continued from page 53) 

gram by Knight & Wall’s Frank 
M. Cooper, III, and a report by 
John W. Sheffield on Americus 
Hardware Co.’s experience with a 
new Cardatype system. 

Though the entertainment pro- 








HAVE YOU 
CONSIDERED 
THE MANY 
ADVANTAGES 
OF A BELT 
DRIVE AND 
BIG WHEELS 
IN THE HEAVY 
DUTY CLARK 
ROTARY 
MOWER? 


types of terrain, banks included. 


BETTER AND EASIER. 


2468 MELVILLE ROAD 
DECATUR, GA., U. S. A. 


BIG WHEELS with ball bearings mean easy rolling on all 


BELT DRIVE means no more bent crankshafts regardless of 
what you might hit. If your customer has a small 
school yard or an institution, there is a BELT DRIVEN CLARK 
ROTARY MOWER WITH BIG WHEELS TO DO HIS JOB 


Standard equipment includes hand throttle, big Wheels with 
heavy duty tires, Recoil starter, special alloy steel one piece ucts for over 
blade, front spray chute and all welded steel construction. 


MR. DEALER: WRITE FOR FRANCHISE INFORMATION TODAY. 


CLARK MANUFACTURING CO. 


PHONE DRake 7-336! tor or write. 


yard, a 





Silent Sioux has 


fered quality _ FOR you 


years. Full volume and 
shipping discounts al- 
lowed. For more in- 
formation on the com- 
plete Silent Sioux line, 
contact your distribu- 


ERBO 


y\ A 
Vinge) U-Nar- 


SILENT SIOUX'S 
WATER TIMER 
VALVE 


shuts off water 
automatically 


Automatic sales for you—with 
this pre-sold, nationally ad- 
vertised timer valve. Controlled 
moisture allows greener lawns, 
healthier plants without weast- 
ing water. One and two hour 
units available. "Waterboy 
Automatic"’ shuts off water at 
any time selected. Fits rden 
hose or iron pipe. Satisfaction 
proven since 1952. $11.50 and 
$13.50 retail. 


EXTRA 
SALES 





36 e 
with 


“WHIRLWAY” WALL FAN 


Solves heat circulation prob- 
lems. Cuts fuel bills, provides 
greater comfort. Offers cool 
and refreshing air in the hot 
sticky months. Designed for easy 
installation. 

















SILENT SIOUX CORP., 8635 W. College Ave., Orange City, Ia. 
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Your customers will soon be look- 
‘ing for Royal “Flip-Tite” outdoor 
devices and “Powr-Kord” heavy- 
duty extensions. Display this pop- 
ular combination and capitalize on 
the big demand for weatherproof 
electrical devices and cords . . . for 
connecting lawn mowers, hedge 
clippers, outdoor barbecues, porch 
lights, and the countless other elec- 
trical necessities of modern living. 


Stock up today, from your nearby 
Royal wholesaler . . . or write for 
catalogs and give us your whole- 
saler’s name. Royal Electric Corp., 
Pawtucket, Rhode Island. 








““FLIP-TITE””’ 
WEATHERPROOF RECEPTACLES 


Separate, spring-hinged covers 
seal each outlet. Available in sin- 
gle and duplex universal plates; 
single and duplex receptacles, 
both 2- and 3-wire; single pole 
and 3-way switches. 


“POWR-KORD” 
HEAVY-DUTY EXTENSIONS 


rubber and plastic 

-in black and 
red. Molded-on at- 
tachments provide 
sealed weather- 
proofing. Packaged 
for attractive dis- 
play. Two and 
three conductor 
types —-in a full 
range of wire sizes 
and lengths. 


ROYAL ELECTRIC CORPORATION 


an associate of International Telephone and Telegraph Corporction 


PAWTUCKET RHODE ISLAND 


Manvfacturers of WIRE * CABLE * CORD SETS * FUSES * WIRING DEVICES 
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Aqua-Float?® 


America's Favorite Ski Belt 


BETTER TIAN EVER 


Now in TWO NEW MODELS 


KAPOK and 
SOFT FOAM 


Today's water skiers demand a 
ski belt that is comfortable, de- 
pendable, and allows complete 
freedom of action. That's why 
they choose Aqua-Float Ski and 
Surf belts. This year’s model is 
more rugged than ever to with- 
stand the stress of sudden spills 
and heavy usage. Stock the ski 
belt your customers demand— 
Aqua-Float advance design 
plaid Ski and Surf belts in the 
eye-catching plastic package. . 

es 


New Reinforced Construction 


(trouble free) 


Soft, bueyent kopok contours the body, will not 
rub or chofe, is light. Also new PYC Vinyl Foom 
provides permanent byoyoncy-soft contour fitting 


Inserts electronically seoled for permorent 
buoyancy KAPOK MODEL) of in PYC 
foom cannot waterlog—superbuoyant—soft . 


ond light—never sooks or sinks 


’ 


/ 


Heavy duty reinforced ends, easy snap 
hook closure, simple, sure od 


justment of 300 ib. test (oll 
crovnd) web strop in both ie 


models 
Distinctive smert ploid print is 


Also stock the populer Aaquo- drying, color fost, in both models 


Float plaid companion Ski Vest 


ond US.C.G. approved boot- 
ing jockets 


Aqua-Float® 


U.S.C.G. Approved buoyant 
cushions set the pace in 
design and quality and sales! 
Striking new color combina- 
tions and attractive two-color 
screen designs with a wide 
price range for every com- 
petitive need. Ask about new 
Aqua-FLoat foam cushions. 


Write for new full-color 
brochure. 


STYLE-CRAFTERS, INC. 
GREENVILLE, SOUTH CAROLINA 
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gram had not been completed at 
press time, the entertainment com- 
mittee under the chairmanship of 
Felix M. Tranchina promises an 
outstanding schedule of events. In 
addition to dancing each evening 
with the exception of Sunday, 
there will be a general entertain- 
ment program on Tuesday eve- 
ning, and a highlight of the con- 
vention for the ladies will be a 
breakfast at Brennan’s in the 
French quarter. And, of course, 
the annual convention golf tour- 
nament will be on the schedule of 
events. 


The Record of 50 Years 


(Continued from page 55) 


another three years. 
understand that as 
special recognition of the Old 
Guard’s 50th anniversary, there 
will be a presentation of Roll of 
Honor pins during the convention 
at New Orleans, the week of April 
13, in connection with special cere- 
monies honoring the Old Guard at 
the Southern Association’s first 
separate business session, on Tues- 
day morning, April 15. 


pected for 
However, we 





America’s 


most “wanted” 


plier... 


CHAN jg, LOCK 


The ‘Want Books”... and ringing 

cash registers .. . of hardware stores 

all over America give profitable 

proof of the growing sales of the 
Channellock No. 420. Hundreds of 
thousands of these handy, popular 
pliers are bought each year by 
mechanics and householders alike. 

They like its pipe-wrench grip . . . its all 
‘round usefulness. And you'll like the 
steady profits when you put America’s 
most “wanted” plier up front for your 
customers to see... “heft’’...and buy. Let 
us send you our new Catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 


It’s easier to stock 
just one line of pliers 
pene Fb 
, Fie Pi 
4 = 


/ 
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It's PROFIT-WISE to stock the 
genuine CHANNELLOCK line. 


-. 





This is, of course, just a bare 
skeleton outline of the history of 
the Old Guard. It is not the purpose 
of this article to tel] what the or- 
ganization has meant to its mem- 
bers, or to the hardware industry 
in general. That would make a most 
impressive story, but it is not a 
part of this record. 
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Functions of the 
Old Guard 


(Continued from page 57) 


pose is to promote friendship and 
good will, and also to serve and ad- 
vance the interests of the hardware 
industry in general. 

The past 50 years have been 
eventful ones—years that have 
seen good times, depressed eras, 
and two world wars. It seems fit- 
ting that at this time we should re- 
flect on the past, take stock of the 
present, and give serious thought 
to the ever-changing future. 

Membership in the Old Guard is 
limited to 100. Since the Old Guard 
is held in such high esteem 
throughout the hardware industry, 
one can readily see why member- 
ship is so highly esteemed and 
why at almost all times it is fully 
up to the membership limit per- 
mitted in the by-laws. 

Era of Change 

We are in an era of great chang- 
es, and particularly so in the field 
of distribution. Many one-time 
large-volume hardware lines have 
passed out of the picture or are in 
little demand. Many items that 
were once found exclusively in reg- 
ular hardware stores are now found 
also in many other types of retail 
outlets. Trade lines have been 
breaking down and new forms of 
distribution have been developed. 

It is in times like these that the 
members of the Old Guard can 
serve best, not only in the regula- 
tion ways but also in an advisory 
capacity. I like best the term used 
by one of our good distributor 
friends who referred to the assist- 
ance he received from Old Guard 
members as “counsel.” 

The Old Guard is justly proud 
of its long-time friendship with the 
Southern Wholesale Hardware As- 
sociation as well as the American 
Hardware Manufacturers Associa- 
tion. We look forward to a con- 
tinuance of this friendship, offer- 
ing to serve in any way possible 
that will further the best interests 
of the hardware industry. 
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, “ Gamble. ‘supermarket’ 
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ordering means lower inventories, 


faster turnover. 


\ 


NO MORE HEADACHES with stock control 
when you become a Gambles dealer. Instead 
of dealing with many suppliers, you use a sim- 
plified ordering system that fills your needs from 
one convenient source. And you may order in 
small quantities. This means faster turnover, 
which combined with the advantage of lower 
inventories, produces higher profits for you. 
And of course you need less capital invested. 
Check the other advantages of a Gambles 
dealership—experienced merchandising help; 
dynamic advertising; effective store planning; 
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Says John Kelt 
Tucumcari, N. Mex. 


top-notch merchandise selected by qualified 
buyers. And you'll like Gambles efficient ware- 
housing, with prepaid delivery right to your 
store .. proven accounting services . . . helpful 
financial guidance. It’s a plan that’s bound to 
succeed for you as it has for so many others! 

TAKE THE FIRST STEP now: 

a bricht future as a Gambles dealer 

for this free booklet i 


outlining the 
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DEALER SALES AIDS 


= For more information on these sales 
= aids use the free post card on page 141 


Bathtub Anchor Display 


The Hollaender Manufacturing Co., 
Cincinnati, Ohio, announces a 9” by 
12” counter display free to retailers 
with the first order for a dozen or 
more Hol-Anchors, the company’s 
new bathtub hanger. One is mounted 
on the display, which illustrates 
proper use of the device. 


The Hol-Anchor, made of high- 
tensile aluminum alloy, is adjustable, 
allowing for quick installation and 
easy leveling of the tub. Use of the 
Hol-Anchor, which is mounted in the 
wall behind the tub, will eliminate 
the possibility of being forced to re- 
turn for recaulking, the manufacturer 
states. For more information— 

Write in No. X1 on card, Pg. 141 


Key Sign 


A Yale key sign, painted in four 
colors and baked to ensure a durable 
finish, is announced by The Yale & 
Towne Manufacturing Co., Lock and 
Hardware Division, White Plains, 
me Be 

Bonderized to resist the effects of 
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CY ee WE CUTTHE FINEST KEYS" 








bad weather, the new 16 gauge steel 
sign is equipped with two zinc plated 
hooks for hanging. Its 15%4” height 
and 34%” length make the sign visi- 
ble for a considerable distance. 

The sign can be obtained at a co- 
operative price of $2.00. For more in- 
formation— 

Write in No. X2 on card, Pg. 141 


Packaged Aluminum Nails 


Packed under the trade name, 
Temprite, new individual packets of 
aluminum nails are offered by Phifer 
Wire Products, Tuscaloosa, Ala. They 
are the same nails which heretofore 


have been offered only in “job-size” 
boxes and 50 pound cartons. 

Making a bid for the do-it-yourself 
buyer, Phifer is sealing from 15 to 
100 nails (depending en size and type) 
in a transparent polyethylene bag. 
Each bag has a saddle label that has 
both the price and type of nail 
printed on the front. The type of nail 
is printed again on the back of the 
label with suggested uses. 

Temprite aluminum nails. are 
packed 150 bags per carton with an 
aluminum trim peg board display 24” 
x 24” included at no extra cost. For 
more information— 

Write in No. X3 on card, Pg. 141 


Drill Dispenser 


Standard Tool Co., 3950 Chester 
Ave., Cleveland 14, Ohio, announces a 
metal Drill Dispenser Assortment 


which provides quick sellers in high 
speed drills and drill sets. All drills 
are larger than ™% inch but all fit “4” 
chuck. 

Dispenser size is 9” wide, 74%” 
deep, and 12” high. It occupies only 
67 square inches of counter space or 
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FAMOUS 
FOR 
THE 


Features 
Fishermen 


$24.95 
MODEL 1000 





c alt 
It Pays to Sell America's leading tackle box line! 


The new Model 1000 Hip-Roof combination tackle 


ve llustrates famous UMCO 
ke : s best. Streamlined Aluminum case has 

SS 
t ys with lur-gard tray liners and 


rent for bait casting plugs, 


NEW BEDFORD ROPE be tl ne Ca tea 


ks, finger fitting 


Product of ie eh hameicaamia 


shave ali the bonus-quality features 
fishermen want that's why more and more 
dealers sell the UMCO line each year 


~j 


116 Years of Progress 


Quality-controlled materials improved methods based 


on 116 years’ know-how and progressive merchandising and 


packaging for your convenience—these achievements help make 


WINNER OF THE 
New Bedford the world s best rope buy DOLPHIN AWARD! $14.95 $17.95 
INDUSTRY'S MODEL 203 MODEL 2048 
HIGHEST HONOR 


; SPIN BOX TACKLE BOX 
First choice of hardware retailers because: = 


It’s sold in self-dispensing display cartons that: 


Hold full or half coils ee 
Keep rope clean ? 
Keep rope coiled “= 


It’s pre-measured | $10.50 } $11.95 


MODEL 52 MODEL 43 
Factory marked every ten feet COMB. TACKLE BOX | COMB. TACKLE BOX 





Sell every inch—no remnants 


Sell right from the carton 


AVAILABLE AT YOUR JOBBER 


$2.95 $2.95 
MODEL 30 MODEL 10 MODEL P-9 


NEW BEDFORD TACKLE BOX PORT-A- TRAY POCKET BOX 


CORDAGE COMPANY 


Ask cae a or write ve en 
NEW BEDFORD, MASSACHUSETTS UMCO CORPORATION 


1717 - 4th AVENUE SOUTH MINNEAPOLIS, MINNESOTA 








Serving the Maritime Industry Since 1842 
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may be mounted on peg board. Holds 
34 drills, eight popular sizes all 
above %4” dia.; two No. HS-45 metal 
working drill sets, and four No. HS-6 
sturdy drill sets. 

All individual drills are packaged 
in plastic tubes. The unit has a non- 
breakable plexiglas cover and is 
finished in green hammerline enamel. 
For more information— 

Write in No. X4 on card, Pg. 141 


Sponge Mop Display 


A floor display designed to put the 
Quickie #51 Automatic Sponge Mop 
at the fingertips of customers is of- 
fered by Quickie Manufacturing 
Corp., 20th & Oxford Sts., Philadel- 
phia 21, Pa. 


The display also features a free of- 
fer of a DuPont Sponge Refill with 
the purchase of an automatic mop. 

The compact display is free to 
dealers ordering Quickie #51 Mops 
in half-dozen lots with at least three 
refills. The display includes a single 
#51 mop, assembled and attached, 
inviting customer demonstration. 

The mop retails at $4.95, including 
the free refill. 

A free merchandising kit including 
newspaper mats, window streamers, 
radio and TV scripts and recordings 
are available on request. For more in- 
formation— 

Write in No. X5 on card, Pg. 141 


Packaged Drill Set 


A new package for carbide tipped 
masonry drill sets was announced re- 
cently by Diamond Expansion Bolt 
Co., Inc., Garwood, N. J. 

The drill sets are packed in a 54” 


by 3%” plastic box with a snap-shut 
lid. Drill specifications are doubly 
marked inside the box on two-color 
card stock. These specifications can 
be read from the top or end of the 
box allowing the package to be dis- 
played on a shelf or on a counter. 
This also facilitates in-stock inven- 
tory. 

Drills are set in polystyrene plastic 
foam, slotted to match individual 
drill diameters. Each package con- 
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tains five spiral twist carbide tipped 
drills from 3/16” through 1”. All 
drills have a %4” shank. 

A retailing aid, the package is re- 
usable for other do-it-yourself items. 
For more information— 

Write in No. X6 on card, Pg. 141 


Chain Merchandiser 


A two-way display that can be 
used as a self-service unit on the 
counter or in the aisle for selling pre- 
cut packaged weided chain is an- 
nounced by Campbell Chain Co., 
York, Pa. 





Called the Campbell Merchandiser 
No. BT 1, the new unit is packed with 
3/16” and ™“%” Blue Temper Proof 
Coil Chain in 10’, 15’, and 20’ lengths 
and 5/16” chain in 10’ and 20’ lengths. 
The merchandiser is designed to give 
the hardware dealer a complete 
welded chain department that uses 
only one square foot of counter or 
floor space. For more information— 

Write in No. X7 on card, Pg. 141 


“EZ” Pre-Cut Screening 


Durall Products Co., York, Pa., is 
marketing insect wire screening 
packaged in convenient pre-cut sizes. 
The self-merchandising display car- 


ton, colorfully printed in yellow and 
green, requires a floor space of only 
10 by 15 inches. 

The shipping-and-display carton 
holds an assorted two dozen take- 
home rolls of either aluminum or 
galvanized-steel screening cut to fit 
the door or window. Complete in- 
structions for the re-screening of 
either wood or metal frames are 
printed on the wrappers. 


Carton is shipped with six rolls of 
28 by 54 inch screening for small 
windows, 12 rolls of 32 by 54 inch 
screening for large windows and six 
rolls of 36 by 72 inch screening for 
extra-large windows or doors. Refills 
of any width or length are available 
in plain cartons containing 12 rolls. 
For more information— 

Write in No. X8 on card, Pg. 141 


Paint Roller Merchandiser 


The E Z Paintr Corp., 4051 S. lowa 
Ave., Milwaukee 7, Wis., is intro- 
ducing the “Golden Gem,” a new 


model paint roller -ierchandiser fin- 
ished in gold and white colors. Spe- 
cial features include a handy roller 
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your best market 
is the 


YOUTH 


market 


..and you can sell it with Stevens—22's and 
Shotguns specially designed for younger shooters 


Here's where the money is—in the fast-growing youth market— 
and Stevens offers you guns that are made to order for it. 
Check a few of these features. Stocks and barrels proportioned 
for lighter weight, easier handling. Brightly plated trim for eye 
appeal. Plus traditional Stevens accuracy, dependability 
and sensible sales price 

Take a close look at these great new Stevens guns—you'| 


see they're made to order for the younger shooter. 


DISPLAY - SELL The fastest selling rifles 


Stevens 87-K ‘‘Scout’’ Carbine. 


Stevens 15-Y¥ — The Perfect First Gun. 
barr ' ye k Rrigh?t tad + ‘ 


Stevens 934-Y¥ Youth's Shotgun. | 


NM 
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PROTECT YOUR 
CUSTOMERS 
AGAINST NAIL 

















STRONG STEEL NAILS 
DOUBLE-DIPPED in MOLTEN ZINC 


@ NO RUST SPOTS, STAINS, OR 
STREAKS! 

@ STRONGER THAN ALUMINUM 
».+ COST ABOUT 1/3 LESS! 


@ HARD STEEL CORE... DRIVE 
BETTER ... HOLD TIGHT! 


More and more home builders and prefab 
monufacturers are finding it pays to use 
Maze's specially designed, weather condi- 
tioned STORMGUARD nails for all exterior 
applications and materials WOOD SID- 
ING, CEDAR SHAKES, ASBESTOS, INSULAT- 
ING, HARD-BOARD SIDING, etc. Available in 
matching colors. . . . Also nails for all kinds 
of roofing, roof decking, and trim! 


HOMES BUILT WITH SEXO 


Wood Siding 


STORMGUARD Pty Ag FR 


NAILS ARE EASIER a 











TO SELL... CUS- ~y 
TOMERS STAY SAT- Cedar Shake Siding 
ISFIED—FEWER UP- Cat. No. $-235 
KEEP OR PAINTING 


PROBLEMS! Asbestos Siding 


Cat. No. $-215A 


And the difference in , a 
cost between STORM- ngetetion Seee 


GUARDS and ordi- seegeee es ym 


nary nails is so little! 


TRY 'EM NOW! 


FULL RANGE 
OF SIZES 


Hardboard Siding 
Cat. No. $-257S 
| 
Asphalt Shingle Roofing 
Cat. No. R-104A 


Insulation Roof Deck 
Cat. No. R-1593 


(Extra long sizes for nailing 


roof deck to rafters) 


Ready-Packed in 


handy 5 Ib. and 50 Ib. bulk 


cartons 


WRITE FOR FREE CATALOG & SAMPLES 





NAME _ 


FIRM 





ADDRESS 





city 


T PAYS TO BUY MATE 


FRA _W.H. MAZE COMPANY 


PERU 8, ILLINOIS 


For more information use Handy Return Card, Page 141 





“Sy 
dispensing unit, a divided rack for 
neater roller cover storage, and an 
improved arrangement for holding 
the trim and tracing rollers. 

The Golden Gem enables the buyer 
to assemble the roller of his choice: 
he selects the handle he wants from 
the dispensing unit, then picks the 
roller cover the E Z Paintr Roller 
Selector tells him to use. The pat- 
ented Roller and Paint Selector is 
exclusive on the E Z Paintr Gem, the 
company states. 

The merchandiser promotes two- 
handed painting of floors, ceilings, 
and sidewalls with an extension han- 
dle which screws into the end of the 
jewel-tone handle with a_ simple 
twist. A holder for a supply of bro- 
chures on two-handed painting is a 
part of the new Gem unit. 

Made of wire construction, the 
Golden Gem is available free to deal- 
ers with an initial stock cost of 
$94.44. For more information— 

Write in No. X9 on card, Pg. 141 





PRINTED HELPS 
and other sales aids for 1958 





Wright-Bernet, Inc., Hamilton, 
Ohio, provides convenient packaging 
for its No. 1958, 12” plastic household 
push broom. The broom is packed 
four to a box including handles. The 
packaging is designed to save time, 
space, repacking, and extra handling 
for both the dealer and wholesaler. 
The broom itself is bristled with tur- 
quoise Berlight plastic, with the 
handle lacquered in matching tur- 
quoise. It is designed to list around 
$1.69 per brush, including handle 
Catalog sheets are available. For 
more information— 

Write in No. X10 on card, Pg. 141 


Moe Light Division of Thomas In- 
dustries, Inc., 410 South Third St., 
Louisville 2, Ky., is offering a com- 
bination wall and ceiling display, of 
modular type design for easy expan- 
sion and mounting of lighting fix- 
tures. There is no pre-determined set 
of fixtures and the dealers and dis- 
tributors make their own selection. 
The company also has a recessed 
lighting display and a post lantern 
display. Available, in addition, for 
large stores and display areas, is a 
modular showroom, starting out with 
a small section, and the dealer order- 
ing as many sections as he wishes de- 
pending upon the space he has for 
display. Other aids include free ad- 
vertising mats, product shots of fix- 
tures, a variety of full color catalogs, 
brochures, envelope stuffers, and 
promotional flyers. For more infor- 
mation— 

Write in No. X11 on card, Pg. 141 


©. Ames Co., Parkersburg, W. Va., 
is offering a wide variety of ad mats 





TAILOR-MADE 


DISPLAY 


ab af 
Bassick Casters 


52 GCLsmpee 


boosts caster turnover 


Take a look at the display board above. 
It's a big traffic-stopper and sales-starter 
in one large Eastern hardware store. 

What's more, it’s proved that casters— 
properly displayed—can ring up impulse 
sales, But there’s one big thing about this 
caster display—this up-to-the-minute hard- 
ware dealer developed it to suit his own 
needs. It’s tailor-made for his own space 
requirements. It shows just the casters he 
knows will move fastest in his town. 

Why not try the same thing in your 
store? You're the only one who knows 
exactly what you need. 

And Bassick helps you, too, with ready- 
made displays like the HD-10 below. Get 
it from your Bassick jobber. See him, too, 


for all the casters you need to cash in on 
this fast-moving item. THE BASSICK CoM- 
PANY, Bridgeport 5, Conn. ‘Jn Canada: 
Belleville, Ont. 8.13 
“Ty, 
Td Bassick 
foe SYMBOL OF EXCELLENCE 


y Pannen wom Wes OF CASTERS... Manone CASTERS 00 MORE 
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on its full line of garden tools. Avail- 
able in one column size, the mats pro- 
vide generous space for imprint and 
price. A proof sheet showing avail- 
able mats is available upon request. 
For more information— 

Write in No. X12 on card, Pg. 141 


American Tackle and Equipment 
Co., “A” and Somerset Street, Phila- 
delphia 34, Pa., is publishing a 
monthly newsletter for fishing tackle 
dealers. The publication is designed 
to give tackle dealers information so 
they can make more profit. The com- 
pany also makes available through 
its salesmen a package of 26 promo- 
tion pieces for dealers including na- 
tional ad blow-ups, window stream- 
ers, banners, and radio-TV spot an- 
nouncements. For more information— 

Write in No. X13 on card, Pg. 141 


Camillus Cutlery Co., Camillus, N. 
Y., offers the following sales aids in 
connection with promotions of the 
Camillus and Camco pocket knife 
lines; the #58 Master Marketer, a 4- 
color panel which displays 18 pocket 
knives with all blades open, complete 
with merchandising aids and back-up 
stock. Ready to use as received; the 
knives are mounted at the factory 
with each identified by number and 
pre-priced. Case has natural-oak fin- 
ish and double strength glass. Other 
cases include the #5600 for the dis- 
play of 12 and the #56-24 for the dis- 
play of 24 pocket knives. Glass front 
panel with limed oak frame protects 
and displays knives in open position. 
Panels on both displays fit into locked 
wood storage cabinet base or can 
be used for wall or window display. 
Available without extra charge 
through Camillus wholesalers. Also 
available free of charge are window 
streamers in three colors, pennants in 
three colors, free newspaper mats, 
catalog sheets, and special promotion 
tips. For more information— 

Write in No. X14 on card, Pg. 141 


Rubbermaid, Inc., Wooster, Ohio, 
offers dealers a free dispensing unit 
for its shelf and storage area rubber 
coverings, Rubbermaid Shelf-Kush- 
ion, which comes in 45’ rolls. Mer- 
chandising aids for dealers stocking 
the product include window and wall 
banners, and consumer folders which 
feature additional home uses for the 
rubber shelving. For more informa- 
tion— 

Write in No. X15 on card, Pg. 141 


The Yale & Towne Manufacturing 
Co., Stamford, Conn., provides carded 
hardware as a dealer help in boosting 
sales. The company also advocates 
the use of mounted samples on dis- 
play boards as a permanent mer- 
chaudising idea. Package merchan- 
disers are offered by the company 
for location in such strategic positions 
as next to the cash register, on the 
counter, in the window, or near tie-in 
merchandise. All merchandisers are 
in bright colors and polyethylene 
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bags are used to package many of the 
products. For more information— 
Write in No. X16 on card, Pg. 141 


Champion DeArmeni Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display rolls, newspaper mats, count- 
er signs, decals, envelope stuffers, 
and counter coats for sales personnel. 
Display boards offered include No. 26 
which is designed as a permanent 
display. The 26 different pliers are 
fastened on the board which is %4” 
plywood, measuring 24”x 30”. Display 
boards 57, 75-A and 87, of the same 
size, are dispensing boards contain- 
ing selected assortments or the com- 
plete line of pliers. No charge is made 
for the boards when merchandise is 
purchased, boards remaining com- 
pany property. Small 4%” pliers 
available in five different patterns are 
merchandised on 3-color display 
board and are also available in a vel- 
vet lined fitted case. Advertised as 
Channellocks “Little Champ” pliers. 
A counter promotion kit contains 
nine of the Heavy Duty Slip Joint 
pliers—four 6”; three 8”; and two 
10” patterns. Each plier is individ- 
ually cartoned and all nine pliers are 
packaged in a blue and white on sil- 
ver foil carton. Offered free is the 
3-color Salesmaker which sells any 
three Channellock pliers of the deal- 
er’s choice (plus a place in front for 
the No. 424 Ignition Plier). A self- 
contained easel and eyelet puts the 
display to work, on the counter or on 
the wall. For more information 


Write in No. X17 on card, Pg. 141 


Molly Corp., Reading, Pa. has 
available for dealers: metal merchan- 
diser #612 containing 600 Molly 
screw anchors and 12 utility plugs; 
cardboard counter display #200 con- 
taining 200 screw anchors, 2-color 
leaflet on screen anchors; 2-cclor, 
leaflet on Hi-Speed Installer; 2-color 
leaflet on utility plugs; 2-color leaf- 
let on Molly Jack Nut; 3-color, 21” 
x 9” window streamer featuring Mol- 
ly screw anchors; and newspaper 
mats. For more information— 

Write in No. X18 on card, Pg. 141 


Swan Rubber Co., Bucyrus, Ohio, 
offers to dealers a wide variety of 
free retail sales-aid items on its gar- 
den hoses, including book matches, 
envelope stuffers, “small item” enve- 
lopes and pocket protectors. The com- 
pany, in addition, has designed the 
Swan “Merchandiser” metal display 
stand which, with casters, may be 
moved about the store or outside to 
attract sidewalk traffic. For more in- 
formation— 

Write in No. X19 on card, Pg. 141 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 





New Improved 
Smooth Edge 


WRIGHTWELD 
HARDWARE CLOTH 
means added strength, rigidity 

and uniformity because: 
The flat wire selvage is perma- 
nently welded to each filler 
wire. 


It is woven from carefully 


drawn wire. 


Sizes: 2 x 2, 3 x 3 and 4x 4 
mesh. 


WRIGHTWELD 
HARDWARE CLOTH 


is without doubt the highest qual- 
ity you can offer your trade. 
Sold only through jobbers. 


E. L. HORNIBROOK CO. 
Box 176, Avondale Estates, Ga. 


LAWRENCE J. BALDWIN & SON 
306 Carondelet Bidg. 
New Orleans 12, La. 


Other Wright products: Hexagonal 
Netting * Industrial Wire Cloth ¢ In- 
sect Cloth * Welded Wire Fabric « 
Wire Strand * Woven Wire Lath. 





G. F. WRIGHT STEEL & WIRE CO. 
Worcester, Massachusetts 


For more information use Handy Return Card, Page 141 





with a convenient postage paid re- 
turn order card is available upon re- 
quest. For more information— 

Write in No, X20 on card, Pg. 141 


Daisy Manufacturing Co., Dept. 
3837, Plymouti:, Mich., has created a 
free dealer promotion package con- 
sisting of: a pyramid gun display 
(cowboy hat size) die-cut to hold any 
Daisy and card; a display card for 
the pyramid, and a newspaper adver- 
tising mat. For more information— 

Write in No. X21 on card, Pg. 141 


©. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers 8-page consumer 
folders for enclosure with mailings or 
counter use; a 6-page consumer folder 
on Mossberg’s 4X scopes and its latest 
adjustable power scope; 4-page con- 
sumer folder on the Covey Hand 
Trap; a Mossberg emblem decal for 
use on door or window; and a Retail 
Sales Manual for tue dealer and his 
sales staff. In addition, the company 
offers free electrotype advertising 
mats, as well as radio and TV com- 
mercials. For more information— 

Write in No. X22 on card, Pg. 141 


Utica-Duxbak Corp., Utica 4, N. Y., 
has available for dealers a complete 
mat service covering the company’s 
line of sportsmen’s clothing. Offered 
also is colorful corrugated display 
material for window backgrounds or 


for use on TV programs. Other sales 
aids include window streamers, coun- 
ter cards, and literature for mailing. 
For more information— 

Write in No. X23 on card, Pg. 141 


Adjustable Clamp Co., 437 N. Ash- 
land Ave., Chicago 22, Ill., offers free 
electros and mats to interested deal- 
ers for its “Jorgensen” and “Pony” 
clamps (“C” Clamps, Clamp Fixtures, 
Bar Clamps, Handscrews, Press 
Screws, etc.). Also a wide variety of 
pages and stuffers for counter use, for 
“homecrafters,” school shop teachers, 
welders, woodworkers, etc., are avail- 
able. For more information— 

Write in No. X24 on card, Pg. 141 


The Moto - Mower Co., Richmond, 
Ind., offers to dealers a 50-50 co-op 
advertising plan (unlimited), in addi- 
tion to a number of other sales helps. 
Each preferred dealer is sent a win- 
dow display kit which includes win- 
dow streamers, jumbo display cards, 
wall charts, authorized dealer decals, 
and consumer folders. A lawn care 
folder called “How We Built the Most 
Beautiful Lawn in Town” is made 
available to dealers as a give-away to 
persons who visit the store or as a di- 
rect mailing piece. Dealers are 
charged $2.00 per 100; $15.00 per 
1,000. For more information— 

Write in No. X25 on card, Pg. 141 


The Eclipse Lawn Mower Co.,, 


Prophetstown, Ill., announces that a 
direct mail broadside on Eclipse 
Wasp chain saws is being mailed free 
in quantities up to 500 for dealers 
ordering two or more saws. The col- 
orful broadside opens up to 34”x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of two cents each. For more infor- 
mation— 
Write in No. X26 on card, Pg. 141 


S. G. Taylor Chain Co., Inc., Ham- 
mond, Ind., and Pittsburgh, Pa., of- 
fers dealers a chain display stand 
with long-leverage chain cutter. 
When holding its maximum seven 
reels, it serves as a chain department 
in itself, occupying less than two 
square feet of floor space. For more 
information— 

Write in No. X27 on card, Pg. 141 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 

Write in No. X28 on card, Pg. 141 


Petersen Mfg. Co., Dept. SH-3, De- 








Sarle Power Mower 


For a QUICK job on a smooth lawn or tough weeds you can't 
beat a SARLO Power Mower. They are precision built for 
safety and are so easy to push that even children can 


SARLO Power Mower has a 21 
inch cut with a special double- 
edge blade and is 
2 hp. to 4 h.p. 
of Clinton or Briggs & Stratton 
motor. All moving parts have 


ball bearings. 


Jobbers- 
Retailers in 
the South: 
For a real 
profit and 

volume mower 
choose SARLO. 


Manufactured by 


FORT MYERS IRON WORKS 


2315 Anderson Ave. 


FORT MYERS, FLORIDA 


Write or Wire for Com- 
plete details. SARLO 
sales 

special 
chandising all add up 


to 


tact Arnold Sarlo, Sales 
Manager. 





— 





owered by a 
ngine, choice 


program with 
eids and mer- 


profits for you. Con- 


ROOF VENTS 


EDison 5-8341 








Galvanized 


VENTILATORS 


uv-r-Pak, Ine. 


and =Aluminum 


@ PRIME COATED 


(Galvanized) 


© FH A APPROVED 


@ HEAVY GAUGE 
METAL 


@ WEATHER-PROOF 
@ EASILY INSTALLED 


RECESS TYPE 


one piece, 
nothing to 


assemble 


EAVE VENTS 


LOUV-R-PAK, INC. 


Write for name and address of your hn A Distributer. 


3629 &, FIRST ST. 


FORT WORTH, TEXAS 

















For more information use Handy Return Card, Page 141 
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Witt, Neb., offers free promotional 
material for its new vise-grip (with 
easy release), consisting of a “space- 
saver” counter display and window 
banner. An introductory offer is 
available for one free No. 10R vise- 
grip (a $2.45 value) with purchase of 
an eight-tool counter sales kit. Deal- 
er cost for the kit is $13.00, with re- 
tail price, $19.50. For more informa- 
tion— 

Write in No. X29 on card, Pg. 141 


Alan Wood Steel Co., Conshohock- 
en, Pa., has available copies of its 
A. W. Cut Nail descriptive leaflet. 
For more information— 

Write in No. X30 on card, Pg. 141 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a perma- 
nent, self-service display of all plas- 
tic construction at no extra cost for 
the TD-48 Hold-E-Zee screwdriver 
assortment. This Tenite display holds 
a stock of 48—17 types and sizes— 
one to six of a kind. Each driver is 
marked on the display for number 
and price for easy replacement when 
sold. For more information— 

Write in No. X31 on card, Pg. 141 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers a 
complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be conveniently hung 
from the rack for customer conveni- 
ence. For more information— 

Write in No. X32 on card, Pg. 141 


Moore Push-Pin Co., 113-25 Berkley 
St., Philadelphia 44, Pa., offers an at- 
tractive counter display stand, the 
Moore 720B, which holds 72 “serve- 
yourself” window packets of Moore 
picture hangers. All metal, the revolv- 
ing display is 1034” high, with a 9” 
diameter base. For more informa- 
tion— 

Write in No. X33 on card, Pg. 141 


Stanley Hardware, Division of the 
Stanley Works, 763 Lake St., New 
Britain, Conn., announces new and 
improved merchandising features for 
its household hardware, including 
packaging, layout guides, and attrac- 
tive displays. Available to dealers is 
the N2 pegboard display stand which 
allows vertical or horizontal item ar- 
rangement. Stanley products are now 
visually packed, firmly mounted on 
yellow and black space-saving cards, 
on the back of which carry all cus- 
tomer information: item name and 
number, suggested usage, proper ap- 
plication, finish, and materials. For 
more information— 

Write in No. X34 on card, Pg. 141 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, IIl., offers its dealers 
two scale promoter display stands. 
Display #D-103 is a wooden stand 
free to any dealer who has Hanson 
scales, will hold seven sets, and is 





18” wide by 14” deep. A bath scale 
sampler of six scales, No. 3580, in- 
cludes without charge a merchan- 
diser which can be used on the coun- 
ter, floor or in windows. It is finished 
with soft rose background and jade 
green trim. For more information— 
Write in No. X35 on card, Pg. 141 


Carolina Washboard Co., Raleigh, 
N. C., offers a colorful display carton 
which contains the following assort- 
ment of Carolina Fishing Floats: 4 
doz. No. 000, $.90 per doz.; 4 doz. No 
00, $.90 per doz.; 2 doz. No. 0, $1.20 
per doz.; 2 doz. No. 1, $1.20 per doz.; 
2 doz. No. 2, $1.20 per doz.; 1 doz. No. 
3, $1.50 per doz.—list price is $16.00 
For more information— 

Write in No. X36 on card, Pg. 141 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller Drill 
Display which requires 14 inches of 
space. A clear cover highlights the 
high speed drills which are held in 
supporting holes and serve as a drill 
gauge. The size and price are marked 
and quantities are varied according 
to demand. The cabinet has a storage 
rack for extra stock. An information 
chart is also available. The Hanson 
Self-Seller Display Cabinet for taps 
and dies contains initial assortment 
of taps, dies, screw extractors, die 
stocks and tap wrenches, including 
all popular sizes, and is graduated ac- 
cording to normal customer demands. 
The cabinet requires counter space 18 
inches x 13 inches and has space in 
the back for extra stock. For more 
information— 

Write in No. X37 on card, Pg. 141 


Supreme Products Corp., 2222 S. 
Calumet Ave., Chicago 16, Ill., has 
designed a colorful display, free to 
dealers, for its power drill auxiliary, 
the Versamatic. Included with the 
display are point-of-sale consumer 
leaflets. For more information— 

Write in No. X38 on card, Pg. 141 


Atlas Asbestos Co., North Wales, 
Pa., wick manufacturers, furnish 
through wholesalers, metal merchan- 
disers and cardboard counter dis- 
plays with the purchase of merchan- 
dise. Two displays are the metal mer- 
chandisers for Glaswik and Flame- 
master which not only keep 100-foot 
rolls of these wick brands clean, 
fresh, and easy to cut, but remind 
customers to order wick. With the 
544’ rolls of Glaswik, Flamemaster 
and Beswik, a counter display is fur- 
nished with every dozen individual 
boxes of a size—the individual boxes 
being packed one dozen to a counter 
display. For more information 

Write in No. X39 on card, Pg. 141 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a four-color folder stuffer, a 
window streamer and a dealer’s re- 
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turn order post card for additional 
material. Four - color, self- adhering 
clear acetate, 10”x 24” window post- 
ers for glass doors, display windows 
and display cases are now available 
from the company, direct. For more 
information— 
Write in No. X40 on card, Pg. 141 


Swisher Mower and Machine Co., 
Warrensburg, Mo., offers to dealers 
catalog sheets describing its entire 
line of self-propelled and hand-pro- 
pelled rotary mowers. Also envelope 
stuffers, mewspaper mats, radio 
scripts, giant window or wall banner, 
and other point-of-sale materials are 
available. For more information— 

Write in No. X41 on card, Pg. 141 


Plymouth Cordage Co., Plymouth, 
Mass., offers dealers a wide range of 
promotional literature, colorful point- 
of-sale displays, and several rope dis- 
pensers. Literature includes pamph- 
lets on use of rope on farms, on 
boats and in industry. Dispensers in- 
clude the SalesRak which sells rope 
off the spool in any length up to 300’. 
The SalesMaker, available in counter 
or floor models, holds seven sizes of 
rope, which can be cut on dispenser 
to desired length. A cardboard dis- 
play occupying less than two feet of 
floor space is available for merchan- 
dising and assortment of ropes and 
twines. All sales aids are available 
through Plymouth wholesalers. For 
more information— 

Write in No. X42 on card, Pg. 141 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets for the do-it-your- 
self trade, has available for dealers 
envelope stuffers on Saw Horse 
Brackets and various construction 
sets, which may be obtained in mod- 
erate quantities without charge upon 
request. A Silent Salesman Wire Dis- 
play Rack is available without charge 
in a choice of two balanced assort- 
ments of four construction sets. 
Counter models for three styles of 
Saw Horse Brackets and one style of 
Folding Leg Brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. X43 on card, Pg. 141 


Columbian Rope Co., Auburn, N. Y., 
has available for dealers two new 
rope merchandisers, available through 
wholesalers. The Columbian Rope 
Merchandiser No. 57 holds six full 
reels or six full cartons of rope, two 
of which may be the 100# size: will 
hold either cartons or reels or any 
combination of both. From the posi- 
tion of the units on the merchandiser, 
rope is fed through guides to a mea- 
suring device and a cutter for rapid 
selling. The “Pick-Me-Up” Rope Coil 
Merchandiser holdsindividually 
wrapped 50 ft. and 100 ft. coils of 
4”, 3%”, and %” dia. Manila rope. 


The unit is furnished at no cost with 


an initial order of approximately 100 
lbs. of rope which stocks it. All metal 
and mounted on casters, its dimen 
sions are 22"x22”x4542” and requires 
less than 4 sq. ft. of floor space; per- 
mits complete self-service. Also avail- 
able for dealers is a standard assort- 
ment of window display material in- 
cluding ship cutouts, samples of Ma- 
nila and sisal fibre, folders and 
pamphlets, and a colorful dealer sign. 
Various counter display cartons of 
jute twines, Mason’s line, and Christ- 
mas twine are also available. For 
more information— 
Write in No. X44 on card, Pg. 141 


The Weber Lifelike Fly Co., Stev- 
ens Point, Wis., offers a variety of 
permanent metal displays for flies, 
loose hooks, treble hooks, snap-swiv- 
els, Redi-Pak nylon packages and 
other tackle items. The new No. RR74 
revolving rack displays 72 hinge-cover 
plastic boxes of ringed hooks. Nos. 
RR144 and RR146 are also revolving 
racks; each holds one gross of hinge- 
cover plastic boxes and is designed 
to display flies and snap-swivels as 
well as loose hooks. Half- size sta- 
tionary units of the latter, Nos. R72 
and R73, display half the quantities 
of tackle items. Combination assort 
ments of flies, loose hooks, and snap- 
swivels may be displayed on most of 
these racks. One-, two-, and three- 
tier revolving racks for Weber dis- 
play panels continue to be offered. 
No. RR12, another revolving metal 
display, holds one gross of Redi-Pak 
nylon coils. A number of other dis- 
play boards, boxes, and other pack- 
ages are available for 1958. For more 
information— 

Write in No. X45 on card, Pg. 141 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 22 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 
billed at the cost of the tools on them. 
Stands to mount four, six, 12, and 16 
panels are available at low cost. 
Crescent also has display cards avail- 
able at no cost. For more informa- 
tion— 

Write in No. X46 on card, Pg. 141 


Foley Manufacturing Co., 3300 5th 
St., N.E., Minneapolis 18, Minn., con- 
tinues its 14-day trial offer on 20” 
and 23” deluxe Foley mowers, as a 
promotional aid to dealers. A cus- 
tomer is allowed a 14-day trial on 
his lawn. If not satisfied, he may re- 
turn the mower and get his money 
back. The dealer has nothing to lose 
as the company states that it will re- 
place the used mower whenever re- 
quested. A window streamer and ad- 
vertising mats also are available. In 
its advertising program, a two-col- 
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umn six-inch mat will be run free in 
any dealer’s local paper if that dealer 
will purchase three deluxe model 
mowers (excluding Tartan models). 
In metropolitan areas the dealers will 
be listed, free, on a big dealer listing 
ad, Under the co-op ad plan, after the 
first ad is run free, the company will 
then cooperate on a 50-50 basis with 
dealers on their future Foley mower 
newspaper advertising when using its 
standard ad mats. For more informa- 
tion— 
Write in No. X47 on card, Pg. 141 


Heineke & Co., Springfield, IIL, of- 
fers Excello mower dealers a special 
demonstration package featuring the 
Model 271, 21” rotary with “Excello- 
matic” start-run-stop fingertip con- 
trol. With each single purchase of any 
assortment of six power mowers by a 
dealer, the company will ship, freight 
prepaid, one Model 271 at a special 
low price, with a kit of sales aids, 
free of charge, consisting of the fol- 
lowing: display stand; handle feature 
card; window banner; door banner; 
lawn care brochure; power mower 
trade-in “Blue Book;” leaf mulcher 
kit; envelope folders; window “Au- 
thorized Dealer” decal; full line giant 
wall banner; master repair parts 
charts; order blank for dealers to re- 
quest additional quantities, free of 
charge, of these sales aids, plus news- 
paper mats, radio and television spots. 
For more information— 

Write in No. X48 on card, Pg. 141 


Zebco Co., P. O. Box 270, Tulsa 1, 
Okla., offers to dealers a folder con- 
taining counter display cards, window 
streamers, envelope stuffers and good 
stix showing Zebco’s Feathertouch 
Control and also Zebco’s new Model 
Scottee 66 reel. For more informa- 
tion— 

Write in No. X49 on card, Pg. 141 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufactur- 
ers of building products, offers a wide 
selection of envelope stuffers, window 
display material, counter displays, 
and special store displays in numer- 
ous sizes, colors, and materials. These 
include a 6-tier wire rack display for 
asbestos siding, rigid model boards, 
etc.; a two-piece metal entrance door- 
way sign; and a truck sign. Also in- 
cluded are a number of colorful 
counter displays. For more informa- 
tion— 

Write in No. X50 on card, Pg. 141 


Gale Products, Dept. 517 A, Gales- 
burg, Ill., makes available to Bucca- 
neer dealers a complete line of mer- 
chandising aids. Included are dealer 
signs, display pieces, point of sale aids 
and a complete stock of literature on 
its eight 1958 model Buccaneer mo- 
tors. For more information— 

Write in No. X51 on card, Pg. 141 


Propulsion Engine Corp., 311 Mari- 
on Ave., South Milwaukee, Wis., of- 
fers several helpful ways for the 
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dealer to cover its Mow-Master pow 
er mower line. Display material con 
sists of a jumbo size product identi 
fication tag to hang on mower handlk 
A window display banner, 2-colo! 
17”x 30” features Mow-Master rotary 
mowers, and is designed for display 
window or wall use. Ad mats featur- 
ing Mow-Master rotary and new rid 
ing rotary are available in one-, two-, 
and three-column sizes. For more in 
formation— 
Write in No. X52 on card, Pg. 141 


Jackson Manufacturing Co., Harris 
burg, Pa., has available the follow 
ing sales aids: 3-fold color circular 
on home and garden equipment line; 
812”x 11” page printed in two color 
both sides, describing wheelbarrows, 
lawn rollers, garden carts, and lawn 
spreaders; 2-column newspaper mat 
featuring Lawn Sprayer and/or 2-in-1 
Spreader-Cart; single-column news- 
paper mats illustrating any one of 
the garden equipment line. For mors 
information— 

Write in No. X53 on card, Pg. 141 


Amerock Corp., Rockford, IIL, 
fers colored envelope stuffers illus 
trating the full line of cabinet hard 
ware for consumers. The folder in 
cludes the full line of pulls, knobs 
hinges, catches, and window sash 
locks and lifts. Space is provided fo1 
imprinting. For more information 
Write in No. X54 on card, Pg. 141 


American Biltrite Rubber Co., P. O 
Box 1071, Boston 3, Mass., provide 
dealers wi a group of advertising 
mats for Biltrits rarde! s and 
Sprinklers 
center rack 
cost. Als 
piece 
alone 
pole wt i< 
on count 5 
play within th 
formatior 


Write in No. X55 on card, Pg. 141 
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Write in No. X56 on card, Pg. 141 
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Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-safety posters, wat- 
er ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. A new aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 
products and which features an enam- 
eled red, white, and blue double 
faced sign is also available. For more 
information— 

Write in No. X57 on card, Pg. 141 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortment of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 20 
bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drills, two each of even sizes 
and one each of odd sizes %4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 


five most popular sizes. All displays 
have colorful baked enamel] finish and 
fit in a minimum of space. A booklet 
on the selection, use and care of bits, 
and a variety of envelope stuffers are 
also available. For more informa- 
tion— 
Write in No. X58 on card, Pg. 141 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 
charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 

Write in No. X59 on card, Pg. 141 


Lazy Boy Lawn Mower Co., Inc., 
301 West 73rd St., Kansas City, Mo., 
offers to dealers without charge full- 
color eight-page insert folders with 
imprint space provided and which 
fold to 3%-inch x 6%-inch size. News- 
paper ad mats in two-column by 
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three-inch size are provided also, each 
describing one of the company’s four 
most popular models. For more in- 
formation— 

Write in No. X60 on card, Pg. 141 


Langley Corp., 310 Euclid Ave., San 
Diego 14, Calif., is offering to deal- 
ers, nine free newspaper ad mats, 
ranging in size from 1 col. x 7” to 
2 col. x 11”, to stimulate sales of its 
casting and spinning reels and the 
Fisherman’s De-Liar. Two ads fea- 
ture the Langley Cast-Flo Deluxe 
Model 900 closed face reel. All ads 
require only insertion of the dealer’s 
name and address, Each ad is repro- 
duced in a 4-page ad mat brochure, 
available without charge to all deal- 
ers on request. A coupon is included 
to simplify and speed ordering of 
specific mats. For more information— 

Write in No. X61 on card, Pg. 141 


Kaiser Aluminum & Chemical 
Sales, Inc., 919 N. Michigan Ave., 
Chicago 11, Ill., makes available to 
dealers work drawings with com- 
plete bills of materials on 22 Farm 
Service Buildings; also complete 
plans for a carport and patio roof. 
The pocket-size Conversion Calcula- 
tor to speed and simplify aluminum 
roofing calculations is offered. It is 
made of heavy cardboard and oper- 
ates like a slide rule. One side of the 
calculator lists computations for cor- 
rugated and five-V-crimp roofing 
sheet in 26-inch widths and in lengths 
ranging from six to 12 feet. The other 
side contains similar data for 48-inch 
wide corrugated sheet. Other promo- 
tional aids include $25 free advertis- 
ing allowance for all new dealers, 
free direct mail program to 250 cus- 
tomers or prospects four times an- 
nually, identification plaques, in- 
store display and plans rack, banners, 
mobiles, consumer folders, and plans 
catalogs. For more information— 

Write in No. X62 on card, Pg. 141 


The Edwin H. Fitler Co., Philadel- 
phia 24, Pa., offers the following 
sales aids: (1) Octagonal Display and 
Dispenser Boxes for 3/16” dia. up to 
and including %4” dia. sizes both Ma- 
nila and sisal rope. (2) Fitler mea- 
sured rope marked at intervals of 5’. 
Available on request in Fitler Octags 
only in sizes 4”, 5/16”, 36”, and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Fitler Ma- 
nila rope. 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
54144” x 4416” x 2314”, will hold six 
full Octags or six full reels of rope or 
a combination of both. Rope feeds 
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through guides to a measuring device 
and cutter. (6) Display Box contain- 
ing 50’ connected coils of either “4”, 
5/16”, 36”, dia. sizes and 25’ con- 
nected coils 4%” dia. size, Fitler “Sta- 
bilized” filament nylon yacht rope. 
(7) Display Boxes containing Fitler 
yellow polyethylene or Fitler Manila 
water ski two ropes—six boxes to a 
master shipping carton. To all deal- 
ers handling Fitler brand Manila 
rope, Fitler will furnish, on request, 
a blue and yellow metal sign for 
counter or wall use. For more infor- 
mation— 
Write in No. X63 on card, Pg. 141 


Lamson & Sessions Co., 5000 Tiede 
man Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexible 
bolt display, the stand of which is 
54” high, 24” wide, and 24” deep. Dis- 
play trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
catching setting for the company’s 
“Brite Plated” bolts, nuts, and screws 
For more information— 

Write in No. X64 on card, Pg. 141 


Nixdorff-Krein Manufacturing Co., 
916 Howard St., St. Louis 6, Mo., has 
available the Merchaindiser Display 
Rack which holds eight of the com 
pany’s fastest selling types and sizes 
of chain with a built-in chain cutter 
The reels have square holes to pre- 
vent chain from running out on the 
floor. The display has a spare rack 
for extra stock and has a tubular 
steel frame with no sharp edges. For 
more information— 

Write in No. X65 on card, Pg. 141 


Rubbermaid, Inc., Wooster, Ohio, is 
sponsoring a giveaway type promo- 
tion which enables retailers to give 
customers the combined gift of a De- 
luxe Plate Scraper and a Deluxe 
Bottle & Jar Scraper—a regular 68c 
value—with the purchase of either of 
two popular size Rubbermaid Drainer 
Trays. The promotion is being backed 
up by a complete promotional] kit for 
each one-dozen order. Each kit in- 
cludes 12 sets of the scrapers, bagged 
and banded for retail display: a four- 
color wall or window banner for store 
announcement of the offer; proofs of 
free advertising m3ts; an easel dis- 
play card to be used with the Trays: 
samples of a free consumer statement 
stuffer on the offer: and a letter of 
instructions as to how to get maxi- 
mum sales. For more information— 

Write in No. X66 on card, Pg. 141 


The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ 
ing a retailer consultant service and 
assistance from fishing experts who 
lectures. A library of 16mm sound 
color films covering various fishing 
subjects are lent free to dealers, clubs, 
schools, and other organizations upon 
dealers’ requests to Garcia represen- 
tatives. Merchandising aids include 
the Mitchell Counter Card, die-cut 
for holding a Mitchell ree] and one 





MASON WARE 
Hot Shots 


THREE TIER CAKE PAN SET... your 
FASTEST selling item. Packaged in a color- 
ful poly bag. Conveniently packed; only six 
sets per shipping carton for easier dealer 
handling. Item #81012. 


ROUND COOKIE SHEET, another 
Masonware best seller, packaged in a terrifi 
four-color poly bag. This is a new and differ- 
ent idea in a cookie sheet . .. and from the 
sales, Mrs. America must love it! Item #17. 


, 
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WEE PARTY CAKE PAN SET, a new item 
that broke in with a bang. Parties, birthdays, 
anniversaries have no season and this little 
cake pan set at an impulse price is a big year 
an profit maker. Packed in easy 1 dozen 
cartons, #345/12. 2 dozen pack, including a 
free wire display rack, #345/24. 


STEADY SELLERS DEPT. D 


BAKEWARE 
Y SERVING TRAYS 
STOVE MATS 


MASONWARE COMPANY 
division of FRAM CORPORATION 
DEXTER ROAD, EAST PROVIDENCE, R. I. 


For more information use Handy Return Card, Page 141 139 





spool of Platyl; display stand for 
Mitchell reels; an Abu Reflex trans- 
parent window streamer; an in-store 
streamer illustrating Six Steps to 
Successful Spin Casting; large and 
small size streamers featuring Mitch- 
ell reels; instruction manuals for all 
reels, with complete parts dia- 
grams; and others. Available to deal- 
ers free in limited quantities is the 
1958 Garcia Fishing Tackle Annual 
which sells to customers for 25¢. The 
Annual consists of 84 pages illus- 
trated in full color and is filled with 
articles, tips, and stories written by 
top writers. For more information— 
Write in No. X67 on card, Pg. 141 


Rain Jet Corp., 6253 Hollywood 
Blvd., Hollywood 28, Calif., has avail- 
able a detailed and fully illustrated 
instruction sheet showing how to 
plan, lay out and install a Rain Jet 
sprinkler system. In addition to in- 
structions, there are templates for 
each of the 12 heads in the line to 
facilitate planning the locations of the 
sprinkler heads on the drawing. Also 
offered to dealers is a 10%” x 14” 
display rack, with an initial balanced 
assortment. The heads are packaged 
individually in color-coded cartons. 
Net to dealer is $42.60 with a 33-1/3% 
mark-up. A supply of envelope stuf- 
fers and instruction sheets is included 
with each rack shipment. For more 
information— 

Write in No. X68 on card, Pg. 141 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotional items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social, and 
educational groups. Films may be bor- 
rowed without charge, with a film 
catalog supplied on request. For more 
information 

Write in No. X69 on card, Pg. 141 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 
paper ad mat sheets, publicity release, 
catalog sheet, radio spots, and full- 
size samples of window banner, hang- 





For Information on 
CATALOGS & BULLETINS 


See page 62 











er or counter card, and consumer 
folders for Blue Ridge and other Re- 
public farm products. If dealer wants 
ad mats, or sales material in bulk, the 
kit includes a postage-paid order 
card. For more information— 
Write in No. X70 on card, Pg. 141 


Clinton Machine Makes 
Two Sales Appointments 


CLINTON Machine Co. announces 
the appointment of Ted Harsham 
and Vince Benton as divisional 
sales managers of the After- 
Market Division of Clinton, Mich 
and Maquoketa, Iowa. 

Harsham, prior to his appoint- 
ment as Eastern divisional sales 
manager of the After-Market Divi- 
sion held the capacity of assistant 
after-market sales manager, Cen- 
tral regional sales manager, and 
territory New 
England states 

Benton, prior to his 
ment as Western divisional sales 
manager of the After-Market Divi- 
manager of the 


manager of the 


appoint- 


sion was sales 
Chainsaw Division and Southern 
regional sales manager. 

Harsham and Benton will be lo- 
cated in the executive offices of the 
company at Clinton 
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QUALITY LINE 
of 
BRIGHT WIRE 
GOODS 


Larson Bright Wire Goods 
are packaged in extra 
heavy tan kraft boxes. 
Yellow labels with half 
tone illustrations are used 
giving complete informa- 
tion. 
All Larson products are 
100% sorted and inspected. 
Larson’s Bright Wire 
Goods fit the need of 
every consumer, 


See Your Jobber or Write fo 


CHAS. O. LARSON 
STERLING: + ILLINOIS 


hinge performance. A full line of top- 
quality butts in all popular finishes 

Your customers deserve fine hardware 
Why not handle Griffin hinges? 

GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 
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INFORMATION CENTER 


mA BOOKLETS @ NEW PRODUCTS ©@ ADVERTISEMENTS 


Help yourself to free literature 
and more details on any prod- 
ucts or sales aids mentioned in 
this issue. 


Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales aids, 
just insert in the appropriate space provided on one of these 
postage-free cards the key numbers of the items in which you 
are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 


Southern Hardware pays the postage! 


—-- Sa ——— oe 


Send these CATALOGS and BULLETINS (fill in key numbers): 


Send information on these SALES AIDS and/or MEW PRODUCTS (fill in key numbers): 


! 
! pee nee eae ee eae e+ ene +--+ oe eee ne meen nemo nee ++ 
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Send these CATALOGS and BULLETINS (fill in key numbers): 





These cards 
can help 
you get 
valuable 

information 


Postage No Postage 


Will be Paid Stamp Necessary 
by If Mailed 
in the 
Addressee United States 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R.. ATLANTA, GA. 


Southern Hardware 


805 PEACHTREE ST., W. E. 
ATLANTA 8, GEORGIA 


Postage No Postage 
Will be Paid Stamp Necessary 
If Mailed 
by in the 
Addressee United States 


BUSINESS REPLY CARD 


FIRST CLASS PERMIT NO. 582, SEC. 34.9, P. L. & R., ATLANTA, GA. 


Southern Hardware 


806 PEACHTREE ST., N. E. 
ATLANTA 8, GEORGIA 








NEW PRODUCTS 


Belt Driven Mower 


Clark Manufacturing Co., 2468 Mel- 
ville Rd., Decatur, Ga., is introducing 
a heavy duty belt driven rotary mow- 
er designed for schools and institu- 
tions. 


a 
\ 


The mower has large wheels with 
ball bearings and heavy duty tires; 
vertical shaft has bearings sealed in 
grease at factory. Cut is 20 inches 
wide, with front spray chute; height 
is approximately 1” to 3” and may be 
changed by one 3%” set screw. Chas- 
sis is all steel and welded construc- 
tion. Steel guards protect all four 
sides. Other features include hand 
throttle, recoil starter, and one piece 
alloy steel blade. 

Leaf mulcher may be attached for 
use in the fall. For more informa- 
tion— 

Write in No. 696 on card, Pg. 141 


Sports Runabout 


The Resort Boat Division of South- 
west Manufacturing Co., Little Rock, 
Ark., has in production a new 14 ft. 


sports runabout, Model PDUT-14, de- 
signed to meet the demand for a ver- 
satile, high performance sports boat 
in the medium price bracket. 

With a list price of $615, PDUT-14 
comes completely equipped with 
curved windshield, steering wheel 
and rigging, fitted cushions in front 
seat, chrome cleats and chrome bow 
light. It is said to give excellent per- 
formance in sports use and to have 
ample room and stability for family 
or fishing use. The hull is corrosion 
resistant aluminum with fiber glass 


foredeck and is offered in two color 


combinations. 

PDUT-14 is OBC rated for use with 
outboard motors of 30 hp or less. For 
more information— 

Write in No. 697 on card, Pg. 141 


Oscillating Sprinkler 


The Green Spot oscillating sprink- 
ler featured in the 1958 line of Sco- 
vill Manufacturing Co., Waterbury, 
Conn., has a white enamel sled and 
a green enamel housing. It waters 
rectangular areas up to 40 by 55 feet 
and may be adjusted to water smaller 
areas. 
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For more intormation on these new products 
use the return free post card on page 141 


Suggested retail price is $9.95. For 
more information 
Write in No. 698 on card, Pg. 141 


Juice Servers 


Two Pyrex brand juice servers are 
being introduced by Corning Glass 
Works, Corning, N. Y. Available in 
two sizes, a 1-quart server is designed 
specifically for mixing the contents 


of a 6-ounce can of frozen juice. A 
14-quart shaker (actual capacity 54 
ounces) will hold juice made from a 
12-ounce can of concentrate, as we)! 
as unfrozen juice from standard cans 

The shakers are decorated with a 
sprinkling of 22-karat gold kitchen 
motifs such as pepper mills, measur- 
ing spoons, etc. Gold capacity mark- 
ings on each server simplify mixing 
of juice concentrates. The servers 
have a slim neck, slim overall shape, 
and white polyethylene plastic stop- 
pers. 

The i-quart server with stopper 
will retail for 98c; retail price for the 
14%-quart server will be $1.49. For 
more information 


Write in No. 699 on card, Pg. 141 
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Electric Lawn 
Edger & Trimmer 


-Variable Speed Motor- 
-Gear Driven- 
-15,000 R.P.M.- 


U. L. APPROVED 


PARAMOUNT 


ELECTRIC LAWN EDGER 
AND TRIMMER 


MODEL P-50 


® SAFE 


® EFFICIENT 


\ TRIMMING POSITION 
\ 


TO EDGE AND 
TRIM GRASS 
WHEREVER 

IT GROWS 


© -POWERFUL 


® DURABLE 


$29.95 


Also Complete Line of Rota-Shear and 
Paramount Hand Edgers 


ALLEGRETTI & CO. 


7225 Fulton Ave., North Hollywood, Calif. 
Represented by 


G. M. Baird & Co. 


Memphis — Dalias — Nashville 
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Homko "Thunderbird" 


The “Thunderbird,” a Homko self- 
propelled trimmer-type rotary mow- 
er, is introduced by Western Tool & 
Stamping Co., 2725 Second Ave., Des 
Moines 13, Iowa. 

Outstanding characteristics of the 
22” model include its 2-speed trans- 
mission and the new Swing-A-Way 
Flexor blade. It can be operated in 
high gear for normal mowing and in 
low gear where there are inclines or 
tall, tough grass to cut, With the 
wheel set inside the cutting swath, 


the blade is designed for close trim- 
ming, swinging away when it hits an 
obstruction. 

Other features include a 2-3/4 hp, 
4-cycle Briggs & Stratton engine; 
completely enclosed front wheel gear 
drive; recoil starter high maneuver- 
ability; and a side discharge chute. 
For more information— 

Write in No. 700 on card, Pg. 141 


Rubber-Grip Screwdrivers 


Mechanics’ rubber-grip screwdriv- 
ers at home-owners’ prices are being 
offered by the Fuller Tool Co. The 
screwdrivers are individually carded, 
pre-priced, and displayed on a 2-tier 
metal rack, which hangs on wall or 
peg board, swivels over shelves, or 
stands on counter. 

Fully guaranteed, the unbreakable 


amber handles are heavily coated 
with U. S. Rubber Co. top quality 
Neoprene, and are oil and water re- 
sistant, according to the company. 
Blades are of cadmium and precision 
ground. 

Eighteen of these screwdrivers are 
being offered in Assortment No. 435, 
with the display rack. There are 
three each of Cabinet Parallel Tip 
with 4 x 3/16 blade, Electrician 
Parallel Tip 6 x 3/16 blade, Mechan- 
ic Keystone Tip 4 x %4 blade, Heavy 
Duty Keystone Tip 6 x ™% blade, Re- 
cessed Point #1 to fit #4 or smaller 
and Recessed Point #2 to fit #4 to 
#10. Total retail list price of the 18 
screwdrivers is $13.05; cost to deal- 
er, $8.70. The display rack, a $3.00 
value, is given free with the assort- 
ment. 

Open stock refills, also carded and 
pre-priced, are available. Packed six 
to a box, they are priced from $4.80 
to $6.80 a dozen to the dealer based 
on the type of screwdriver. 

Catalog sheet and detailed prices 
are available. For more information— 

Write in No. 701 on card, Pg. 141 


Hip Wading Boot 


In introducing its No. 384 Wade- 
well Hip Wading Boot, Hodgman 
Rubber Co., Framingham, Mass., 
states that it offers greater protection 
with 20 percent less weight than ordi- 
nary rubber hip boots 
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A special feature of the No. 384 
wader is its special chafe guard which 
is said to provide a gradual decrease 
in flexibility between boot and leg, 
thereby eliminating chafing and wear 
at this point. The top of the hip boot 
is made of lightweight, Wadewell ma- 
terial, and the boot feet have molded 
heels, hard toe caps, and cleated soles. 

Hodgman’s khaki colored, No. 384 
Wadewell Hip Wading Boot weighs 
only 4% Ibs. and is available in sizes 
six to 12. Also special sizes to order 
at extra cost. 

A catalog sheet on the No. 384 and 
Hodgman’s complete line of waders is 
available. For more information— 

Write in No. 702 on card, Pg. 141 
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Boat Trailers 


Special features of new Lazy Boy 
boat trailers manufactured by the 
Georgia-Carolina Manufacturing Co., 
Augusta, Ga., are an extendable tele- 
scoping boom said to be “tough 
enough to take the rough” out of boat 
launching and a new boat-centering 
device for recovering the boat on 
dead center so that no lifting and 
pushing are necessary before driving 
off. 

Extension of trailers for approxi- 
mately 10 feet back from normal 
length is accomplished with a rigid 
heavy-duty tubular steel boom. Nylon 
self-lubricating bearings, rust proof 
and stronger than steel, permit boom 
to extend or retract into housing with 
equal ease. 

The small trailer for lightweight 
bcats is known as the “Sportsman” 
and is highly competitive in price 
with the most economical trailers now 
on the market, the manufacturer 
states. The “Float-Off’” model with 
extension boom and boat-centering 
device is for most 13- to 16-foot boats 
up to 1,000 pounds. Other Lazy Boy 
models feature different ways of 
launching; such as the “Tilt-Off” 
with automatic tilting device and the 
“Load-a-Matic” with both extension 
and tilt. The latter is said to give the 
sportsman a selection of three dis- 
tinct ways of launching to answer the 


problems presented by the most dif- 
ficult of shorelines. 

Another engineering feature is the 
use of torsion suspension on all 
larger Lazy Boy models. This is de- 
signed to eliminate road sway, give 
a much lower center of gravity, ad- 
just itself to ride loads of varying 
weights smoothly, and to give a new 
level ride. Long boat bottom cradles, 
transom supports, toggle tie downs 
for the transom, modern safety lock 
couplers, automatic centering de- 
vice, and rigid T-frames are also fea- 
tures of the trailers. For more infor- 
mation— 

Write in No. 703 on card, Pg. 141 


Hammer Specials 


Fayette R. Plumb, Inc., Philadel- 
phia, Pa., is introducing two new 
hammers which will be on the market 
for Hardware Week. The hammers, 
called “Season Specials” are standard 


quality Plumb tools at reduced prices 
in new color combinations. 

The color changes appear in the 
handles which are two-tone, green 
with grey grip sections. 

One hammer, known as the F16-S, 
has a polished head with a handle 
made of non-breakable fiber-glass, 


and the grip section is covered 


with neoprene to prevent slipping 
The company announces that this is 
a $4.25 value with a suggested retail 
price of $3.75. 

The second special hammer, the 
145-S, has a lustre black striking head 
and a handle made of shock-absorb- 
ing selected hickory. This is a $2.60 
value at a suggested retail price of 
$2.19. For more information 


Write in No. 704 on card, Pg. 141 





perforated 


HANGER IRON 


“3-20” 





self-dispensing 
carton 


NO NEED TO “RUN OUT” ON THE JOB 


Now you can have quality Paine Perforated 

Marked every six 
- Packaged in dur- 
able corrugated carton which is self-dispensing. 


Hanger Iron in 100 ft. coils - 
inches for easy measuring 


Send for Complete Catalog 
THE BEST CRAFTSMEN ALWAYS TAKE pAINE's 


THE PAINE COMPANY, 19 Westgate Road, Addison, Illinois 
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foil cartridge 
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modern eye-catching package 
quality caulk, because it applies faster, won't harden or 
stain. Full line of colors in cartridges or bulk. Also key 
squeeze tubes in 3 sizes 

Ask your jobber about CALBAR guns, too. 


now selling on sight... 


Sales soar when you display CALBAR in the bright new 
It's the modern caulking compound in the 


CALBAR is the nation’s 


CALBAR PAINT & VARNISH CO. 


rufocturers of Technical P 


2612-26 N. Martha St., Philo 25, Po 


For more information use Handy Return Card, Page 141 





Men Who Love to Fish Love 


TUCKER'S 
FISH-N-FLOAT 


Each Fish-N-Float you sell will sell 
three more for you. Fishermen can 
carry the Fish-N-Float in the trunk of 
their car and be ready to fish any 
water, large or small, any time they 
like. It is convenient and it’s economi 
cal. Fish-N-Float is made of heavy 
duck cover, zipped or laced around 
auto inner tube. Supported by shoul 
der straps while wading. Heavy duck 
seat for deep water use. Thousands 
now in use. Excellent profit makers 
Three sizes: small, medium and large. 
Write for catalog and prices. 


TUCKER DUCK & RUBBER CO., FT. SMITH, ARK. 


DEALERS PROFIT . 


CUSTOMERS ARE SATISFIED} 
wih ADAMS 


Uniform thickness and exclusive 
waterproofing prevents leakage and 
waste . . . keeps your customers 
asking for more. Special attention 
—-— odd size cup orders. Backed 
y advertising throughout the South 
and Southwest. 


You can also profit from 
KAYO, TIP-TOP and ADAMS 


Steel hand tools, cold chisels, punches, etc. 


420 South Lake St. 
Fort Worth, Texas 


Cc. F. ADAMS, Inc. 





PICTURE HOLDS 
anh HANGERS 15 
? and tyetets POUNDS 


500 MILLION SOLD 


Repeats, Repeats, Repeats 
Jiffy hangs pictures a revolutionary new way. 
On glass, tile, concrete, plaster. No Hammer! 
No Nails! No Cracked Walls. Holds 15 Lbs. 

PATENTED 

U. S. Pat 7647711 & 280900! Pkg. 19 
Canadian Pat 550688. Other of 6 Cc 
U.S. & Foreign pats Pdg 


JIFFY ENTERPRISES, INC. 
146-148-150 N. THIRTEENTH ST., PHILA. 7, PA. 


Canadian Dist. FIRECO SALES LTD. 
33 Racine Rd., Rexdale, Ontario 























SKILLETS since 1896 


SQUARE SKILLETS 
That will cook 
everything from 
bacon & eggs 
to cake— 
Only 4!/2_ Ibs. 
Round ones too. 
WRITE TO 


LODGE MFG. CO. 


SOUTH PITTSBURG 








Ah 


Free Literature 


ALWAYS SELL GENUINE 


_aMOLLY — 


SCREW ANCHORS 


— a 


Molly Corp., Reading, Pa. 








W. R. C. Smith Publishing Co. 
Dept. SH-48 

806 Peachtree St., N. E. 
Atlanta 8, Georgia 


| | New 


[| Renewal 


Please enter my subscription to SOUTHERN HARDWARE for 3 years. 


Name 
Firm 
P. ©. Box or 
Street and No. 
City 
[| Send bill for $2.00 





Position 


State 


[__] Enclosed find $2.00 
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Paint Roller 


A paint roller that feeds itself auto- 
matically from its own tank is an- 
nounced by the Donaldson o., Inc., 


2520 W. Larpenteur, St. Paul 8, Minn. 
Called the Donaldson “Gun-A-Matic” 
paint roller, the painting aid features 
a special hydraulic pressure system, 
a 16 oz. tank, and a roller made of 
polyurethane. 

When the trigger of the pistol-type 
fluid applicator is pulled, the “Gun- 
A-Matic” keeps on feeding itself with 
even distribution of fresh paint the 
length of the 7” roller. 

The gun is a lifetime unit; only 
the roller ever needs replacement. 
The roller is detached for rinsing, 
and pumping a few ounces of solvent 
through the gun assembly clears the 
pressure system and line. 

Gun-A-Matic is packaged in its own 
7” x 9” x 3” multi-color box for point- 
of-purchase display. For more infor- 
mation— 

Write in No. 705 on card, Pg. 141 


Homko Rotary Mower 


Improvements in its 18” trimmer- 
type rotary power mower, the Fire- 
bird, are pointed out by Western Tool 


& Stamping Co., Des Moines, Iowa. It 
has fingertip throttle lever which 
puts contro] within reach of the hand; 
the Flexor blade which swings away 
when blade strikes an object; pro- 
peller-like suction of the Flexor 
blade; and cutting height adjustment. 

Other features include a Briggs and 
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Stratton 154 hp, 4-cycle gas engine, 
recoil starter, all-stee] nonbreakable 
frame, and side discharge chute. For 
more information— 

Write in No. 706 on card, Pg. 141 


Fan Spray 


A fan spray of white baked-on 
enamel and brass is offered in the 
1958 line of Green Spot sprinklers, 
according to Scovill Manufacturing 


Co., Waterbury, Conn. Priced to re- 
tail at $1.98, the fan spray is packed 
six to the carton. For more informa- 
tion— 

Write in No. 707 on card, Pg. 141 


Plastic Tackle Box 


Plano Molding Co., Plano, IIL, is 
introducing the Plas-Tak Beach- 
comber, an all-plastic tackle box 
priced to sell in the same low price 


range as metal boxes 


Made of super high impact-resist- 
ant Dow 480 plastic, the Beachcomber 
is corrosion-proof and noiseless. The 
box itself can’t rust, and it protects 
contents from rusting. Features solid 
brass hardware and nylon latch. 

A cantilever tray has compartments 
for all types of lures and small tackle, 
and room in the bottom of the box for 
standard bait and spin-casting reels. 
The Beachcomber weighs 154 Ibs.; 
dimensions are 127%” long, 438” deep, 
and 5%” wide; and color, marblelized 
green. For more information— 

Write in No. 708 on card, Pg. 141 


For more information use Handy Return Card, Page 141 
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IMMEDIATE 


DELIVERY!” 


OF NEW YORK 





WIRE 
NEWARK 365 


ATLAS SCREW & SPECIALTY CO., INC. 
450 BROOME STREET, NEW YORK 13, N. Y. 
PLANT: MIAMI, FLA. PHONE: NE 5-2597 


PHONE 
© WRITE © WoO 46-0600 
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HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Ta pat¢ 


Gs'eece ws f8F OFF 


TRACTOR SEAT CUSHIONS 








For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 


147 





Suggested 
Retail 
$2.49 


INDOOR-OUTDOOR HOME BELL 


Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 
$4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
oluminum bell with a clear, lasting tone. 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
.++@ big seller everywhere, anytime. 
* Complete Line 
* High Profit 

* Big Volume 


Display packaged, full price range, 
on all year ‘round sellers. Perfect for 
o hundred uses at home or oway 
.+.@ big gift item. 


Send for the Bevin Catalog 





EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 
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Jig Saw Special 


For Hardware Week, the Black & 
Decker Manufacturing Co., Towson 
4, Md., is offering its U-10 portable 
electric Jig Saw at a $10 saving in re- 
tail price, reducing it from $54.50 to 
$44.50. 


The U-10 Jig Saw is said to do all 
the intricate cutting jobs required by 
the home craftsman, and is powered 
for the professional as well. It will 
make pocket cuts in panels, base- 
boards, and floors without the neces- 
sity of first drilling a lead hole, and 
will cut almost any building material 
known, the manufacturer states. 

In addition to its portable use, the 
Jig Saw can be mounted in an acces- 
sory Jig Saw Table for bench work. 
Mitre gage and rip fence are included 
with the table. Two attachments to 
the table further increase the basic 
tool’s versatility—a wood joint at- 
tachment for making box and drawer 
joints, and a circle cutting attach- 
ment for cutting circles from 2” to 
13” in diameter. For more informa- 
tion-— 

Write in No. 709 on card, Pg. 141 


Pump Gun 


The Noble Manufacturing Co., Inc., 
Haydenville, Mass., has brought out 
a new, lightweight (5% Ibs.) pump 
gun in the .410 bore. It has a 26” 


special alloy steel, plain barrel with 
full choke; a new receiver perma- 
nently aligned with the barrel; fewer 





Correction 


In a report on the Philip S. Olt 
Co.’s new D-2 Duck Call which 
appeared in the February issue of 
SOUTHERN HARDWARE, the 
price of the Duck Call was given 
as $2.50. The correct price of the 
item is $2.75. 


CLASSIFIED 


Let SOUTHERN HARDWARE clas- 
sified advertisements help you solve 
your problems. 
Rates: $5.00 per column inch. Mini- 
mum ad accepted one column inch. 
All ads for the classified section 
should be in publication office the 
15th day of month preceding publica- 
tion. Mail ad copy to: 

SOUTHERN HARDWARE 

806 Peachtree St., N. E 

Atlanta 8, Georgia 








BUSINESS OPPORTUNITIES 


PAINT-HARDWARE.APPLIANCES— N!} 
Fla. Xint oppty Xpan Sptg Gds, et 
Xint loc. Nu store. Resrt cty Ask $27,500 
Write B100138 

HARDWARE STORE—NE Fila. XInt bldg 
dwntwn lo Fast grow t 10,00 
$19,500 is RI Write Bl 


HARDWARE STORE, SE Fla. Lee modrn 
operation. Prking lot nets $15 Net 
$66,000. Excellent opprty. Write B-10043 


POWER MOWERS.PAINTS-HARDWARE. 
NE Okla. Retail. Oil Capital of World 
XLNT oppty Xpan A-1 lo Ask $26,500 
Write B10065. 

Business Mart of America 


5723 Melrose Avenue, L.A. 38, California 

















MANUFACTURER'S 
REPRESENTATIVES WANTED 


Due to increasing sales, nationally known 
hardware manufacturer must expand sales 
force. Products nationally advertised 
Territories open throughout the United 
States Excellent commission arrange 
ments. Please forward full details of 
your operation, who you represent and 
lines carried, in first letter to: GUNVER 
MANUFACTURING COMPANY, 234 
Hartford Road, Manchester, Connecticut 











DECALS FOR HARDWARE DEALERS 


Attractive Designs with brilliant colors 
Imprinted with your copy. Ideal for ad 
vertising and identifying your merchan 
dise or service. Small or large quantities 
Low cost. Quick Delivery. Catalogue free 
Write today! Cordell Company, 25065 
52nd Street, Kenosha, Wisconsin 














Manufacturers’ representative formerly 
specializing in ir-igation sales needs 
additional lines to satisfy demand 
among dealer and distributor following 
who have engineer type sales personne! 
and want to diversify their operations 
Reply to Box 708, SOUTHERN HARD 
WARE 806 Peachtree St., N E., At 


lanta 8, Georgia 














Renew Your Subscription 
See Page 146 
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[ta ous eee a by the operator are in- and promotion mailing pieces, Rus- 
ie poner tener st fi — ; os ' sell Bloodworth, sales manager, 
s equipped with a Black & 
leased and pulled for every shot, and = Decker-built motor which is totally 
the action must be completely closed enclosed for protection against grass 
before trigger can be pulled. Tubular and dirt. Bearings are self-lubricated 
magazine, six shot capacity (five in for life. For more :nformation— able to dealers to aid them in their 
magazine, one in chamber), and a Write in No. 711 on card, Pg. 141 Hardware Week promotions. Called 
new method for change of magazine the Sale-A-Rama, the mailer fea- 
capacity to two shells are other spe- . tures the type of needed spring 
cial features. - Rotary Mower File items that will draw customers 
Called the Model 70, the gun has a , Se , of ¢ 
pistel. Got sleck and greeved slide Nicholson File Co. Providence 1. who Ww ant top merchandise at at- 
handle of American Walnut, and a R. L., is featuring a counter merchan- tractive low prices. Three hundred 
checkered, hard rubber butt plate. dising display containing one dozen and fifty thousand of these will be 
For more information— Rotary Mower Files for Hardware sent to dealers so they can inform 
Write in No. 710 on card, Pg. 141 their mailing lists. 
The second piece is a two-color, 
16-page booklet saluting the out- 
door season and bears the title 


announces. 
A four-page newspaper size 
broadside in color is made avail- 


Lawn Trimmer-Edger 


As an addition to its Yard ‘n’ 
Garden line, The Black & Decker 
Manufacturing Co., Towson 4, Md., 
announces a combination Lawn Trim- 
mer ‘n’ Edger. The versatile tool can 
be used to trim all grass and weeds 
along fences, walls, and in other 
corners that can’t be reached with a 
mower; and then with a 90° flip of 
the cutter head, the tool is ready to 
cut a clean line of grass and weeds 
along the edge of a walk or drive- 








Week. Each file comes in a sturdy 
plastic case with convenient hang-up 
hole. Instructions for use are printed 
on the back of each case. For more 
information— 

Write in No. 712 on card, Pg. 141 


° Orgill is distributing over 600,000 
mailing pieces to aid its dealers in their 
spring advertising efforts 


Orgill Distributes Spring 
In addition to a long main handle, Dealer Mailing Pieces 


the Trimmer ‘n’ Edger has a side 
handle fully adjustable anywhere 


“Plantin’ an’ Playin’.” The booklet 
AS A HELP to its dealers in in- is a self-mailer that presents a host 
along the shaft for right- and left- creasing their spring sales and of garden and playtime items. 

handed positions. Adequate guards profits, Orgill Brothers & Co., There are also three circular 
and deflector plates protect the op- wholesale organization with head- sheets of tabloid size that feature 
erator from grass, dirt, or foreign ob- quarters in Memphis, Tenn., is dis- timely items at tempting prices, 
jects, and all surfaces normally tributing 600 thousand advertising with mats of many of these items 








STOCK the FAST-MOVING PEAVY LEVEL-WIND ““MONOFILY” REELS 


POPULAR for BOTH am 
\ THREE SIZES 
FRESH and SALT WATER al , lew | #9 PEERLESS “MONOFIL”—Full, free 


@ Precision-fit spool permits the use of Tye ; “be spool action. Comfortable torpedo- 
monofil and other types of line. - type handle. Capacity 300 yds. Mono- 
Strong, sturdy reels, capable of taking E*¢ fil #15. 

prize size fish. ‘ #109 PEER “MONOFIL” (pictured) — 
Reliable, smooth-acting star drags. S\ =a rs! Double knob handle. Capacity 300 
Fast retrieve. Long service. yds. Monofil #15. 


Choice of metal or plastic spools. aa Mw nyt tg 
i ne ds. M fil #15. 
“The Reels of Champions yds. Monofi 5 


Send for Catalog No. 21-SH PENN FISHING REELS «+ PHILA. 32, PA. 
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also available for the independent 
dealers’ own newspaper advertis- 
ing. 


. 


Carlsbad, N. M., Loses 
Veteran Hardware Dealer 


WILLIAM ELBERT Smith, Carls- 
bad, New Mexico, hardware deal- 
er, died February 21 at the age of 
78. 

A past president of the Tri-State 
Hardware and Implement Associa- 
tion, Mr. Smith was prominent in 
Southwest hardware circles 
throughout his career and was 
Carlsbad’s oldest businessman in 
point of service years. 

He became associated with the 
Finlay-Pratt Hardware Co. in 
1902, later becoming co-owner, 
and the company became known as 
the Pratt-Smith Hardware. In 
1934, ‘the store became Smith 
Hardware. 


* 


Torch Trade-In Program 


EXTENDING the Bernz-O-Matic torch 


Association Director Presents Prize 


H. V. Sliger, owner of Glendale Hardware, Dallas, receives keys to a new Ford 

Ranch Wagen from Ray Souder, executive director of the Texas Hardware and 

Implement Association. The Association gave the car as a grand prize in con- 

nection with its January Trade Show in the Dallas Memorial Auditorium. Mrs. 
Sliger accompanies Mr. Sliger to give the new car a try 


free coupon worth $1.00 will be given 
toward the purchase of the all-pur- 
pose TX-888 torch kit, which regu- 
larly retails for $8.88. The coupons 
are to be made available to customers 
in ads and from pads on point-of- 


The dealer receives a “Trade-In” 
Pak consisting of six TX-888 torch 
kits at the regular price, plus one free 
master kit which retails at $5.95. A 
plus for the dealer is a free TX-888 
kit if he runs a Bernz coupon trade-in 


purchase display 
stores. 


trade-in program, the Otto Bernz Co., 
Rochester, N. Y., announces that a 


ad in his local newspaper and mails 
dated tear sheets to the company. 


cards in dealer 





TUCKER OUTDOOR FURNITURE 


CAMP STOOLS 


Rugged hardwood frame. Heavy canvas cover, 
plain or striped. Sells by the dozens! Ideal for 
camping, picnics—hundreds of utility uses. 

rite for catalog and prices. 


DIRECTOR'S CHAIR 


Attractive, high quality utility chair for indoor 
or outdoor use. Hardwood frame finished in 
natural varnish or white paint. Seat and back 
made from extra heavy canvas. Available in 
red, green, yellow or blue. olive drab or khaki 


Write for catalog and prices. 


Tucker Duck & Rubber Co. 


FT. SMITH, 
ARK. 








ASK FOR 
AVAT-Sat-) 4 


Metals 


For Over 50 Years 
A Dependable Nome in 
Metals 


OA AAA CERO ORE ARAL HHA,0 








Bar and Wire Solder — Babbitts 


i > 
Metals of all Descriptions 
IENER & £ Sons 


For details write: 
Dept. H. P.O. Box 573 
Richmond 5, Virginia 


YMAN 








Fam MARSHALLTOWN 


\MARSHALLTOW 


MARSHALLTOWN TROWEL COMPANY - 


TROWELS 


MARSHALLTOWN, IOWA 











ARE YOU READING SOMEONE ELSE'S COPY OF SOUTHERN HARDWARE? 


Take this opportunity to send in your subscription for your very own copy. Fill in the handy coupon 
on page 146 of this issue—mail it to us—and we'll start sending your copy to you PROMPTLY! 








For more information use Handy Return Card, Page 141 
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ALWAYS Right with 


WATER 
SUPPLY 





. The Customer is 
: 


4 





EQUIPMENT 
a 


America’s Complete Line of 


WATER SYSTEMS 


It’s always easier and more profitable 
for a Dempster Dealer to do business 
because whatever his customers want, his 
customers can get from Dempster’s 
complete water system line. 


Convert -0-Jet and . aa E , 
Convert 0 Jetmaster Whether it’s price, capacity, pressure, 


depth, quality or any combination of 
factors, there’s a Dempster water system 
to meet the need. And every Dempster 
pump is tops in performance, 
engineering and construction. Nearly 

80 years of water system experience 
guarantees full satisfaction. 


Multi-Stage Jetmaster 


deep well or shallow well two or three stages 


Low Head Centrifugal 


0 ae den Gs aes Bene ae om ab a ec ee a we 
1 
i 


Single Stage 
Jetmaster 











shallow well 


DEMPSTER MILL MANUFACTURING CO. 
Home Office and Factory: Beatrice, Nebraska. 
For fast service, Dempster branches and warehouses are located in: 
EQUIPMENT Omaha, Nebraska Sioux Falls, South Dakota 
Denver, Colorado 


Kansas City, Missouri . 
ays Des Moines, lowa Okiahoma City, Okiahoma 
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— BUSINESS BRIEFS— 


The Profit Potential in Water Systems 


Manufacturers of pumps and allied products will 
again observe National Water Systems Month in May 
It’s that industry’s way of drawing particular atten- 
tion to the sizable market available to the dealer who 
really wants to go after this business. Farm equip- 
ment dealers not presently handling water systems 
might well take note. The line can be the source of 
important added revenue; the market is big. In each 
of the next five years initial sales of electric wate! 
systems are expected to amount to 667,000 units, ac- 
cording to the National Association of Domestic and 
Farm Pump Manufacturers. Of this total 250,000 will 
be initial farm installations, while 100,000 will be 
supplementary systems for irrigation, fire protection 
and the like. Sales of 75,000 units wil] be for replace- 
ment of systems growing obsolete and 192,000 will 
be for homes built beyond the water mains 


Things Are Tough All Over 


As if we didn’t already have enough to worry 
about Dun & Bradstreet reports that a recent survey 
discloses that presidents of major U. S. industrial 
corporations earn an average of $111,500 a year in 
direct compensation, and after taxes and living ex- 
penses, have 16 to 20 percent left for investment o1 
other voluntary spending. But alas, the company 
president has little chance of becoming a millionaire 
In fact, if the poor guy saved 20 percent of his aver- 
age compensation every year—the amount he has left 
out of what he makes—it would take him about 45 
years (without interest) to accumulate $1 million. It 
just goes to prove that somedays you can’t make a 


nickle. 


A Report on Earnings 


The year just past will not be remembered as one 
for rejoicing by farm equipment manufacturers, but 
the picture is not all dark. In its report to stockhold- 
ers, Allis-Chalmers shows total sales of some $534 
million as against $547 million in ’56. Net earnings 
amounted to $17,819,251 as compared with $20,355,045 
in 1956. The good news is that farm equipment is not 
the culprit responsible for the decline. Company 
President R. S. Stevenson said that “sales of electrical 
equipment and farm machinery showed good gains, 
but their increase was not sufficient to offset the 
decline in construction machinery sales and lesser 
volume in the heavy industrial equipment fields.” 
Meanwhile, Minneapolis-Moline reports that sales 
during the first quarter of its fiscal year amounted 
to $9,572,827, a sizable gain over last year’s $5,892,295. 
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Min FACTS AND TRENDS 


rdule TITTITI Iii 


Farm Income 


Farmers realized net income for 1957 is now estimated at 11.5 billion 
dollars, a slide of half a billion dollars or 4% from 1956. An increase 

of nearly 600 million dollars in farmers' production expenditures accounted 
for the drop in realized net income. Total receipts from livestock and 
products in 1957 were 17.1 billion dollars, 5% above the previous year. Crop 
receipts were 12.9 billion dollars, 9% less than in 1956. In January 

cash receipts totaled about 2.6 billion, about the same as in 1957. 


Commodity Highlights 


Feed grain prices are expected to continue lower than a year earlier at 
least through the first half of 1958...cash wheat prices in mid-February 
were well below a year ago...prices of oranges averaged considerably 
higher in January and February as freeze cut supplies drastically...this 
year’s winter vegetable crop is expected to be 15% under last year's . 
market prices for cotton in January averaged 34.83 per pound, only 
slightly under December. 


Factory Shipments 


According to reports by manufacturers, November shipments of farm machinery 
and equipment including tractors were 36% below the previous month and 4% 
under November 1956. The value of November shipments of farm machines and 
equipment was 35% below October, but 54% above November 1956. 


Farm Population Declines 


Population of U. S. farms numbered about 20,396,000 in April, 1957 compared 
with 22,257,000 for 1956. During the longer period 1950 to 1957 the farm 
population decreased by 4,662,000. Farm residents now account for only 

12% of the nation's total population. 


Prices Received, Paid 


Prices received by farmers increased 2% in January, up nearly 4% from Jan- 
vary 1957. And prices paid also continued to rise. Prices paid for pro- 
duction items were about 34% above a year earlier. The increase here was 
mostly in the overhead items of interest, tax payments. However, the 


cost of hired labor rose along with prices of machinery. 


Retained Earnings 


With expenses rising in 1957 farmers retained as net income only 333% of 
realized gross farm income, compared with 35% in 1956. Realized net 
income per farm declined 2% in 1957 to $2,374. Government's increased from 
554 million dollars in 1956 to a little over a billion dollars in 1957. 
Almost all the increase was in Soil Bank payments. 
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LN 
ANOTHER a3 —= KEY TO GREATER PROFITS FOR IH DEALERS! 
‘a 





World's fastest planter—6-row McCormick No. 650! 


FAR MORE PRECISE 6-ROW FARMING 


earmarks big share of a new market for IH dealers! 
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IH dealers can promise more than just 50 percent greater 
capacity with new McCormick® 6-row equipment. These big 
20-footers also plant and cultivate high-value crops with 
4-row precision and care! 

Now, farmers can plant corn at the rate of 12’ acres an 
hour with the world’s fastest planter—in a 6-row! But of 
even more importance, IH design assures a full-kernel count 
and cluster-tight hills that pay off in full stands and bumper 
yields. Now, farmers can easily cultivate 100 acres a day 
the 6-row way. And thanks to side-to-side rigidity—that 
comes with big bearing, parallel-gang construction—these 
new McCormick 20-footers cultivate closer and cleaner than 
many smaller rigs. 

This combination of cost-cutting capacity and yield-add- 
ing care typifies the double-edged goal of progressive 1H 
engineering. It gives farmers added value and reason for 
buying, and can help IH dealers capture a larger share of 
this new big-equipment market. 


INTERNATIONAL HARVESTER 


SOUTHERN FARM EQUIPMENT for APRIL, 1958 





155 


NEWS HIGHLIGHTS 


MM Names M. E. Carroll 
General Sales Manager 


M. E, CARROLL, director of field 
sales, has been promoted to general 
sales manager of Minneapolis-Mo- 
line Co. He assumes responsibility 
for all sales operations, domestic, 
foreign, and OEM. He will have 
charge also of the departments of 
market research, advertising, cus- 
tomer services, parts, technical 
publications, and the service or- 
ganization. 


M. E. Carroll 


Carroll began in the Peoria, II1., 
parts department of Minneapolis- 
Moline in 1936, and through the 
years has served in a number of 
capacities. He was brought to the 
firm’s home office as district sales 
manager in 1954 and in June 1956, 
he was named director of field 
sales. 


Klein to Head A-C Sales 
Promotion, Tractor Group 


W. J. KLEIN, a vice-president of 
Allis-Chalmers Manufacturing Co., 
is now director of sales promotion, 
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W. J. Klein 


Tractor Group. Klein previously 
was director of sales, Tractor 
Group. He will now direct the ad- 
vertising, sales promotion and 
marketing activities for the prod- 
ucts of the Farm Equipment, Con- 
struction Machinery, and Engine- 
Material Handling Divisions. 

R. L. Smith has been named 
manager of advertising for the 
three divisions in the Tractor 
Group. He has been radio director 
for the Group since 1948. 


e 


Henry to Head MM 
Industrial Sales 


E. A. HENRY, manager of OEM 
and government sales, has been 
appointed manager of the newly 
organized industrial sales depart- 
ment of Minneapolis-Moline, Matt 
Carroll, general sales manager, an- 
nounced recently. 

In charge of three distinct sales 
functions within the department 
are David S. Hansen, industrial 
dealer sales; George W. Balch, 
OEM sales; and Sidney R. Morrow, 
government sales. 

In the South, the firm’s branch 


offices will handle industrial sales 
under the general supervision of 
the home oftice, with immediate 
responsibility to the branch man- 
ager. In other sections of the coun- 
try, traveling representatives will 
handle wholesale operations. 

The firm is increasing the num- 
ber of models of its utility and in- 
dustrial wheeled tractors, engines, 


Hansen Henry 


and power units. Additional diesel 
models of power units and tractors 
are also in production 

Some 100 industrial equipment 
dealers now represent Minne- 
apolis-Moline in the United States, 
18 franchised during the past two 
months. 


. 


McNabb Becomes General 
Manager of Stewart Co. 


JAMES L. MCNABB recently was 
appointed vice-president and gen- 
eral manager of the Stewart Co., 
Texas distributor of Ford tractors 
and other farm and_ industrial 
equipment, according to an an- 
nouncement from Peter Stewart, 
president of the Dallas firm. 

McNabb joined the company in 
1944 as a sales analyst. Prior to his 
present promotion, he was vice- 
president and sales manager. 
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EART OF TODAY’S BEST-SELLING BALERS 


Y hie 
Here’s how Flow-Action works 


(1) Start of stroke: Aluminum feeder (3) distributing: Tines lift upward, dis- 
tines mounted on sturdy, spring-loaded, tribute hay evenly throughout bale 
telescoping bar engage the hay. chamber . . . to make firm, square bales 


(2) Loading: Tines measure off right (4) Return stroke: Tines lift clear of 
amount of hay . . . move it toward chamber . . . retract to first position for 
chamber. In heavy windrows, bar tele- next loading stroke as 

scopes .. . prevents clogging. oa plunger makes slice. 


NEW HOLLANDS » 
EXCLUSIVE Cee 


FLOW-ACTION! 


a 


Available only on the famous HAYLINER 68 and the 
new SUPER HAYLINER 78, it can put new life into your sales picture 


ROVED on farms throughout And that all means you'll find farmers who want extra bale 
the U. S. for over a year, Flow-Action is a powerful selling power. The ‘78’, too, comes in 
New Holland’s Flow-Action isthe feature. Your customers have’ twine-tie and wire-tie models. 
most talked-about ...most wanted heard about it . . . want it! All four are available with engine 
baler feature developed in 18 years! And now you can offer them power or P.T.O. 
Thousandsoffarmershavefound Flow-Action in 4 New Holland Put yourself in line for bigger 
smooth, gentle Flow-Action gives models! First, there’sthe Hayliner baler sales right now. Feature 
them greener, leafier bales. They’ve 68—the baler that outsold all Flow-Action; stock the Hayliner 
found, too, that its simplicity and others last year. This year, it’s 68 and Super Hayliner 78! New 
rugged construction mean less available in both twine-tie and Holland Machine Company Divi- 
need for adjustments ...cheaper wire-tie models. Then, there’s the sion of Sperry Rand Corporation, 
operation. great new Super Hayliner 78—for New Holland, Pennsylvania. 


NEW HOLLAND [<2 i ‘Fist in Grassland Farming" 
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Mechanic Hubert Seiders proves to Dawson's Hardware of Berkeley Springs, W. Dawson regards power saw trade-ins as 
Va., that his prompt, efficient power saw service know-how boosts its over-all invaluable for stimulating sales. Here 
equipment sales. Each year Dawson's mechanics attend factory-sponsored schools he offers customer item at fair price 


Pushing Power Saws 


-- for that extra volume 


By Beatrice Miller 


baat HE SECRET to a lively power 
saw sales volume is in ren- 
dering excellent service—prompt, 
efficient service because you have 
the skilled labor—and your best 
selling weapon is your equipment 
and parts inventory.” 
That’s the stated conviction of 
Ward M. Dawson, Jr., farm equip- 
ment department manager of Daw- 
son’s Hardware, Berkeley Springs, 
West Virginia, where power saw 
sales in 56 hit the 300-mark, and 
where such sales for the first half 
of this year showed a 20 percent 
gain over last year’s. similar 
period. 
“If a customer knows he can get 
his power saw repaired within 24 
hours, the sale is yours,’”’ Dawson 
maintained, underscoring several 
essentials basic to a thriving power 
saw sales and service volume. 
First of all, according to him, Manager Ward Dawson, Jr., right, demonstrates an up-to-the-minute power saw 
a dealer should be located in a for an interested customer who came to the store to see it in action. To Dawson, 
(Continued on page 167) home demonstrations, time- and profit-consuming, are a definite thing of the past 
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ANNOUNCING! 
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PEANUT COMBINE 


The World’s Most Advanced 
Peanut Combine 


Highest capacity — picks three or more acres per hour 

Delivers the cleanest peanuts — do not have to be re-cleaned 
Can pick peanuts with higher moisture content than any other 
combine — start sooner in the morning and pick later in the day 
All main bearings rubber mounted, triple sealed and lubricated 
for the life of the machine 

At least 50% LESS up-keep cost 


- 
Valuable Dealer Franchises Open! 
The Long peanut combine is truly a revolutionary machine. It has been com- 


. . 
Wri te-Wire pletely tested in the major peanut growing areas of the United States and has 


proved that it will pick cleaner peanuts, more peanuts at a lower cost than any 
other machine on the market today. We are now setting up dealerships in all 
peanut growing areas. Act now. 


or Phone 


TODA Y!. “arte © © e eo For more information on one of these 
Valuable Dealerships 





LONG Manufacturing Company,Inc. - Tarboro, N.C. 
TELEPHONE 2126 
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Ferguson 35 


PROGRAM 
FOR DEALERS 


ALL-NEW MF 65 First 4-plow tractor with genuine Ferguson System 


4-Way Work Control. Quadramatic Control, Dual-Range Transmission, Variable- 
Drive PTO and 2-Stage Clutching. 

Wrist-Action 3-point hitch. Ball sockets rotate upward in 90-degree arc to make 
hitching easy. 

Power-Packed Engine. New High-Torque Engine delivers more lugging power and 
economy at all speeds. 434” piston stroke. 7.1 to one compression ratio. 

Four Front-End Models. With standard, high-arch, dual-wheel and single fronts, there’s 
a model to fit every farm. 


Massey-Harris 444 Massey-Harris 555 


World’s most famous and 2-3 plow tractor with the Big 3-4 plow tractor for 5-plow power for toughest 
most copied tractor in the Ferguson System. 4-way heavy jobs. 3-point hitch; jobs on any farm or ranch 


2-3 plow class. 


work control. Four models. four front-end models. Gasoline, Diesel and LP. 


These great tractors plus the complete line of M-F equipment offer Massey- 
Ferguson dealers an outstanding opportunity for big profit volume in 1958. 
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SEE wxy THE M-F DEALER FRANCHISE IS 
THE MOST OUTSTANDING IN THE INDUSTRY 


No franchise is worth a plugged nickel unless it 
gives the dealer something really noteworthy to 
sell (like our line of tractors, pictured at the left). 
M-F dealers sell the only tractors with the famous 
Ferguson System world-famous Massey- 
Harris combines . . . and over 100 other imple- 
ments as well. It’s farm equipment backed by a 
famous name that dealers can sell with pride and 
farmers can buy with confidence. 
Now here’s what we do to help dealers profit more 
with this outstanding equipment. There’s a very 
liberal sales agreement that includes. . . 

a graduated volume bonus that applies on all 

equipment, implements and parts; 

a generous performance bonus for all dealers; 

a new liberal trade discount on equipment, 

implements and parts. 
Then there’s advertising support. Print advertis- 
ing with an entirely new look in the industry that 
“sings as it sells.” Big league radio programs 


we 


SOUTHERN BRANCH OFFICES 


BALTIMORE, York and Timonium Roads, CHARLOTTE 


Timonium, Maryland, VAlley 5-6080 


ATLANTA, 4800 Peachtree Industrial Boule- 
vard, Chamblee, Georgia, GLendale 7-725] 


DALLAS, 6219 Peeler Street, Dallas 9, Texas, 


Fleetwood 1-6447 
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Charlotte, North Carolina, FRanklin 6-4828 


NASHVILLE, Oman Street—Acklen Park, 
Nashville, Tennessee, BRoadway 7-3395 


using the top Radio Farm Directors supported 
by nationally known farm commentators with 
dealers’ names on every program. 

Add to that not one... but three. . . retail financ- 
ing plans that enable M-F dealers to build a 
tailor-made credit plan for every farmer-customer 
. . . so that farmers can buy what they need, 
when they need it. 

And there’s more. A new parts program, including 
new master parts warehouse plus strategically 
located parts depots . . . new central inventory 
control... to provide the finest and fastest parts 
service ever. And a new arrangement that can 
mean money in your pocket as you demonstrate 
the machines you sell. 

These are some of the big features of our M-F 
franchise. If you'd like to get the whole exciting 
(and profitable) story, get on the phone and talk 
to one of our branches... ask for the Branch 
Manager. 


«MASSEY - FERGUSON 


Massey-Ferguson Inc., Racine, Wisconsin 


World’s most famous combines and the only tractors with the Ferguson System 


MEMPHIS. 1332 Louisiana Street 
Tennessee, WHitehal! 2-2416 


North Tryon Street Memphis, 


JACKSON, Van Winkle Subdivision, Jackson 
Mississippi, 5-348] 


OKLAHOMA CITY, 3920 N. W. 39th Street, 
Oklahoma City 12, Oklahoma, Windsor 2-5571 





Features of the new Ford diesel, except 
for its power plant, are identical with 
Ford gasoline and LP-gas models, and 
all Ford implements will fit the new 
tractors without modification 


Ford s New Diesels 


THE FIRST American-made diesel 
products of Ford Motor Co.—a new 
line of tractors for farm and indus- 
trial use—was introduced to the 
trade throughout the nation in mid- 
March. 

According to the company an- 
nouncement, the new tractors carry 
suggested retail prices $395 above 
gasoline tractor prices. 

Merritt D. Hill, genera] manag- 
er, Tractor and Implement Divis- 
ion, said, “Our engineers and man- 
ufacturing men have ... cut the 


cost differential between diesel and 
gasoline powered tractors to pro- 
vide economical diesel power at 
minimum cost. The cost ‘break- 
through’ came by redesigning some 
components of the high-volume 
gasoline four-cylinder tractor en- 
gine so that many of its parts could 
be used for a diese] engine. These 
economies of volume production 
and interchangeability are being 
passed on to the farmer and in- 
dustrial] user.” 

The Ford Diesels are similar in 





Engine Designation: Ford Diesel 
Type: Four cylinder, 


Dimensions: Length, 34.21”; 


Power: 
transmission 37 @ 

Fuel System: 
Fuel 


Electrical System: 12-volt. 


Engine Components: 





FORD DIESEL ENGINE SPECIFICATIONS 


overhead valve, 
with open chamber (direct injection) design. 
width, 
n.; stroke, 3.60 in.; piston displacement, 
pression ratio, 16:1; 
Belt, with 5-speed transmission 40 @ 2200 rpm; with 4-speed 
2000 rpm, 
mission, 35 @ 2000 rpm, (Manufacturer’s rating). 

Injection pump, Roosa Master opposed-piston distribu- 
tor type. Injectors, Simms four-orifice, angled in head. 
protection, micronic filter 
chamber and air bleed valve. 


weight, 


Starting Aids: Optional manifold heater plugs or ether cell 
weather areas only). 

Crankshaft, balanced forged steel; pistons, alum- 

inum with 3 compression and 2 oil rings; 

ings, three copper-lead main; 

forged alloy steel. 

Engine Available in Following Ford Tractor Models: 
821, 841, 851, 861-Utility and All Purpose Types 
941, 951, 961-Row-Crop Types 


four-streke, four-cycle engine 


16.375”; height, 27.21”; bore, 3.90 


172 cu. in.; com- 
565 lbs. (including flywheel). 
Drawbar, 4 or 5-speed trans- 


with water sediment 


(cold 


bear- 
connecting rods, 
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Shown above is fuel injection sys- 
tem of Ford diesel. Fuel enters fil- 
ter at A, passing through filter ele- 
ment at B, emerging through C 
to outlet D, Sediment is trapped at 
E. Injector pump draws in fuel at 
F, meters it in sequence to the four 
Simms fuel injectors through the 
pressure tubing indicated by G, In- 
set shows a fuel injector at the 
compression stroke with the piston 
at the top of its travel. Fuel enters 
connector H and travels to points 
J and K on plunger L. A fluid 
pressure buildup occurs until the 
tension of the injector’s spring can 
be overcome, at which time the 
fuel is injected through four holes 
into the combustion chamber. With 
a compression ratio of 16 to 1, 
compressed heated air in the cylin- 
der ignites the fuel. Excess fuel is 
circulated through the injector 
pump and injectors to lubricate 
these assemblies and returns to 
fuel tank marked M, N, and O. 


appearance to the new Powermas- 
ter models introduced in Novem- 
ber. All implements in the Ford 
line will fit the diesel tractors 
without modification. 

The first Ford diesel engine has 
a displacement of 172 cubic inches, 
delivering 35 horsepower at the 
drawbar. The engine is available in 
the 801 and 901 series of Ford 
tractors—seven models in utility, 

(Continued on page 168) 
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WYATT Trade Names & 
Better Built Implements 
MAKE MONEY for YOU! 


SPIRAL 
a — LOADERS 











A complete line 
of 4,6 and 8 inch 
augers for every 
farm requirement. 
Custom designed 
units for handling 








= or any free flowing material in farm granaries, 
eed miiis, bulk storage plants, elevators or chemical | 
handling installation. 


haw Mobile 


Wedge 
The completely elec- 
tric-hydraulic hoist 
with no power take- 
off, dual push button 
controls, lower price, 
low-mounting cost. 
W orks with any trans- j 
mission or electrical 
system. Models for 
both large trucks and | . 
pickups. 


FOR STUBBLE 
Sayha awh V-PLOW on sTusat 
’ ; ~ Operates at any prac- 
tical depth to kill 
weeds, lift and loos- 
en the earth without 
turning over topsoil. 
Makes perfect seed 
bed aie the stub- 
ble to hold moisture, 
reduce erosion and 
shade the ground. 


hawk HYDRAULIC LOADER 


Built for the farm, not in- 
dustry, and priced to sell 
in that market. Big capac- & 
ity, heavy duty, tested to 
2500 Ibs. Easily mounted 
on all popular tractors. 
Complete with 48" scoop, 
removable dirt plate, au- 
tomatic load leveler. All 
wanted attachments. 
DISTRIBUTED BY 


The Midwest Co 


TRUCK HOIST 





Western Growers See jes Co 
Minneapolis, Minn. Hamilton City. 

Myers Eqvigt Cerp 
Sanfield, Obie 


Baker Equipt Engr Co 
Chariette, N.C.: Columbia, 
8 Richmond: Ve 

Bocks Farm Eqpiot Co 
Doylestown, 

Centra! Equipt. Co., 
Denver, Cole 

Cellins Farm Equipt Co 
Predericksburg. 


The Lenkerd Co., Cochran, Ga. 

Southeastern Farm ae y.lrc. 
Chattanooga 
isse . Elders, lows 

Scruges-Dreke Equipt. Co. | Genera Frock g Tractor 
Decator, I ~ 





Ve 
Markie's, Glasgow, Mont. 
Oe hi Equipt Co w _ ager Ss Supply Co Vv induct Implement Co. 
Gath & Herms., inc Truck Parts & Equipt Co. 
Buffalo, » Toles, Okle Export 
8, - : Universal Farm Sales, Inc Modern Agric cul eure Co. 
a Calif olumbus .O. : Saginaw, Mich. Washington, 
Implement Se . Se., Ine. R.M. Wade & Co homas S ‘Mergen, Inc. 
empni Pertiand, Ore Atlanta, Ga 





Jayhawk Farm Implements Since 1903 — 1239 5th, Salina, Kansas 
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—DISPLAY__.. 


~ WISSOTA — 


TOOL pt 


AND YOUR CUSTOMERS WILL BUY ‘EM! 


NEW! ELECTRIC 
TOOL GRINDER 
© Very small 4%" diam 
eter Motor affords com 
plete easy eccess to 
wheels 
Powerful ‘4 or |/3 h.p 
Motor 
© Chisel grinding attach 
ment included 
Ball Bearings 
eos Whee! 
*é6'« %' Wheel 


Mode! E16G Aiso Model E33G 












GRASSLAND oe. 
FARMING Ce ———,» eee 
creates big market a | 
You'll Sell ‘Em if > 
You Display ‘Em \ 4 ee . 
4 ; a 
SICKLE GRINDER los i 
7 r | 
* FASTER, SAFER 4 } J 
more accurate aif | a 
* Requires NO CLAMPING J 
or reclamping of each hg 
section 7 SF) 
* SHARPENS 7 FT. SECTION HT H 
m8 nae i} Moget | 
* LOW PRICE 1] Patent Pending 
—_— ff \ ff FORAGE 
gece fl | HARVESTER BLADE 
of J ALES SHARPENER 
i; 





> y 
“Tet ts ; r * Also sharpens Mowing 
+e \ tae Machine Sections, Er 
“ng a. 7 ge Knives and other 
g — tools 
Oo og l 
ss \ 
} \ Pa * PMarvester and Ensilage 
+ - a f Knife Grinding Attach 
+ > : ux ments als sold sep 
ee 6 i» arately to fit most con 
— = “> ventional bench grinders 
. ‘os 
Model BK8 uy 


Patent Pending 
A FULL LINE OF BELT DRIVEN SICKLE AND TOOL GRINDERS! 










WISSOTA GRINDERS fulfill fhe needs of 
your mos? particulier customers at the 
right price! 


Model MS6SB° 


WISSOTA'S 

Fully Vitrified 
ABRASIVE WHEELS 
and SICKLE CONES 
Safeguard good 
tools, sections 
Cool, Fast Cut 

ting. Better 
balanced. Uni- 
formly made 


















HAND \ Accurately 
OPERATED \ dressed. Care 
TOOL AND fully Tested 

SICKLE 
GRINDERS 


ASK YOUR JOBBER OR WRITE 








FOR COMPLETE CATALOG 











Minneapolis 4, Minn 
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New industrial tractor, Work Bull 202 

has 40 hp. high torque engine that de- 

velops extra power at low speeds. Trac- 

tor has hydraulic three-point hookup 
for rear end attachments 


Mounting for the Davis Loader has 
been integrated into the new Work 
Bull 202. The Davis Backhoe, rear, at- 
taches directly to the loader frame 


Work Bull Fork Lift provides 10 quick- 

change attachments which are inter- 

changeable. Unit can operate under a 
clearance of 8° 2" 


Work Bull 303 is “medium weight" in- 
dustrial tractor. Power diversion of 
the 52 hp., 208 cu. in. displacement en- 
gine, is provided by a torque converter 


Massey -Ferguson's 


Introduction of a new four-point 
“power-matched” line of industrial 
equipment, is announced by the 
Massey-Ferguson Industrial Di- 
vision of Massey-Harris-Ferguson, 
Inc., 1009 South West Street, Wich- 
ita 13N, Kan 

Included in the accelerated op- 
eration are the following products: 

Work Bull 202 Industrial Trac- 
tor; Work Bull 1001 Multi-Purpose 
Tractor Loader; Work Bull 303 In- 
dustrial Tractor and 500 Loader; 
and the Work Bull Fork Lift, plus 
a variety of auxiliary attachments 
that are “power matched” to each 
of the basic units. 

“Work Bull ‘power packages’ are 
a result of our effort to create a 
new, separate and versatile line of 
industrial equipment in the light 
and medium class for the tradi- 
tional firm of Massey-Harris-Fer- 








guson, Inc.,” said C. J. Davis, di- 
visional general manager. 

Massey - Harris - Ferguson top 
management realize the specialized 
needs of the industrial user and 
therefore created the Massey- 
Ferguson Industrial Division as a 
separate entity from the regular 
agricultural operations of Massey- 
Harris-Ferguson, Inc., Davis said 

The Work Bull 202 is an indus- 
trial utility tractor with new dis- 
tinctive industrial styling and fea- 
tures. It has a high-torque, 40 h.p 
engine said to develop tremendous 
lugging ability at slow speeds. The 
Work Bull 202 and the Davis Load- 
er have been particularly designed 
to go together as an integrated unit. 
The loader attaches directly to the 
tractor, and the pump drive and 
mounting are built right in the 
tractor. 
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Industrial Li 


The Work Bull 1001 Multi-Pur- 
pose Tractor Loader is convertible 
into eight different machines. It 
can be converted on the job from 
a loader to a pick-up street sweep- 
er, to a backhoe, to a fork lift, to 
angle dozer, to a crane, to a rotary 
broom, and back to a loader with 
a scarifier attachment. It features 
no-shift, instant reversing, 43 
bucket roll back at ground level, 
direct line thrust, power steering, 
torque-converter, and a load-shock 
absorber for the lift arms. 

The Work Bul] 303 with 52 h.p. 
engine also has instant reversing 
and power steering. It is designed 
to fill the requirements in the med- 
ium-range equipment class. The 
303 accommodates the new 500 
Loader which has a variety of dif- 
ferent attachments—all of which 
are interchangeable with the at- 


tachments on the Work Bull 1001 

Both the Work Bull 1001 and 
Work Bull 303 are available in 
gasoline or diesel models 

The Work Bull Fork Lift is the 
low-cost answer to the industrial 
handyman’s need for help in stock- 
piling and clean-up work. This in- 
dustrial unit provides 10 quick- 
change attachments. It can operate 
under a clearance of 8'2”. Despite 
its low lines, this rig maintains a 
full 10 feet of lift height without 
the mast extension. The rig has the 
high flotation required for opera- 
tion in rough and muddy areas 

Attachments in the Work Bull 
line include the Auburn Trencher, 
Ram Pick-up Sweeper, scarifier- 
multi- 
purpose rear blade, soil scoop, cord- 
wood saw, tipping trailer, pipe o1 
cable layer, and wagon chassis 


scraper, post hole digger, 
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Heavy-duty Work Bull 500 loader on 
the Work Bull 303 tractor provides a 
medium capacity tractor shovel-loader 
combination. The 500 loader 3/4 cu. 
yd. struck capacity bucket has direct 
line thrust with telescopic reach 


Work Bull 1001, Multi-Purpose Tractor, 
can be converted to eight different 
machines: to street sweeper, backhoe, 
fork lift, angle dozer, crane, rotary 
boom, and loader with scarifier 


Right, dumping hydraulically at heights 
up to 10 feet, the Work Bull Fork lift 
materials bucket features a struck ca- 
pacity of 13 cubic feet and a 45-degree 
roliback for load uniformity 


Shown in action at left is the Work 

Bull 303 and 500 Loader. This combina- 

tion has high maneuverability with in- 

stant reversing, torque converter, and 

power steering, plus direct line "bull- 
dozer" type thrust 
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MM's new LH Forage Harvestor, oper- 
ated here with a 445 tractor, cuts, 
chops, conditions, and then lays the hay 
in even windrows for baling, or blows 
the hay into a wagon pulled behind— 


MINNEAPOLIS-Moline’s new LH 
Forage Harvestor is, according to 
the company, winning the affection 
of the cows of the country through 
production of “‘more palatable hay 
that’s greener and easier to eat, 
with all the tasty leaves intact.” 

The new machine cuts, chops, 
conditions, and then lays the hay 
in even windrows for baling, or 
blows the hay into a wagon pulled 
behind—all in one operation—to 
the satisfaetion of the farmers who 
own the cows, the company says. 

The MM Forage Harvestor is 
said to eut the standing hay coarse- 
ly enough to be picked up easily by 
a baler from the windrows. The 
hay is also short enough to dry or 
“cure” quickly before bleaching by 
the sun, and before the leaves 
reach the shatter stage. These 
shorter pieces practically eliminate 
the waste formerly caused by cat- 
tle pulling long, ropy strands of 
hay frem the feed bunks and 
trampling them into the manure. 

The new MM Forage Harvestor 
is a flail-type pto chopper that cuts 
a 5-foot swath of any standing for- 
age crep. Up to three swaths can be 
laid in one windrow by moving the 
blower spout farther to the side on 
each round. 

Additional jobs the new machine 
can do include chopping row 
crops—like corn—for silage, and 
shredding stalks for bedding and 
stalks and weeds for soil-mulching. 

The major moving part of the 
new Forage Harvestor is a 5-foot 
wide cylinder driven by 4 v-belts 
from the pto gear box. The gear 
box is heavy-duty with tapered 
roller bearings and special heat- 
treated steel gears. 


Here the new Forage Harvestor with 

blower head and spout removed is be- 

ing used as a shredder for mulching the 

soil with the residue left after corn 
harvest 
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all in one operation 


Hay the MM Way 


The 28 flailing knives, attached 
to the cylinder, pivot freely to pre- 
vent damage from rocks or other 
obstructions. The knives can be in- 
dividually removed for sharpening 
or replacement. 

Major economies of initial cost 
and maintenance are achieved in 
this new machine since the gather- 
ing, cutting, and blowing are all 
performed in one operation by the 
cylinder. The cylinder is enclosed 
on all sides. 

Adjustment of cutting height 
from one to 16 inches can be made 
mechanically or by hydraulic con- 
trol from the tractor seat. Spout 
adjustment is also made from the 
tractor seat by a hand crank for 
rear or side delivery, and by a rope 


for height. Speed is governed by 
the tractor’s power takeoff. 

Wheels can be easily adjusted 
for row crop spacing, and can also 
be raised or lowered. 

Since the machine is offset, 
neither the tractor nor the Forage 
Harvestor run on the standing 
crop. 

The power takeoff shaft is com- 
pletely enclosed by a telescoping 
safety shield. 

By removing the spout and at- 
taching a steel plate to cover the 
spout opening, the Forage Har- 
vestor is ready for crop-residue 
shredding. This shredded material 
is forced directly onto the field for 
most rapid decomposition and eas- 
ier plowing. 


PssTK: 
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Pushing Power Saws 
for Extra Volume 
(Continued frem page 158) 


pulpwood area where farmers cut 
wood in winter to sell to pulp- 
wood mills. About 70 percent of 
his firm’s power saw sales goes to 
such farmers, with 30% going to 
timber cutters. 

Dawson estimated 
annually in the two 
lines he carries—a competitive- 
priced budget line, as well as a 
top-quality saw, both in 342-and 
514-hp. The firm always replenish- 
es its stock weekly, thus keeping 
on hand approximately 15 saws to 
select from, usually three of each 
model. 

Dawson stressed the importance 
of keeping competent mechanics 
for small gasoline engines, point- 
ing out that 70 percent of his total 
service volume was in power saws. 
The remainder goes in to servicing 
farm machines and power mow- 
ers. 

Though both mechanics in his 
shop have had years of experience 
on small gasoline engines, Daw- 
son sends them yearly to the three- 
day schools offered by the power 
saw factories. 

Shop equipment required for 
efficient service, in Dawson’s 
opinion, includes drill press, acety- 
lene, and electric welding, shaft- 
and valve-grinding equipment, and 
hand tools, as well as_ testing 
equipment for condenser, analy- 
zer, and magnetizer. Investment 
in testing equipment is around 
$800, he estimated. 

Prompt service at Dawson’s or- 
dinarily means completion of a 
minor repair within an hour or 
two, and a major repair in about 
a half-day. Prompt service, too, 
brings the annual 25 percent gain 
in repairs and parts volume the 
show has had over the last six 
years, Dawson believes. 

Used power saws taken as trade- 
ins are first compression-tested to 
discover how much wear is still 
in them, and then appraised on 
general appearance. Evaluating a 
saw’s resale value, Dawson may 
put from $5 to $10 into recondi- 
tioning, but then seeks only to get 
his investment out of the resale. 

“We can move used power saws 
fast when a power saw that’s 
worth $50 is sold for $50. If we put 
$10 into repairs, we'll sell it for $60. 
We regard trade-ins as invaluable 
for stimulating sales, and 50 per- 
cent of our new sales are accom- 
plished through trade-ins,” Daw- 
son explained, pointing-out that 


20 turnovers 
power saw 


saws in stock in 
sold within 


40 used power 
the fall of 56 were 
two weeks. 

Dawson maintains a 
inventory record in parts for power 
saws, and has an $8,000 invest- 
ment in retail parts stock. 

He commented: 

“Here’s an important point that 
should mean larger profits to the 
power saw dealer—don't give dem- 
onstrations at a customer's field 
It adds considerably to your over- 
head in labor and vehicle opera- 
tion to send a man out to demon- 
strate a power saw.” 

He recommended stocking a sup- 


perpetual 


ply of logs behind the shop for 
instruction material. “We haven't 
made a field demonstration in 
years, nor have our sales suffered 
because of it.” 

In fall and winter, 
advertising on power saws is con- 
ducted weekly. Mats from the fac- 
tory are used, as well as original 
material. When new models appeal! 
market, they are given 
prominent promotion Service is 
emphasized in Direct 
power saw mail promotion consists 
of monthly stuffers enclosed with 
all accounts receivable statements. 

“The best promotion we really 


newspaper 


on the 


every ad 














first in the field, 


- EMPIRE™ 


TILLAGE TOOLS! 


‘PIONEERED TODAY'S 


x “EMPIRE” products have grown with Ameri- 
ca! Since 1840 our name has been a “buy 
word” with discriminating farmers. 


ISOTHERMAL SALT BATH heat treated "EMPIRE" ground engaging tools 
are unsurpassed in performance — unequalled in stamina. They draw 
light, scour freely and run true extra long under all soil conditions. 


Always sell "EMPIRE", 
the line of ready trade 


acceptance for 
years. 


THE EMPIRE PLOW COMPANY 


og 4 ‘ 
CLEVELAND 27, OHIO 1840 X 1958) 
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get is by word-of-mouth from our 
saw customers, particularly from 
those who bought quality saws. 
The pleasure they get from an ef- 
ficient, sturdy saw is something 
they talk about to their neighbors 
and friends. It shows an effect on 
future sales,’’ Dawson said. 

Credit is permitted for power 
saw purchases. As large a down 
payment as possible in the shortest 
possible pay period is the general 
rule observed by Dawson: but 
only after full credit investigation 
has been made. An ignored pay- 
ment is followed by a duplicate 
statement, and a telephone call 
after that, if the customer fails to 
respond. However, a liberal policy 
is adopted toward a credit custom- 
er whose circumstances may have 
made payment difficult. Credit pa- 
per on power saws is handled by 
the firm. 

Commented Dawson: 

“There is only one problem I 
can think of in connection with 
power saws, and that is obso- 
lescence of parts with the ap- 
pearance of a new model having 
newly-developed features. But this 
is something any dealer exper- 
iences when selling power mach- 
ines and implements, and will 


somehow work out satisfactorily, 
I hope, with time.” 


¢ 


Ford's New Diesels 


(Continued from page 162) 


row crop, and all-purpose types. 

Favorable torque characteristics 
and diesel lugging power enable 
any of the Ford diesel tractors to 
pull a semi-mounted four-bottom 
plow in many soil conditions. 

A 16 to 1 compression ratio, com- 
bined with the efficient direct fuel 
injection system, and lower fuel 
cost, provides a saving over gaso- 
line of approximately 40 to 50 per- 
cent, the manufacturer announced. 

The injection pump is a Roosa 
Master opposed-piston 
type. The Simms 4-orifice injectors 
spray fuel directly into the com- 
bustion chambers. 

Normal] starting is provided by a 
12-volt electrical starter, without 
recourse to a special] starting en- 
gine or supplemental fuel. Under 
extreme cold weather conditions, 
optional manifold pre-heaters or 
an ether cell may be used as a 
starting aid. 

Although the and 


Ford diesel 


distributor 


gasoline engines are similar in size 
and appearance, the diesel is equip- 
ped with much larger air intake, 
air cleaning and exhaust systems. 
The overhead valve type cylinder 
head has been designed to accom- 
modate the fuel, air and pressure 
requirements of the diesel. To 
adapt the Ford “Red Tiger” engine 
to diesel use, heavier pistons equip- 
ped with five rings, forged steel 
crankshaft, new rods, 
and other special part 
signed. 

The diesels are manufactured on 
the same automated machining and 
assembly lines at Ford’s Highland 
Park (Mich.) Tractor Plant which 


gasoline 


connecting 


were de- 


are used to produce the 
and LP-gas tractors. 


¢ 


John T. Everett & Co. 
to Handle Corson Line 


Roy C. Corson, president of Cor- 
son Brothers, Inc., announces the 
appointment of John T. Everett & 
Co., Memphis, Tenn., as exclusive 
agent in the 15 Southern 
the Corson line of farm- 
and ac- 


sales 
states fol 
tested implements, 
cessories. 


tools 





HAN DY-HAN x Tobacco Grower's 


Power Creeper 


SAVES 
WORK 


SAVES 
TOBACCO 


SOLD ONLY THROUGH 
FARM EQUIPMENT DEALERS 
WRITE FOR PRICES AND PROFIT DEAL 


MONEY MAKER 


Fast seller to tobacco growers. 
HANDY HANK Power Creeper 
takes drudgery out of cutting 
lower tobacco leaves. Grower 
makes more money by cutting 
(priming) lower leaves as they 
ripen before crop is ready for 
harvest. Gains 700 or more 
pounds of tobacco per acre. 
Operator rides comfortably be- 
tween rows—easily cuts 2 acres 
a day. Grower sells more high 
quality tobacco. 

Tobacco growers are buying 
this unit on sight. Saves its 
cost first season. Large grower 
buys several. 


CHAMPION CORPORATION, Hammond, Indiana 


SOUTHERN FARM EQUIPMENT for APRIL, 


168 





Dealers can cash in on the 


Market for Water Systems 


. 


Be sure your pump is ¢ BIG enough! 
=> ’ 


Get plenty of weter 
plenty of pressure! 





_— equipment dealers can take 
advantage of the intensive pro- 
motion centering around the tenth 
annual National Water Systems 
Month to help them to a higher- 
volume, high-profit water systems 
business during May. And through 
the original sale of system itself, 
the dealer can create increased 
store traffic and further sales that 
will help him to increased busi- 
ness in the months to follow 
There are severa] reasons why 
going heavily into water systems 
promotion can be profitable to the 
dealer. One is that home builders 
are still on the move out beyond 
those communities served by water 
mains searching for more attrac- 
tive and less expensive property 
on which to build. An essential 
part of any new house in such an 
area is an efficient water system 
that can accommodate the many 
comfort - giving appliances that 
help make any home livable. 
Another reason why promoting 
water systems in May will be 
profitable is that farm and sub- 
urban home remodeling is still in- 
creasing. In a house built even 20 
years ago, remodeled kitchens, 
modernized and even additional 
bathrooms and up-to-date laundry 
facilities are often the first things 
a new owner will want to begin 
work on. Modernizing his water 
system becomes step number one 
that the new owner will take to 


By David Braun 


Director of Public Information 
Piumbing - Heating - Cooling 
Information Bureau 


make this house his home. 

Still another reason why water 
systems business is good business 
is that small concerns of all kinds 
are springing up on main high- 
ways beyond the water mains, Out- 
side many cities there are new 
stores, motels, gasoline stations, 
restaurants, small plants and other 
kinds of businesses that are tak- 
ing advantage of lower rents, un- 
limited parking facilities and more 
display space in a semi-rural area 
away from the congestion of the 
city. These businesses can’t open 
their door without first having 


electric water systems and related 
equipment installed. 

Selling a complete water system 
is only the beginning for many 
subsequent purchases that will 
make life more comfortable and 
pleasant for a family. When a cus- 
tomer buys the water system, he 
may already be anticipating buy- 
ing a dishwasher, an automatic 
laundry, a food waste disposer or 
a water softener for his home. He’s 
thinking, too, of how he can em- 
ploy running water under pressure 
to lighten his chores in the barn, 
the poultry yard and the milk- 


An electric water system saves time, makes work easier and helps increase in- 

come. A system will pay for itself and then bring in profits for the farm family 

by helping to increase production. These chickens are healthier and worth more 

because they have ample drinking water supplied to them automatically by the 
electric water system 
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house. And when you think of the 
many related items you can sell 
this customer to help him enjoy 
his new water system fully, 
don’t overlook the necessary pip- 
ing and tubing that will also be 
plus business over and above the 
original installation of the system. 

All these things combine to make 
the sale of a water system a high 
profit one for dealers in farm 
equipment and allied lines. 

Four out of 10 pump prospects 
that enter your place of business 
are still pumping water by hand, 
or are having it hauled in. When 
you sell one of these prospects 
running water under pressure, you 
set up a purchasing pattern for 
him in your store for good future 
business. When you create that de- 
sire for him to better his living 
and give him the attention and 
service he deserves, the rest of 
those potential sales wil] come to 
you naturally. 


Replacement Market 


And don’t overlook the huge re- 
placement market. Six out of 10 
of those pump prospects already 
have running water under pres- 
sure, but their current needs are 
too great for their present sys- 
tems. They’re your prospects be- 
cause they now need a larger wat- 
er system or a second pump. If the 
prospect’s system is 12 or 15 years 
old today, he can be your customer. 

On an attractive four-color pos- 
ter available from the National 
Association of Domestic & Farm 
Pump Manufacturers is the mes- 
sage “Be sure your pump is big 
enough!” It also warns the reader 
to be sure to “Get plenty of water, 
plenty of pressure.” The illustra- 
tion suggests ways that running 
water under pressure will make 
life easier. It points up the com- 
forts and conveniences of having 
hot water for showering, shaving 
and washing as well as for water- 
ing stock and poultry, watering 
the garden and even washing the 
car. These appealing illustrations 
show your prospective customer 
things he can look forward to en- 
joying, but to you they mean sell- 
ing the original system itself as 
well as the appliances, tubing, pip- 
ing and any other sale you can 
combine with the complete instal- 
lation. 

The poster can also double as a 
direct-mail piece because it has a 
sales message on the back. Be- 
sides this selling tool, the associ- 
ation is also providing three di- 
rect-mail pieces that tell the ad- 
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vantages of running water under 
proper pressure to do the job. 
These booklets and poster are 
available through suppliers. 

The higher-quality homes that 
are being sold today are sold on 
features of more automatic appli- 
ances and basic utilities. The 
home-buyer not only expects, but 
insists upon having an automatic 
dishwasher, a modern laundry, a 
food waste disposer, a water soft- 
ener and air conditioning to make 
his new home more convenient 


and comfortable. These appliances, 
of course, depend upon a water 
system that is big enough—and 
that’s where you come in. 

Put your own promotional ef- 
forts behind National Water Sys- 
tems Month in May. By doing so, 
you'll be on your way to a more 
profitable water systems business. 
It will be reflected in more big- 
ticket sales, more profitable credit 
sales and increased store traffic 
for your many other lines of mer- 
chandise. 


A Blueprint of the Five-Year 
Water Systems 


Market for 


A REALISTIC appraisal of the 
electric water systems market for 
the next five years indicates a 
steadily increasing sales potential 
from 939,500 units in 1958 to 
1,158,000 units in 1962. 

The figures are the result of a 
study made by F. B. Hout, presi- 
dent, Barnes Manufacturing Co., 
Mansfield, Ohio, and chairman of 
the Board of Directors of the Na- 
tional Association, Domestic and 
Farm Pump Manufacturers. 

In striving for a goal of 939,500 
unit sales in 1958, manufacturers 
of electric water systems, pump 
distributors and dealers, and co- 
operative suppliers of electrical 
power will rely heavily on the 
promotional impact of National 
Water Systems Month in May. 

In making his sales forecast and 
projection for the next five years, 
Hout considered the market from 
the standpoint both of initial and 
replacement sales. 

Initial sales of electric water 
systems for each of the next five 
years in a series of specific market 
categories can be expected to hold 
steady at an estimated figure of 
667,000 units, he observed. 

To this, he added a variable— 
the predicted growth in replace- 
ment sales during the next five 
years, accounting for an overall 
gain in total sales of approxi- 
mately 220,000 units from 1958 
through 1962. 

The formula for figuring the re- 
placement market is as ingenious 
as it is sound. Water systems 
should be written off as obsoles- 
cent and in need of replacement at 
the end of 12 years, Hout said. 

Prior to 1946, or 12 years ago, 


some 2,725,000 systems were sold 
and installed. If 10 percent is fig- 
ured as the replacement market in 
1958, this would mean the sale of 
272,500 pumps right there. 

In 1959, the 630,000 pumps in- 
stalled in 1946 become more than 
12 years old and fall in the obso- 
lescent class. By deducting the 
sale of 272,500 units presumably 
made during 1958 and again tak- 
ing 10 percent of the total obsolete 
units remaining, the potential in 
replacement sales would be 308,000 
in 1959. 


Increases 


For successive years, the size of 
the replacement market increases 
—to 378,000 units in 1960, 436,700 
units in 1961, and hitting a high 
point of 491,000 units in 1962. 
Stable elements in the yearly 
market for water systems — the 
667,000 figure previously cited— 
break down as follows: 
New homes built beyond 
the water mains 
Commercial installations 
Initial farm installations 
Supplementary systems, for 
irrigation, fire protec- 
tion and the like 

Replacement of systems be- 
coming obsolete in less 
than 12 years 


192,000 
50,000 
250,000 


100,000 


75,000 

TOTAL 667,000 
To this figure, add the increas- 
ing replacement market figures for 
1958-62 to arrive at the tota] mar- 
ket for each year, as follows: 1958, 
939,500 units; 1959, 975,000 units; 
1960, 1,045,000 units; 1961, 1,103,- 
700 units; and 1962, 1,158,000 units. 
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Sun-M ASTR A Name That Will 


Help YOU Make Easier Sales — Quicker Profits! 
Mowing Equipment for All Tractors — All Jobs! 


OT _ _ WRITE — WIRE — PHONE 
SUN-MASTR Trenslig Loader for FREE CATALOG 


and Current Low Prices 
Only Sun-Mastr Gives You the 
Most Complete Line of Tractor 
Operated Mowing Equipment 


REEL . . ROTARY . . HAMMERMILL SUNFLOWER 
INDUSTRIES 


Olathe, Kansas SUN-MASTR Hammermill Type 172 


; 
~ 


SUN-MASTR Patented 


ait 


REEL GANG MOWERS  SUDAAAASR $8088 GORA 








Patented Kub-Klipper 








beat competition with 


this LOW PRICE 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT AND FINISH 


F.O.B. West Bend 
Wisconsin 


Patterns are available for practically all plows, listers, 
middlebreakers in No. 1 soft center or No. 2 crucible 
steel of the highest quality obtainable. Also, we are 
now producing a mew line of Star Blade-Type Plow 
Shares — in regular and short patterns — made from 
solid steel, rolled to our own strict specifications, and 
automatically heat treated for maximum strength and 
wearing qualities. You'll want complete details now. 








STAR MANUFACTURING COMPANY 
PORTABLE DIVISION OF ILLINOIS IRON & BOLT CO. 


Wagon Jack ‘: — 
UNLOADER 


ORDER A SUPPLY NOW 
GEHL BROS. MFG. CO., DEPT. LD-6717, WEST BEND, WIS 
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NEW EQUIPMENT? 


Two Transplanters 
Added to Powell Line 


POWELL Manufacturing Co., Inc., 
Wilson, N. C., announces the ad- 
dition of two new model trans- 
planters for 1958 — the two-row 
trailer type transplanter Model 
42C2 (shown) and a similar one- 
row trailer type unit, Model 42C. 
Both employ features found in 
lift-type one and two-row models 
formerly offered plus new adjust- 
able-rim packer wheels which al- 
low for field adjustment to either 
wide, medium, or narrow band 
wheels for best results in all soil 
types. 

The plant pick-up tray is also a 
feature of the new machine. 

Both models are available with 
or without band-type fertilizer dis- 
tributors. Fertilizer equipment in- 
cludes a 200-lb. hopper, disc-type 
openers, and swivel-type coverers. 

The Powell two-row models are 
adjustable to obtain 12-row spac- 
ings between 30 inches and 72 
inches, 


° 


Lilliston Introduces 
New Offset Cutter 


THE ROTO-SPEED Grover, a cut- 
ter expressly made for use in or- 
chards and groves, is announced by 
the Lilliston Implement Co., Al- 
bany, Ga. 

According to Lilliston, the Grov- 
er has greater offset than any other 
cutter 51” outside the tractor 
tire, 80” beyond the tractor center 
line. It cuts a swath 90” wide, 
mowing-mulching grass and weeds 
and chopping prunings into bits 
and pieces that can be left to rot 
into the soil. 

The Grover also does all the oth- 
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er cutting jobs—cuts stalks, mows 
pastures, tops crops, clears land— 
works all over the farm all year 
around, the company states. 

Among its exclusive features is 
a special hitch design that prevents 
cutter lag. Another is the contour 
hoods that help protect low-hang- 
ing fruit. 

The Grover is blood brother to 
the Roto-Speed 7-Six, now avail- 
able in a Lift model that fits any 
major make of tractor. Others in 


the Lilliston line include the Roto- 
Speed 5-Two and the budget- 
priced JV, as well as the Lilliston 
Peanut Combine and _ Shaker- 
Windrower. 


. 


Low Profile Tractor 
Introduced by IH 


A LOW PROFILE Utility tractor, 
designed especially for operators 
who want maximum crop-clear- 
ance with lowest possible overall 
height in a tractor, was announced 
recently by International Harvest- 
er Co, 

The new tractor is the Interna- 
tional 350 Hi-Utility, with an un- 
der-axle clearance of 2542 inches 
and a maximum height to the top 
of the steering wheel of only 64 
inches. 

The under-axle clearance of the 
Hi-Utility is identical with clear- 
ance on the Farmall 350 tractor, 
while height to the top of the 
steering wheel is actually 13 inch- 
es less than that on the Farmall 
tractor. 

The low overall height, under- 
slung exhaust, and high under- 
axle clearance, coupled with a 
short turning radius of nine feet, 
make the new Hi-Utility tractor 
suitable for working in barns and 
tight quarters as well as cultivat- 
ing high growing crops. 

Regular wheel equipment can be 
adjusted from 48 to 76 inches 
without reversing wheels. When 
desired, the tractor can be equip- 
ped with power adjusted rear 
wheels. 


| 
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Sunflower Offers Large 
Rotary for Small Tractors 


SUNFLOWER Industries, Inc., 
Olathe, Kansas, recently announced 
as the newest addition to its line of 
mowers, a Fast Hitch Model 60” 
mower, which is said to be the 
largest rotary yet designed for 
small tractors. Designated as the 
Sun-Mastr FH 360 Fast Hitch ro- 
tary mower for the Farmall Cub 
and the International Cub Lo-Boy, 
it is equipped with three 21” spring 
steel blades with 142” overlap for 
clean cutting. It mows and shreds 
a full 60” swath. 


Gehl Adds New Forage 
Handling Tool to Line 


Literature describing the cutters 
is available from the company. 
- + 

GEHL Bros. Manufacturing Co., 
West Bend, Wis., announces the 
Shred-All Cutter, a completely new 
forage handling tool in its 1958 line. 
The Shred-All is available three 
Ways: as a basic cutter unit for 
shredding stalks, weeds, brush, 
beet tops and other mulch mater- 
ials; with rear-loading hood and 
deflector for green-crop feeding; 
or with loading hood and rotating 
deflector that loads to the rear, or 
to the side. 

The Shred-All has 28 swinging 
knives that completely clear a 60- 
inch swath. Cutting height may be 
varied for different crop require- 
ments. Axle width may be adjust- 
ed also. The offset frame eliminates 
driving the tractor through uncut 
crop, can be switched to center pull 


Fertilizer "Saver" 


Standard equipment for the FH 
360 includes special splined heavy 
duty Blood Bros. drive shaft, the 
Cub Gear box, 8 x 2.50 bearing 
equipped wheels with tires and 
safety shield for belt and sheaves. 
The belt is double “V” specially 
for easy transport through gates. mounted to make full use of the 

Either manual or hydraulic lift Ko tractor power. 
attachments, with easy tractor-seat Qe” st The main drive sheave is a 9”, 
control, are included with the new : “4 deep-seated, riveted steel. The 


Shred- its. three iven sheaves are 5” spe- 
Shred-All units A cow eqadem Gevcteped tay Allie Ghet- iree driven sheaves are spe 


The units are a versatile, prac- cial steel. Each machined spindle 
tical buy for green-crop feeding, 
chopping windrowed straw for 
bedding, or many other harvest 
jobs because of their low cost, the 
manufacturer states. They are 


mers uses compacting, granulating and 
screening equipment to transform once 
discarded fertilizer salt fines into ef- 
fective particles. A-C also builds 
equipment for this purpose, such as 
attachments for row-crop planters and 
grain drills as shown here with the 


housing has two sealed bearings. 
The company points out that 
free floating action of the new FH 
360 is made possible by special 
mounting on shield for Fast Hitch 


priced well under $1,000. hopper being filled arm. 











FORGED OF Ac- Strength STEEL 


Tractor, Plow and Harrow Clevises — Hay Hooks 
Shackle Chain Hooks — Hitch and Clevis Pins 


G 
TRON 
EXTRA : 
4 TYPES OF BIG ORANGE CLEVISES 
1! Numbers Up to 1" Body with 1'/e" Pin 


For y~ 4 Genes Hi-Strength 
ge Dog Your Jobber or Write Us 
" Available 
for Choin 


for Chai 
sit i MIDLAND INDUSTRIES, Inc. = &,°": 
7/16", .¥e" 


SLIP HOOKS 


Cedar Rapids, Iowa 5/16", %", 7/16, Va" 








"Big Orange", Pin 
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HELPFUL LITERATURE 


Gehl Bros. Manufacturing Co., West 
Bend, Wis., has literature available 
on its two pieces of optional equip- 
ment— the conveyor extension and 
the reversible apron — designed for 
addition to the Gehl self-unloading 
pto forage box. For more informa- 
tion— 

Write in No. Bl on coupon below 


Ray Cunningham & Sons, Inc., 501 
Gillette St., La Crosse 25, Wis., will 
supply full color folders and complete 
information on selling the Cunning- 
ham Hay Conditioner. For more in- 
formation— 

Write in No. B2 on coupon below 


Commercial Credit Equipment 
Corp., 1300 N. Woodward Ave., 
Birmingham, Mich., offers a_bro- 
chure on using credit as a sales tool. 
The company provides sales-building 
credit plans for farm equipment deal- 
ers regardless of the line the indi- 
vidual dealer handles. For more in- 
formation— 

Write in No. B3 on coupon below 


Henry Manufacturing Co., P. O. 


For more 
information 


a 





Fill and mail coupon to 


SOUTHERN 
FARM EQUIPMENT 


806 PEACHTREE STREET, N. E. 
ATLANTA 8, GA. 


Box 521, Topeka, Kansas, offers a 
three-color folder picturing and de- 
scribing in detail its new complete 
line of loaders, tractor shovels, and 
backhoes. Information on _ other 
equipment manufactured by the 
company is presented also. The fold- 
er is punched to fit a standard 3-hole 
loose-leaf binder. For more informa- 
tion— 
Write in No. B4 on coupon below 


Brower Manufacturing Co., 394 N. 
3rd St., Quincy, Ill, has a catalog 
available on its lines of feed mixers 
and mills and poultry supplies. For 
more information— 

Write in No. B5 on coupon below 


Larson Machine Co., Princeville, 
Ill., covers its line of farm sprayers, 
fertilizer applicators, and _ other 
equipment in a catalog offered to the 
trade. For more information— 

Write in No. B6 on coupon below 


Cole-Hersee, 20 Old Colony Ave., 
Boston 27, Mass., presents its electri- 
cal products in a comprehensive cata- 
log, D-176. The switches, connectors, 


Available free to readers. Just write in the 
key numbers on the handy coupon below 


and other electrical units for farm 
equipment are designed to stand up 
under the most severe working condi- 
tions and meet all F.E.I. requirements 
and specifications, according to the 
company. For more information— 
Write in No. B7 on coupon below 


Claffey Machine & Manufacturing 
Co., Groveport, Ohio, has literature 
available on its power wagon un- 
loaders which are available in can- 
vas-apron or false end-gate models. 
Either model fits all farm wagons. 
The portable power unit may be pur- 
chased separately; all makes of hand 
unloaders can be converted to this 
unit. For more information— 

Write in No. B8 on coupon below 


Tractor Group, Allis - Chalmers 
Manufacturing Co., Milwaukee, Wis., 
describes the B-125 power unit in an 
8-page, 2-color catalog MS-1247. The 
catalog gives specifications and lists 
special equipment available to ex- 
pand the versatility and use of the 
engine. For more information— 

Write in No, B9 on coupon below 


Send me these FREE Catalogs and Bulletins . . . 


| Send information on these advertisements .. . 
Company Page Company Page 


| Company Page Company Page 


| 
Dba FOIIO cececceccececoccccceccecessssnscessnesetoossoosccoososscncssascsoosscsesseensesss 
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| ee ee 


SOUTHERN FARM EQUIPMENT for APRIL, 1958 





Peerless Equipment Co., Joplin, 
Mo., gives complete information in 
an illustrated folder on all portable- 
stationary models and sizes of all- 
purpose and small grain Roller Mills. 
For more information— 

Write in No. B10 on coupon, Pg. 174 


Iowa Fibre Products, Des Moines, 
Iowa, has available a catalog sheet 
featuring the following L-S cushions: 
the L.S. 200, all shredded foam rub- 
ber with plastic covered cloth; the 
L.S. Super 600, solid foam rubber 
with plastic cover; and T-1 400, all 
shredded foam rubber covered with 
canvas. Also, replacement cushions 
which include the JD-100, fits A, B, 
G, GM, 50, 60; JD-200, fits M, MT, 
40; Knoedler No. 300 replacement 
cushions. For more information— 
Write in No. Bll on coupon, Pg. 174 


G. H. Meiser & Co., P. O. Box 400, 
Blue Island, Ill., has available catalog 
and discount sheets on its Enginair 
Tire Pump which is designed to fit 
any gasoline engine built since 1930, 
come; equipped with four different 
spark plug thread sizes. Pump and 
gauge come complete with 16 ft: of 
hose. For more information— 

Write in No. B12 on coupon, Pg. 174 


Wisconsin Motor Corp., Milwaukee 
46, Wis., offers bulletin S-223 which 
describes all models of its powered 
equipment. For more information— 
Write in No. B13 on coupon, Pg. 174 


Mid-West Forging & Manufactur- 
ing Co., 38 S. Dearborn St., Chicago 
3, Ill., offers folder on its products 
which include spike harrow teeth, 
spring harrow and cultivator teeth, 
rotary tiller tines, rotary cutter 
blades, etc. For more information— 
Write in No. B14 on coupon, Pg. 174 


Henke Manufacturing Co., Colum- 
bus, Neb., has literature available 
covering its Columbus heavy duty 
roller mills. The line consists of three 
models: trailer, truck mounted, and 
stationary; four capacities: 300, 600, 
900, and 1200 bu. For more informa- 
tion— 

Write in No. B15 on coupon, Pg. 174 


Universal Pulleys Co., 349 N. Mos- 
ley, Wichita, Kansas, features the 
Transmix utility mixer in a folder 
which gives complete information on 
its numerous uses, such as mixing 
feed, silage, cement, and hauling dirt. 
For more information— 

Write in No. B16 on coupon, Pg. 174 


Chicago Rawhide, Service Sales 
Division, Elgin, Il., offers a folder 
which tells all about special fleet and 
service shop stocking cabinets and 
the special bonus Oil Seal Kit. For 
more information— 

Write in No. B17 on coupon, Pg. 174 


Crown Dairy Supply Co., 323 W. 
College Ave., Waukesha, Wis., is of- 
fering a 12-page booklet entitled 


“How to Get the Most Service from 
Your Crown Milking Machine Infla- 
tions.” The booklet deals with the 
various types of milking machine 
rubber — natural rubber, synthetic, 
or a combination of both. The pri- 
mary causes of inflation deteriora- 
tion are listed and discussed in de- 
tail. Also discussed is a new type of 
inflation remover developed by the 
company. For more information— 

Write in No. B18 on coupon, Pg. 174 


Wright Power Saw & Tool Corp. 
410 S. Third St., Louisville 2, Ky., 
offers a 16-page, illustrated booklet, 
“Easy Steps to Woodcutting with the 
Wright Rebel.” The booklet describes 
the saw which features a _ recipro- 
cating blade, and tells how it can be 
used, in addition to felling trees, for 
building a log cabin, rustic outdoor 
furniture, fences, etc. For more in- 
formation— 

Write in No. B19 on coupon, Pg. 174 


Rapidayton Division, Tait Manu- 
facturing Co., Dayton 1, Ohio, has 
available a 32-page, illustrated man- 
ual on the selection, installation, and 
maintenance of its submersible 
pumps. The manual covers both two- 
and three-wire submersible systems, 
and also includes a detailed check 
churt of “trouble shooting” informa- 
tion. For more information— 

Write in No. B20 on coupon, Pg. 174 


John Bean Assigns New 
Sales Post to Dutton 


APPOINTMENT of J. D. Dutton as 
district agricultural equipment 
sales manager for North and South 
Carolina and Tennessee is an- 
nounced by Coleman Buford, gen- 
eral sales manager of the John 
Bean Division, Lansing, Mich 

Dutton formerly was assigned to 
the Florida Division of Food Ma- 
chinery and Chemical Corp., John 
Bean’s sister division at Lakeland, 
Fla. A native of Wadsbro, N. C., 
he was graduated from North Car- 
olina State University. Prior to 
joining John Bean, he had spent 
six years with Burlington Mills. 


+ 


Allis-Chalmers Plans New 
Laboratory Facilities 


ALLIS-CHALMERS Manufacturing 
Co., Milwaukee, Wis., has an- 
nounced plans for construction of 
new engineering, development and 
research laboratories in Greendale, 
a Milwaukee suburb about two 
miles south of the Allis-Chalmers 
West Allis Works. The new facili- 
ties will be housed in a one-story 
masonry, glass and steel panel 
building to be erected on a 30-acre 
site. 
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HOL-DEM 


MODEL 57 “Short-Stopper” 


Best Selling FENCER! 


Clips weeds on contact 

Ends nuisance shorts 

2-Lamp signal system 

Guaranteed lightning protection 
"Saf-Tee" Chopper with circuit breaker 
1-Wire, any-soil stock control 

2-Tone finish, sheltered terminals 

6 Models, battery or electric, from $13.95 








ASK YOUR JOBBER SALESMEN FOR HOL- 
DEM CATALOG PAGES, INFORMATION 
ON RADIO PROGRAMMING AND NEW 
DISPLAY RACK NOW AVAILABLE. 








Hol-Dem Electric Fencer Co. 
1342 Quincy Street N.E. 
Minneapolis 13, Minn. 














‘leakproof, 
ih 





SEALING 
COMPOUNDS 


Heat and vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes all 
assemblies leak-proof 
and pressure-tight 
Prevents rust, cor- 
rosion, joint seizure 


BASIC 
BLENDS 


LIQUID WRENCH 


The super-penetrating 
rust solvent 


LOOSENS 


rusted bolts, nuts, 
screws, ‘frozen’ ports 
Liquid Wrench works 
fast...yet is absolutely 


safe for all metals and 
alloys 


At Industrial, Automotive, 
Hardware, Plumbing Jobbers 


RADIATOR SPECIALTY CO. 


a 





A 


Acme Shear Co 

Adams Oo., 0. F 
Alabama Mfg. Co 
Aladdin Laboratories, I: 
Alan Wood Steel Co 
Allegretti & Co 
Allis-Chalmers Mfg. C« 
American Biltrite Rubt 
American Chain & Cal 

Co., Inc., American 

Chain Div. ... 
American Pad & 

Textile Co ; 
American Screw Company 
American Steel & Wire Co 

Cyclone Fence Div 
American Tack Co 
Amerock Oorporation 
Ames Co., O . 
Animal Trap Co. of 
Arrow Fastener Co., Inc 
Atlantic Steel Co : 
Atlas Screw & Specialty Co 
Atlas Tack Co 
Aurora Pump Division 


New York Air Brake Co 


> Div, of Union 
Carbide & Carbon Cory 
Sassick Co. .. 
ternz Co., Inc 
tethlehem Steel Corp 
Black & Decker Mfg. ¢ 
Blue Co., In John 
tommer Spring Hinge Co 
trearley Co . 
Brink & Cotton Mfg. C: 
tronson Reel Co 
Brown Corp W R 
Burlington Molding Corp 
Butcher Polish Co 


Cc 


Utto 


Calbar Paint & Varnish Co 
Campbell Chain Co 
Carolina Washboard Co 
Case Co., J, = , 
Champion DeArment C« 
Champion Corporation 
Chattanooga Royal Co 
Choremaster Div. Weber 
Engineered Prods 


Inc Back Co 


Clark Brothers Bolt Co 
Clark Mfg. Co 

Olarke Sanding Machine Co 
Classified Ads 

Clemson Bros., In¢ 
Cleveland Mills Co 

Clinton Machine Co 
Colorado Fuel & Iron Cory; 

Wickwire Spencer Stee 

Div 
Colorite Plastics 
Columbia Malleable 

Castings Oorp 
Columbian Rope Co 
Commercial Credit 

Equip. Cerp 
Consumers Glue Co 
Continental Scale Corp 
Cooper Mfg. Co 
Corning Glass Works 
Jorson Bros., Inc 
‘rescent Plastics, Inc 
‘rescent Tool Co 
jrossman Arms Co., In« 
‘ross Mfg. Co 

yelone Fence Dept 

States Steel Corp 
D 
Damascus Steel Products Cory 
Dazey Corp 
Dearborn Motors Credit 
Deere, John 
Demeritt Co 
Dempster Mill Mfc. Co 
Denison-Johnson Cort 
Deveon Corporation 
Diamond Expansion Bolt Co 
Diamond Tool & Horseshoe Co 
Dobbins Div., 

Chamberlain Corp “a 
Draper-Maynard Company 
Du Pont de Nemours & Oo., 

E. I. (Plastics Division) 


United 


176 


E 


Eastman Chemical Prods 
Plastics Div 
Eclipse Lawn Mower (: 
Lawn Mower Div 
Chain Saw Div 
Electric Wheel Co 
Empire Brushes, =nc 
Empire Plow Co. .. 
Enterprise Mfg. Co 
Estwing Mfg. Co 
Evans Rule Co. . 


F 


Fairbanks, Morse & (C¢ 
Fasco Industries, Inc 
Federated Mutua! Impl. 
& Hdw. Insurance Co 
Ferguson .. vee 
Fitler Co., Edwin H 
Fleischmann Handle Co 
Fleming and Sons, Inc 
Fletcher-Terry Co 
Flex-O-Glass, Inc., 
(Warp Bros.) 
Flintkote Co 
Follansbee Steel Cor; 
Forsberg Mfg. Co 
Franklin Plastics, In 
Ft. Myers Iron Works 


Fuller Tool Co., <n¢ 


G 


Gale Products . 
Gamble-Skogno, In 
Garcia Corp 
Garden Hose Spray 
Gehl Bros. Mfg. ( 
General Electric Cx 
Div Large Lamr 
General Steel Ware! 
Co Ine 


Gilbert & Bennett Mfe. ( 


Gilmour Mfg Co 
Gould Pumps, In 
Grabler Mfg. Co 
Graham & Co., Ine 


John 


iH 


Bevin Bros. Mfg. Co. Div 


Graham & Oo., Inc 
G. W. Griffin Div 
Graham & Co., Inc., Jol 
King Cotton 
Cordage Div 
Graham & Co., Inc., Jol 
Ohio Machine Prod 
Great Neck Saw Mfes 
Greenlee Tool Co 
Griffin Mfc. Co 
Gunver Mfg. Co 


H 


Hamilton-Skotch (¢ 
Hanson Co., Henry 
Haves Spray Gun Co 
Heineke & Co 

Hemp & Co. . 
Herschell Mfg. Co 
Hillerich & Bradst 
Hodell Chain Co 
Hodgman Rubber C: 
Hol-Dem Elec. Fencer Cx 
Hollaender Mfe. Co 
Holthonse & 
Howard Rotovator Co 
Hyde Mfg. Co 
Hypro Engineering, Ir 


Igloo Corp 
International Harve 
(General Line 
Irwin Auger Bit Co 


J 


Jackson Mfg. Co 
Jiffy Enterprises 
Johnston Lawn Mow 
Jones & Laughlin 


K 


K & S Manufactur 
Kaiser Alum. & ( 
Keil Lock Co, Ine 
Kellog Brush Mfg 
Keuffel & 


T 


Esser Co 


Keystone Steel & Wire Co 


King Hardware Co 
Klein-Logan Co. . 
Klein & Sons, Mathias 


John 


r 


Ir 


Hartup. Ine 


Tr 


H 


H 


H 


sangley 

aarson (x 

zawn-Boy, Div 

Outboard Marine ¢ t 

sazty Boy Lawn Mower 

jlliston Implement Cx 
Thread Co., In 
Stove Co 


Siebert 


Silent 


Maze W.H 
Midland Industries, Ir 
Milwauk Tool & Equi; 
Modern ol & Die Co 
Molly Cor; 
Moore Push-Pin Co 

' Ir 


Sons 


Moto-Mower Co 
Mouli Mfg. Cx 
Murray O} Mfe 
Musgrave Mfg 


N 


National Business P 
National Carbon Co 
Union Carbide & ¢ 
Corp T 
National Metal 
National Screw 
Mfg. Co 
lew Bedford 
Holland 


Co 

Machine Co 

Penens Tool 

Penn Fishing Tackle Mfg 

Pennsylvania Lawn 
Mower Div 


Peters 


Papec 


Oort 


Phoenix 
Plastex 
Plumb 


Fayette 
Plymont} : ; 


Cordag 


Radiator Specialty ¢ 
Red Devil Tools 
Red Head Brand C« 
Red Jacket Mfg. ¢ 
teeve Company 
Remington Arn 
Republic Steel Cory 
Resort Boat Co Div 
Southwest Mfc. Co.) 
Revere Copper & Brass 
Reynolds Aluminum Suy 
Richards-Wilcox Mfg. ( 
Rogers Isinglass & Glue Co . ale & 
Root Mfg. Co., Inc. ..... ardley 
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Plans 

specially designed 
for farm equipment 
dealers like yourself: 


Financing for new or used equipment 
—any standard make 





Payment plans to suit every need 

Up to 3 crop years or 30 months to pay 
Life, property and collision insurance 
Complete Collection Service 
Extra-profit features 


No chattel mortgage on other owned 
property 

No appraisers sent to your customer's 
farm 


Close sales “on-the-spot” 











formerly Dearborn Motors Credit Corporation 


COMMERCIAL CREDIT 
EQUIPMENT CORP. 


Birmingham, Michigan 


SOUTHERN FARM EQUIPMENT for APRIL, 1958 


Whatever line 
of tractors 
you handle... 


ARN THE PROFIT FACTS ABOUT 
CCEC RETAIL SALES FINANCING 


Here's a wonderful new kind of financing service 
. tailored specifically to the needs of farm 
equipment dealers like yourself. Regardless of 
the lines you handle, this sales-minded financing 
service can be used profitably . . . both to attract 
new business and aid in customer relations. 
There’s no standard hold-back of funds — 
no frozen cash. And by participating in the 
Dealer Optional Reserve Fund, you actually 
increase your net profit substantially ! 
Write for the complete story; see for your- 
self why more and more dealers are financing 


with CCEC. 


CLIP AND MAIL TODAY...NO OBLIGATION 


Commercial Credit Equipment Corp. 
Birmingham, Michigan Dept. 147 
I'd like more information about CCEC financing. Please 


have your representative call on me 


NAME 


ADDRESS__ - 





city iene 


TRACTOR LINE HANDLED_ 


SSSeesceeeeeeeeeeeeeaae 
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® A PURE 

RIA POLYETHYLENE 
i L SHEETING 
Now in New GAuGEs 


New WIDTHS and at 
New Low Prices! 


COVERALL COMES 
IN Moisture-Proor | CLEAR 


for see-through" inspection and quick inven- 
tory of materials. 


COVERALL COMES 




























































Look for 


















ba an IN SUN-RESISTANT 
arp s 
” for use where protection against sunlight is 
COVERALL needed in addition to preventing damage from 
on the edge moisture. 


























FOR BUILDING USE—INDOORS & OUTDOORS FOR FARM & HOME USE 
tg me : = 
| | (OSS | | . 
| femieas?| | eh 
| Stack Covers | Drop Cloths 




















































y- 
WATER-TIGHT MBS. | | a 
cn > Gee Xe On os | ae 
eee “Seals Out Moist Protects Material ay ze 
eals Vu oisture rotects Materials Silage Covers Furniture Covers 
ACID-PROOF Warp's Polyethelene Coveratt permanently Sunlight Resistant BLACK Covera.t is 








solves moisture vapor problems under houses recommended for covering lumber, brick, 


STAYS FLEXIBLE Prevents rotting of joists and sills. Also rec- stone, and construction equipment at Mp, 7 4 
° ommended for use between Studdings and the lumber yard and at construction site / | 
AT 60 BELOW ZERO Siding, and between Sheeting and Roofing The BLACK protects materials from / ¥ 
|| & 
Srl | 
{ 











material. Coveract lasts a lifetime—is in- | 
expensive. comes in various thicknesses and damage caused by both Sun and Mois- 
widths to 40 feet, for simple, easy installation ture. Warp’s BLACK Coveratt makes an 








ideal, inexpensive tarp 





Machinery Covers Seat Covers 








Werp's COVERALL 
Hos Hundreds of Other Uses 50% —" 
° (WARP’S COVERALL COMES IN 100 FT. ROLLS) 


+ Crib Covers + Silo Liners | Each 100 Ft. Roll is Folded 







































° Concrete Covers ° Pond Liners | Down to Convenient Width} B@sq.rr. 2 Gauge A ¢sq. Ft. 4 Gauge Bis. rr. © Gauge 
+ Irrigation Ditch Liners (Packed | Roll Per Carton) Retail (.002 Thick) Retail (.004 Thick) Retail (.006 Thick) 
« Plastic Garden Mulch . 
Moisture-Proof 3, 4 and 9 Ft. 3, 6, 10%, 12, 14, 16%, 20 | 6, 10%, 12, 14, 16%, 20, 
Widths 24, 28, 32 & 40 Ft. Widths |24, 28, 32 & 40 Ft. Widths 
For current prices, samples, and Cle ar 
product information on Warp's 5 : 6. 12, 14. 16%, 98. 24 4, 6, 12, 14, 16%, 20, 
COVERALL, ask your Jobber or ™ 3 Ft. Widths 28, 32 & 40 Ft. Widths 24, 28, 32 & 40 Fi. Widths 
write to Warp Bros., Chicago 51. wu 














Coveraut is Another Quality Plastic Proc uct by Warp Bros. 


Makers of Flex-O-Glass, Glass-O-Net, Wyr-O-Glass & Screen-Glass 
As Well As Other Top Selling Plastic Window Materials 


CARRIED BY RELIABLE JOBBERS EVERYWHERE 















, = A Lee F ‘ : i ae * a 
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Wesco Chain Display Stands hold, display and sell more chain. 
They remind customers of chain, permit them to compare 
and select, and enable you quickly and easily to measure off 
accurate lengths and take in the money. Handsome in blue and 
yellow baked enamel this stock display stands safely and 
rigidly at any vantage point. It will pay a high return on the 
small floorspace it occupies. 


- 


TYPICAL ASSORTMENTS 


YS 


All popular hardware types of chain are available on steel reels. 
Write for Catalog Sheet of suggested assortments. Reels in the 
“balanced stock” Assortment “A” are: 175 ft. 2/0 Defiance @ 
125 ft. 3/0 Lock Link @ 200 ft. #3 Defiance @ 100 ft. #35 Sash @ 
75 ft. 2/0 Machine, Twist Link @ 200 ft. #16 Double Jack @ 200 
ft. 1/0 Brass Safety Chain. 


fSoctse scbhGpoec at 


WESCO Handy Chain WESCO Porch Swing Chains WESCO Tie-Out Chains 
Here is an all-purpose chain which 74 ft. with 2% ft. branches. Strong, Come with ‘*Defiance’’ type 
does “a hundred” useful jobs and tangle-free, Defiance-link chain 20 and SO ft. lengths, with 
sells for every one of them. Strong Packed one set (of 2) ina carton com- aks. Complete wit! 
welded 3/16” straight links, with ring plete with 2 ceiling hooks ss 

on one end and snap buckle on the 

other. 5 ft. 6 in. long. 


WESCO Trace Chains 
WESCO Halter and Dog Chains Electrically welded steel link Bright 


Made in 4% ft. and 6 ft. lengths, finish. Made with either ring or hook 
Sizes No. 6 to 6/0 inclusive. Bright Sizes 6% ft. to & ft. Regular or heavy 
finish or Bright galvanized finish pattern 


WESCO Pail-Paks 


Proof Coil or BBB Chain. Strong, re 


p Y usable steel containers Sizes *4”’, 
WESTERN CHAIN COM AN = _ - _ 


1814 WEST BELMONT AVENUE «+ CHICAGO I3, ILLINOIS 
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CHOREMasTER’s 


Unbeatable 
Combination 


A New, Revolutionary Concept 
...in SAFETY...in SALES 


Everyone wants a safe mower—and 
now you can sell it because 
Choremaster has solved the problem 
of SAFE Rotary Mowing. 


You will make the biggest mower 
sales in your history if you are a 
Choremaster Safe-T-Guard Mower 
Dealer or Distributor. It will be the 
“hottest” mower line in the industry 
in ’58—the only mower with safety 
guard protection. 


Be sure our salesman has your name. 
Write or phone to address below. 


S.fety that Sells an 


POWERFUL MAGAZINE 
advertising in LIFE and in other leading 
National Magazines will tell millions about 
Choremaster Safe-¥-Guard Mowers. 


NEWSPAPER ADVERTISING 
in leading metropolitan papers will tell your 
customers about Safe-¥-Guard. List your 
name and address as a Choremaster 
Safe-T-Guard Dealer! 


TELEPHONE DIRECTORY 
LISTINGS ... free when you’re a 


Choremaster Promotion Package Dealer! 


Farm & Garden Sales, Inc. 

Sub. of WEBER ENGINEERED PRODUCTS, INC. 
832 Evans St., Cincinnati 4, Ohio 

Telephone: WAbash 1-6200 


Pat. Pending 


Lee ae 7 ee eS pas ne ies as 
Illustration shows Choremaster Sefe-¥-Guard mower 
actually running at full speed equivalent of 225 miles per 
hour. Foot placed in front of mower dramatically illus- 
trates Safe-T-Gward protection. Compare it with com- 
pletely unguarded conventional mower shown at left. 


...With a Powerful Punch 


Unprecedented package deals . . . 
you make your selection of a 
special mower deal to introduce 
the Safe-T-Guard. 


You get demonstrator, extra profits, 
free displays, free advertising, 
banners and other sales-producing 
promotions all in one low cost 
package. 


SAME OUTSTANDING OFFER ON 
TILLER/MOWER COMBINATIONS 





Choremaster's Representatives, John 


Free ! !! Dramatic sales-making 
Choremaster Sefe-T¥-Guard Display 





Snowball, Joe Ludwick and Mac Gro- 
ham will be in New Orleans for the 
Southern Hardware Convention, April 
13-17. Look them up at The Roosevelt! 


for your store sells Safe-¥-Guard 

protection and values. Clever design 
Of display actually requires less 

room than a mower on the floor. 











